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when you sell 


IRWIN 


you sell yourself 


The name Irwin on auger bits and screw drivers 
is your highest assurance of customer satisfac- 
tion. You add to your good reputation with every 
Irwin tool you sell. Users are sold on the product, 
sold on you. 

And only independent hardware dealers may 
profit by the Irwin name. There are no chain 
store accounts, no catalog houses selling world 


famous Irwin tools. 


In short .. . Irwin gives you both the product and 


the opportunity to sell yourself. That’s why it’s 


good business to do business with Irwin. 


The Irwin Auger Bit Company 
Wilmington, Ohio 
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roller for ALL uses! 


WOOSTER 
£00-On PAINTER 
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Exalusive! 
NYLON 


Solve the problem of stocking many 

different rollers to fill customers’ needs. 

Sell them the Wooster De Luxe Roll-On 

Painter, with new top-grade mohair cover that 
actually applies all paint products . . . primers, oil, 
water and rubber-base paints—even enamels! 

Sell it in 44%”, 7” and 9” widths. Combinations in 
7” widths, individually packaged with steel paint 
tray and cleaning tool. Order now from your 
distributor, or write for name and address of the 
Wooster distributor nearest you. 


A TOP QUALITY ROLLER COMBINATION YOU CAN 
i SELL FOR ALMOST A DOLLAR LESS THAN OTHERS! 


Gives you a real price advantage... \ IT’S A COLORFUL PACKAGE | - 
a Wooster Deluxe Roll-On Painter ina -- 


sturdy kraft board package that’s also 
a lasting paint tray! Not simply a card- 
board carton, but a heavy, reinforced, 
leakproof fray and cover that gives / 
real service! 


THE WOOSTER BRUSH COMPANY WOOSTER, OHIO- SINCE 1851 


PAINTS {0l-Oh. SMOOTHER, FASTER, EASIER WITH A WOOSTER PAI 
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I. always easier and quicker to sell file brands people know 
or ask for than brands you have to “explain.” 


The two things that contribute most heavily to the popularity 
of Nicholson and Black Diamond files are: (1) Unquestioned 
quality and (2) unrelenting advertising. 

A customer’s first request for one of these famous brands is 
probably influenced by Nicholson advertising he has read. His 
future requests probably stem from their fine performance, long 
life and outstanding value. 


A customer thus satisfied never has to be pacified. His patron- 
age sticks and your file business grows. What could be more 
gratifying than that? 


NICHOLSON ADVERTISING 


reaches your largest groups of individual . ‘ ; 
file-using customers (mechanics, farmers, . is geared to the needs of your particular trading area. Consult 


home craftsmen, etc.) through these big- your wholesaler. For free catalog (of either Nicholson or Black 


IMPORTANT — For maximum turnover, be sure your file stock 


circulatioti magazines: Popular Me- 
chanics, Popular Science, Mechanix 
Illustrated, six leading farm papers... 
to say nothing of The Saturday Evening 
Post, industrial, lumber,-repair-shop and 
other publications used. U.S.A. 


Diamond brand) write to us. 


sibite, NICHOLSON FILE CO. + 25 Acorn St., Providence 1, R. I aie 


(In Canada, Port Hope, Ont.) 
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R MADE IN U.S.A. 4 None 
Sop CHAIN AND CABLE COMPANY, I 4 of Fair 
PERI CaN cHain DIVISION...-YORK.PA : ‘ headed 


Put Out Some AMERICAN Chain 


@ ‘Chain is one of those things it pays to keep out where men can dealers 
see it and get their hands on it.’’ That’s what an American Chain whole- of it. 
saler’s salesman said. And—you know it’s true. They pick it up, feel its effectiv 
sturdiness, and buy it. 

You can get these convenient-to-display ACCO-PAKS in popular 
sizes of both Proof Coil and BBB chain. This is a good time of 
year for chain sales, so mark ‘‘AccO-PAKS’’ down in your book 
today—or call your local AMERICAN CHAIN wholesaler. 


American 
AMERICAN CHAIN DIVISION AY ° 
AMERICAN CHAIN & CABLE din ; 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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fast Among Ourseloes 


Informal Editorial Comments 


Fair Trade Needs 
Support Now 


The new Congressional investigations of Fair 
Trade got off to what can be described, in a char- 
itable fashion, as a confused start. 

One committee looking into the problem appears 
to have prejudged the case in an adverse fashion, 
while the other group seems to have a more open- 
minded attitude. 

Within the ranks of Fair Trade adherents a 
degree of confusion also seems to persist, with the 
two chief advocates of Fair Trade taking diver- 
gent paths to the common goal. 

None of this background contributes to the good 
of Fair Trade, or to encouraging a practical, clear- 
headed examination of Fair Trading. 

But more tragic than any of these facts is the 
lassitude still shown by the average independent 
retailer toward the fate of Fair Trade, despite the 
fact that a strong Fair Trade law is of great im- 
portance to him. 

We have commented here on several occasions 
that we feel strongly that one of the basic causes 
of the present difficulty which Fair Trade legisla- 
tion experiences is the absence of active, vocal 
support from the independent retail store operator. 

When we discuss Fair Trade with individual 
dealers, we find a large majority of them in favor 
of it. But there they stop. They do not take 
cffective action to translate this viewpoint into 
terms their Congressmen can understand. 

We still have the opinion that until there is 
greater evidence of grass roots support for Fair 
Trade from all segments of retailing, very little 
of a truly constructive nature will come out of the 
Washington hearings. 

After all, the men who are expected to write 
the new Fair Trade legislation are basically poli- 
ticians, and as such are especially sensitive to 
opinions from home. 

At many of the annual meetings of state hard- 
ware associations now being held across the coun- 
try, the associations are taking a strong official 
position in support of the McGuire Bill (HR 
5767). 

This support is of great value and represents 
important assistance to the cause of stronger Fair 
Trade laws. But this should also be backed up 
with individual letters from every hardware dealer 
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By W. A. Phair, editor 


stressing his great interest in the welfare of Fair 
Trade. 

That is the very least a dealer can do, if he 
wants to see again a reasonable mark-up on many 
of the lines he sells. 

Above all, never forget who are the chief op- 
ponents to Fair Trade .. . the big department 
stores. These store owners speak glibly of the 
need for free enterprise, when actually what they 
mean is that they want the freedom to use their 
vast economic powers to throttle the smaller in- 
dependent retailer. 

What are you going to do about it? 





Appliances Need 
A New Deal 


Any discussion of Fair Trade or price cutting 
inevitably leads to comment on the unfortunate 
conditions existing today in the appliance field, 
including both majors and the electric housewares 
lines. 

You will find in this field today the best (or 
worst) examples of what can happen to a line of 
merchandise when it becomes a football. 

Appliances have become as much an integral 
part of our life as the automobile or a suit of 
clothes. Actually, appliances have become neces- 
sities, and the potential of this market has only 
been scratched. 

Why is the price disorder so characteristic of 
the appliance market today not found in other 
lines of comparable significance? 

Plagued by unadulterated price cutting, discount 
houses doing a large volume and trick trade-in 
deals, the appliance market deserves immediate 
and energetic action to restore a semblance of 
common sense to the retailing of this very im- 
portant line of merchandise. 

Most manufacturers realize the danger this sit- 
uation holds for the future development of the 
field. But these few are not enough. The situation 
requires industry-wide attention. 

One manufacturing executive recently put his 
finger on one phase of the problem when he said 
that one of the causes of the present shambles 
is the lack of salesmanship among many retailers. 

Too many retailers seem to have forgotten how 


‘ 











to sell. Just as soon as they run up against buyer 
resistance, they fall back on price cutting to close 
the sale, when actually what was needed was the 
display of salesmanship. 

And price cutting, like the common cold, cannot 
be fenced in and controlled or limited to “just 
one case.” It spreads with uncontrollable violence. 

There is much truth in this viewpoint, but many 
retailers wonder, in turn, if some manufacturers 
might not find it profitable to review their dis- 
tributing methods. 

Shotgun distribution methods, so widely used 
for appliances, may look impressive in a sales 
presentation, but while, like a shotgun charge they 
cover a large area, they do not penetrate the 
target as effectively or as cleanly as does a rifle 
bullet. 

More and more retailers are becoming conscious 
of the effect of manufacturers’ distribution poii- 
cies on the store’s margin and are giving greater 
consideration to this factor when deciding what 
lines to carry. 

It is our considered opinion that distribution 
practices are going to become increasingly im- 
portant in the future, and manufacturers with 
sound distribution methods, backed up with ag- 
gressive consumer promotion, will find themselves 
better off in the long pull. 

It was encouraging to learn that a manufac- 
turer of electrical appliances is planning to Fair 
Trade its new model cleaner and will employ the 
jimited distributor method of distribution. 

It must have required considerable courage to 
take such a step under today’s market conditions, 
but in our humble opinion it was a most construc- 
tive step and one that will eventually react to their 
benefit. 





Salesmanship 
At Work 


We were sitting in our exhibit booth at a show 
recently when a dealer entered and told us he was 
one of the directors of the state association spon- 


soring the show and was making the rounds of ' 


all the exhibitors, as were other directors, to learn 
about their experiences at the show, and to ask 
tor suggestions as to how the show might be made 
more valuable to the trade. 

At first we thought the call was something of 
a gag, but we soon realized that our dealer friend 
was in dead earnest and was honestly interested 
in having the opinions of the exhibitors. 

Now, after many years of attending all types of 
shows in all parts of this country, we know that 
no living mortal can run a show that is perfect 
in all respects. But we had never previously run 
into a show where the management went out of 
its way in this fashion to learn the exhibitors’ 
opinions. 

It is quite probable that this is done at other 
events, but it was our first experience with it, and 
we found that this was true of many other ex- 
hibitors. 

It turned out that we did have one small sug- 
gestion to make to our caller, but all in all, we 


told him, we thought the show was being run in 
a very commendable fashion. 

We think that Henry Lewis and the members 
of the Wisconsin association deserve a bow for 
this demonstration of two basic elements of real 
salesmanship—provide honest service, and follow- 
through. 

While these comments reflect only our personal 
reactions, a number of other exhibitors expressed 
the thought that this refreshing action should 
receive public comment. 

Take a bow, Henry. 





Watch the Home 
Workshop Market Grow 


We have followed with great interest the in- 
creased attention being focused on the home 
workshop field and the increasing number of 
promotions being aimed at this market. 

This market ranges from the average home 
owner, whose interest involves simple mainte- 
nance operations with the common hand tools, 
to the man with the completely equipped power 
workshop for more elaborate work. 

This market is growing by leaps and bounds 
and hardware retailers are in the enviable posi- 
tion of being in on the ground floor. But there 
are other outlets that are also eyeing this mar- 
ket and are anxious to cut in on it. 

The scope of this market is almost unmeasur- 
able. It ranges from how-to-do-it books, to hand 
tools, paints and wallpaper, to power tools and 
accessories, to floor tile and lighting fixtures, to 
all types of rentals. It presents almost unlimited 
possibilities for related selling of items that are 
normally the heart of a hardware store operation. 

We will stick our necks out and predict that 
if we ever get to the point where manufacturers 
again have freedom in obtaining raw materials, 
this home workshop field is going to blossom 
into one of the most spectacular markets we have 
seen in a long time. 

Even today, many manufacturers are design- 
ing their packaging and their promotions to hit 
this market. Are you prepared to cash in on these 
profit possibilities? 

Here again we have an example of a situation 
where profits for hardware dealers are waiting; 
but they are not going to walk in the door. You 
are going to have to go after them, with vigor. 





Things Worth Remembering 


Incomes of all people in the United States who 
earn more than $4000 after payment of Federal 
income taxes, add up to only $9.7 billion. This 
is less than the $10 billion tax increase requested 
by the President this year. 

Taxpayers with net incomes of less than 
$10,000 get 86 pct of the national income after 
payment of income taxes. Those with net incomes 
of more than $10,000 get the other 14 pct. 
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AND CHESTS 


Their streamline design, lustrous baked 
enamel finish and sparkling fittings—matched 
only by their many exclusive, practical, 
proved-in-use features—make this 

the most sought and bought line of out- 

door jugs and chests on the market. 

Order From Your Jobber, Today! 


HEMP & COMPANY 


3131 E. MURRAY STREET 
MACOMB, ILLINOIS 
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NEWS and ViEWs 


By Washington Bureau of 
HARDWARE AGE 


Fight for Strict Fair Trade 
Laws Wins Favor in Congress 


It’s beginning to look like Congressmen are vying 
with each other to see who can get in most licks on 
the subject of Fair Trade. 

Leadership of both political parties, impressed by 
the plight of the small retailer under the present Fair 
Trade situation, has decided to push for enactment 
of a new protective law at the present session of 
Congress. Volume of mail on the subject has been 
mounting steadily since last May when the Supreme 
Court invalidated Fair Trade practices. 

Some congressmen now have a drive on to restore 
anti-price-slashing agreements throughout the coun- 
try. Bills presented to the Senate and House empha- 
size the necessity for preventing unfair competition 
resulting when some sellers of trade-marked and 
branded items sell at prices lower than the manufac- 
turer has prescribed. 

As hearings begin on one Fair Trade measure, a 
separate congressional group (House Small Business 
Committee) reported it had studied at length the 
arguments for and against Fair Trade and concluded 
that laws were needed to insure adherence to Fair 
Trade contracts in interstate commerce. 

OUTLOOK — Complex nature of the Fair 
Trade issue is made more so by the number of 
bills presented and the number of committees 

% involved. Also, not all congressmen want to see 
the laws strengthened. Result is likely to be 
along haggle before legislation to benefit the 
small retailer can be brought to a vote. 


Pressure for Price Decontrol 
Spurs Politicians into Action 


Question of whether the time is not “just about 
ripe” for removal of price controls from many goods 
and services sold at retail is rapidly becoming one of 
the hot political issues of 1952. 

At the capitol, many congressmen of both political 
parties are demanding that OPS “stop playing the big 
shot” and start cancelling the dozens of orders and 
regulations affecting products in plentiful supply. 

Pressure from the trade and from Congress is such 
that OPS can no longer ignore the low market prices 
that currently exist in many sections of the country, 
but the agency is prepared to put up a stiff fight for 
retention of its control power. 

One of the last official acts prior to Mike DiSalle’s 


10 


resignation as OPS boss was his appointment of a 
government committee to study the question of decon- 
trol. Both DiSalle and Ellis Arnall new OPS chief, 
believe they can weather the storms that threaten the 
price control empire as long as they can pacify the 
business community and Congress by reporting peri- 
odically that the problem “is being studied.” 
OUTLOOK—Key congressional leaders pre- 
dict there’ll be no actual decontrol orders is- 
sued before early summer — at the earliest. 
But keep it in mind that Economic Stabilizer 
Roger Putnam says flatly there’ll be “no de- 
control” in 1952. Look for the government to 
keep “weighing the pros and cons,” as DiSalle 
put it, for months to come. 


Civilian Goods Outlook—Good 
Says Sawyer; Others Differ 


Commerce Secretary Sawyer last week predicted 
(a) a continued business boom throughout 1952 (b) no 
business recession in the near future regardless of a 
possible Korean truce, and (c) an ample supply of 
automobiles, TV and radio sets, refrigerators, and 
other consumer durables. 

This latter does not add up when compared with 
other current opinions. Munitions Board says flatly 
that while the second quarter military take will drop off 
somewhat from previous estimates and will continue 
at this level through the first half of 1953 actually 
some programs such as aircraft and shipbuilding have 
not reached this level. They will not reach it until 
later this year. 

The military program has been .extended over a 
longer period. And the armed services have already 
returned to NPA some 20,000,000 lbs of aluminum 
which it cannot use this half. It will return about 
5,000,000 Ibs more. But little, if any, steel or copper 
will be returned. 

Manly Fleischmann, DPA administrator, does not 
see this as much help to consumer durables. However, 
one reason is that until new production begins to come 
in, steel allocations must be continued at 50 to 60 pct 
of needs. Another reason is that most of the released 
aluminum must go to the reserve pool to make good 
CMP over-allocations, and some to help the little “less 
essential” guy who has been on starvation rations. 

Still a third reason is that for many items, a feast 
of either steel or aluminum or both is not much bene- 
fit with proportionate copper supplies. The copper 
outlook is still dreary. 

(Continued on page 202) 
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TAG YOUR TOOLS_RING UP EXTRA SALES 


Here are two mighty effective ‘‘silent 
salesmen’’ ready to go to work for 

you. HOW TO SHARPEN is a help- 
ful little package stuffer covering knives, 
chisels, axes, scythes, mower blades, 

etc. KEEP IT SHARP should be tagged 
to every edged tool and cutter you 

sell. Both are FREE—how many shall 
we send you? Write for your supply 
today—address Dept. HA 90-53. 


CARBORUNDUM 


TRADE MARK 






gut cus” 


\ ' 
gne tan’ a preter 


garners ¥ 






STONES e HONES 


so stock the COMPLETE abrasives line | ws > svt 


ROLLS 


jCarborundum”” is a registered trademark which indicates manu- 
ecture by The Carborundum Company, Niagara Falls, New York 
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Special Hardware Week 
Promotions Are Listed 


Presented herewith are special 
deals and promotions offered by 
manufacturers for irha Hard- 
ware Week, which will be held this 
year April 17 to 26, under the 
sponsorship of the National Retail 
Hardware Association. 

The association has prepared a 
206 piece store decorating kit for 
tying-in with Hardware Week. 
The kit, costing $5.25 prepaid, 
and available to all hardware deal- 
ers, contains streamers, window 
posters, pennants, price tickets, 
show cards, ad mat headings, a 
complete 4 col. x 15 in. ad mat, etc. 
These kits are available through 
wholesalers or from the association. 





Special Tool Deal 


A Tenite-handled, 114-in. putty 
knife is included free of charge in 
a kit with Red Devil’s fastest sell- 
ing wood scraper and glass cutter 
for Hardware Week. The three 
tools, worth $1.00 regularly, will 
be specially boxed in a display pack- 
age retailing for 79¢. Tools in- 
cluded are one Red Devil No. 40 
wood scraper with 114-in. blade and 
7-in. handle, one Red Devil No. 024 





glass cutter, and the No. P-105 
putty knife. Dealer cost is $6.32 
per 12 kits, and the retail price for 


12 


12 is $9.48. Merchandising mate- 
rial is also offered. Red Devil Tools, 
Irvington, N. J. 





Housewares Promotion 


Nesco has selected a group of its 
fastest selling products to feature 
throughout Hardware Week, and 
they will be backed by sales aids 
and advertising in consumer mag- 
azines. Shown here is a revolving 
decorated ware merchandiser, 
available free with large assort- 
ment or at a small cost with the 
purchase of smaller assortments of 
decorated kitchenware. Nesco prod- 





ucts being featured in Hardware 
Week include the juice jug, rub- 
ber Plia-Pail, oval galvanized pail, 
Colonial canister sets, with and 
without spice drawer, roaster oven, 
automatic roaster, and the oval and 
round roaster ovens. Also available 
for Hardware Week are new waste 
baskets and trays decorated with 
scenes from the movie, “The Great- 
est Show on Earth,” as well as a 
new circus lunch box. Nesco, Inc., 
201 N. Michigan Ave., Chicago 1, 
Ill. 








Saw Assortment 


This special assortment of Sil- 
ver Steel compass, keyhole, and 
nest of saws is available as a 





Hardware Week special. A _ red, 
yellow and blue easel-back display 
shows four different items of the 
12 black, pistol grip Tenite handle 
tools. Handles feature a finger hole 
for perfect control of the blade at 
all times. Special consumer prices 
for the saws have been set. E. C. 
Atkins & Co., 402 S. Illinois St., 
Indianapolis 9, Ind. 





Glue Promotion Kit 


This special kit for Hardware 
Week contains 24 tubes, nine-quar- 
ter-pints, six half-pints and three 





pints of Franklin Glue, plus one 
free pint. A box of 12 15¢ tubes of 
glue has also been added, without 
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cost, to the kit, to sell at a retail 
price of 10¢ a tube during Hard- 
ware Week. The special Hardware 
Week promotion kit includes a win- 
dow strip 19 in. long, a display card 
for easy attachment to the top of 
the tube display carton for counter 
and window use. A box of 50 give- 
away book matches will be sent on 
request. Franklin Glue Co., 119 
W. Chestnut St., Columbus, Ohio. 





Paint Brush Displays 


The husky rack, C-1, of wire 
construction with enamel coating 
shown here is available with either 





of two brush deals for Hardware 
Week. One deal features 60 No. 
102 varnish brushes and 12 No. 2200 
wall brushes in various sizes. The 
other deal has 60 No. 1122 varnish 
brushes and 12 No. 1217 wall 
brushes in various sizes. A wall 
brush rack, W-1, is also offered 
free with the following four wall 
brush deals: 36 No. 5207 wall 
brushes; 36 No. 2200 wall brushes; 
18 No. 1217 wall brushes, or 18 No. 
1225 wall brushes. Either rack 
will be supplied with changeable 
Signs. Rubberset Co., 146 Haynes 
Ave., Newark 5, N. J. 
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Six Plane Unit 


A specially designed plane unit 
for Hardware Week only, HW6, has 
six quality planes—two jack, two 





smooth, and two block planes, in- 
dividually boxed and packed in a 
shipping carton with a set of color- 
ful price cards. Bottoms of all 
planes are gray with red trim. Re- 
tail values are $4.98 each for the 
jack planes, $4.29 each for the 
smooth planes, and $1.98 each for 
the block planes. Unit price is 
$22.50. Stanley Tools, New Britain, 
Conn. 





Six-Foot Wooden Rule 


Here is the Guardsman, a new 
6-ft. wood folding rule that is being 
introduced at a special discount for 





Hardware Week. There is a Safe 
Lock Clamp for faster, springier 
opening and closing that will retain 


for latest information on 
Hardware Week Specials 


in hardware merchandise... 





the accuracy of the rule for 
years. Parts are made of heavy 
brass-fused steel, with a spring of 
stainless steel. The rule is of 
straight-grain maple, coated and 
heat-treated. Available in regular 
reading, Model No. 996, and flat 
reading, No. 996F, both featuring 
two-way reading. Retail list price 
is $1.50. Counter display cards and 
other aids are offered. Master Rule 
Mfg. Co., Inc., 40 Mulberry St., 
Middletown, N. Y. 





Food Chopper 


This Climax food chopper, regu- 
larly selling for $2.89, has been 





specially priced for Hardware Week 
to retail at $2.49. The chopper 
comes complete with three cutters 
and combination pulverizer and nut 
butter cutter. Capacity is 2% Ib. 
a minute, and the cast-iron body 
and feed screw are tinned inside 
and out. Landers, Frary & Clark, 
New Britain, Conn. 





Garden Tool Display 


A new miniature wheelbarrow 
counter display for Trump garden 
tools is available free, without 

(Continued on page 174) 
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NOV. 
1951 


$230 RETAIL 
HARDWARE 
SALES 


Adjusted 
(add 000,000) 


Source: U. 8. Dept. of Commerce 











1951 Retail Hardware 
Sales Gain 10 Pct 


December sales of hardware 
stores, seasonally adjusted, were 
estimated at $237 millions, three 
millions lower than the preceding 
month, and $8 million lower than 
in December, 1950, according to 
the Department of Commerce. De- 
spite the decrease, however, the 
total for the 12 months, January 
to December, 1951, was estimated 
at $2,924 millions (adjusted). 
This 12-month total was $290 mil- 
lions greater than 1950, a gain of 
approximately 10 pct. 

The monthly totals follow: 



































> 1951 Retail Sales Gained 10 Pct 


> Open Hearings on Fair Trade Bills 


» Seeks End of Regulation W 


SEASONALLY ADJUSTED 
(add 000,000) 

1951 1950 1949 1948 
Jan. 277 195 204 206 
Feb. 270 197 200 204 
March 256 195 193 206 
April 238 198 197 211 
May 239 207 200 205 
June 233 220 196 210 
July 225 241 195 210 
Aug. 231 247 187 214 
Sept. 239 235 193 211 
Oct. 239 230 194 210 
Nov. 240 224 190 203 
Dec. 23 245 193 204 


2,342 


2,949 


2,634 


Total 2,924 


Two Congressional Committees Open Hearings 


On Fair Trade Bills; Proponents Divided 


Growing sentiment at all levels 
of business for the restoration of 
order to the pricing of consumer 
goods has finally brought the fair 
trade matter to a fast boil. 

With half a dozen bills in the 
congressional hopper, the intent 
of which, would restore fair trade, 
the Commerce Committee got un- 
der way on Feb. 3 with public 
hearings, thereby getting the 
jump on the House Judiciary 
committee which had previously 
scheduled hearings to begin the 
following Monday. 

The two bills which stand to get 


14 


major attention are the McGuire 
bill (H. R. 5767), being considered 
by the House Interstate and For- 
eign Commerce: committee, and 
the Keogh bill (H. R. 6367), in- 
troduced within the past two 
weeks, which will get the atten- 
tion of the House Committee on 
the Judiciary. 

The end effect of the two bills 
would virtually be the same but 
the McGuire bill is backed by re- 
tail organizations, spearheaded by 
the Bureau of Education in Fair 
Trade, a drug trade group, while 

(Continued on page 226) 


Consumer Credit Group 
Seeks End of Reg. W 


Announcing a “fight-to-the- 
finish” against government con- 
trols on instalment credit, John 
W. Otter, president of the National 
Foundation for Consumer Credit, 
said that the organization would 
seek outright repeal of Regula- 
tion W at this session of Congress. 

Mr. Otter, who is vice-president 
of Philco Corp., assailed the Presi- 
dent’s Council of Economic Ad- 
visers. He asserted that they had 
given the country a “vastly er- 
roneous picture of the present 
economic situation on consumer 
credit.” 

“The foundation’s determina- 
tion to fight continuance of this 
freedom-killing power over the 
American people is based on the 
economic truth that there is no 
shortage of such things as radios, 
televisions, refrigerators, washing 
machines and vacuum cleaners, 
even though they do contain & 
negligible percentage of our sup- 
ply of comparatively scarce ma- 
terials. 

“The warehouses of manufac- 
turers and retailers are adequate- 
ly supplied with these articles, 
already produced but unsold, and 
current production is tremendous. 
The President’s advisers are de- 
liberately hiding the real produc- 
tion picture.” 
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Easy way 
to get a grip 
on bigger business! 


Feature a complete department of RB&W 
bolts, nuts, rivets and screws in your store. 

They’re great hardware staples, quality 
items that make satisfied customers who 
keep coming back to your store . . . build 
traffic for everything you sell. 

RB&W fasteners are top sellers in their 
own right, as hardware sales figures prove. 
And they’re one of the few profitable, fast- 
turnover items that you can stock in quan- 
tity without worrying about style changes 
or damage. Thus, you keep time-consuming 
re-ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on 
your shelves . . . clearly labelled to show in a 
jiffy the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 


107 Years Making Strong 
The Things That Make America Strong 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 
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the new DISSTON 





It’s new... it’s different... it’s the hottest news in 
hardware retailing today ! Once again Disston pioneers 
new selling... new profit opportunities for you. And 


not just once or twice a year, but all year long! 


You know yourself how popular and profitable Christ- 
mas Gift promotions are. Now, Disston is going to 
help make your store Gift Headquarters the year 
round with the new LIFT from a GIFT campaign. 


CONSIDER THE SELLING POSSIBILITIES 
IN PROMOTING TOOLS AS GIFTS FOR MEN 


Here are the facts: When a well-known newspaper 
columnist asked 100 men—from a bank president to 
a shoeshine boy—what they would choose as gifts for 
themselves, 93 said ‘‘Tools”! Nearly every man 
“handy” or not, likes to hammer, saw, or just 
“tinker” with tools. And Disston’s own man-on-the- 
street survey backs this up. 


Now, consider how many gifts are given to men and 
boys right in your own neighborhood: Christmas, 


LIFT from a GIFT CAMPAIGN 








of course, but also on Birthdays, on Father’s Day, 
for house warmings, graduation gifts, etc. (On a 
nation-wide basis, there are actually more than 
146,500,000 gift days annually for men and boys 
over 14 years of age!) 


Will people give tools as gifts? You bet! You already 
know about the boom in tool sales at Christmas time. 


W 


Ff. gift i 

hin a i a Disstonsalling theme. 4 
Aer esse 

the ee csauh tae — 
campaign is a complete 
program for gift tool 
selling. It 
includes... 
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what giftthey would 
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selves. 93 said 
“Tools! Nearly 








DISSTON Hand Saw is a eit 
A with a double lift—to . . 2 
who gives, to the one who ge dood 

ta lift of keen satisfaction In 

2 ticu 

ing that your parlit 

will be delightes with rien wo 
ift. He will get 4 ar 

os at he is now the happy owner . 

orld’s most famous hand ond 

on Hand Saw .-- . the s 
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dwere Dealer f 
“A ote thousand gifts 
isston line, will 
and saw shown 
fine saws and 
tools that Disston makes. 
For more help on how 
write for free 


to 

Disston Saw, 

choose and use tools 
Tool and 


“e 
inc. 
eX STON & SONS, 
ie \) nena = elphia 35, Pa., US.A. 
é, ; a write: 2-20 Fraser Ave., 
Toronto 3, Ont. 


File Manual to: 


360 Tacony, Philad 
In Canada, 


Full half-page ads in color in important magazines . . . 

to put over the idea of TOOLS as GIFTS . . . to remind 

everyone who wants to buy a gift for a man or a boy that 

the perfect gift is always a tool. And remember, this is not just a 
one-time promotion, it is year-round. The first advertising is scheduled 
for the March 1 issue of THE SATURDAY EVENING POST 

and the April issue of BETTER HOMES & GARDENS. 


- 


a special 

LIFT from 

a GIFT kit of 

sales aids... to 

help you make a 

complete tie-in with Disston’s national 
advertising and publicity. % 


WIND WwW P ER AND 
REAMERS 

attractive, colorful, eye-catching . . . 

designed to bring customers into your 

store... to help make your store 

headquarters for gifts. 





COUNTER CARD 
Reminds every customer every time 


they see it that a TOOL is the 
GIFT to give a man or boy a LIFT! 





Sor you to give your customers who 
give tools as gifts. Appropriate cards 
for Birthdays, Father’s Day, 
Graduation, Christmas, and others. 


for the Disston Saw, Tool, & 
File Manual. You can include a 
manual in this envelope FREE as 


LAL 
a special gift from your store with ~<a APE! 
every tool you sell as a gift. A NEWS! 
big good-will ‘‘plus’’ for you! D publl 


to put on Disston tools! A 
reminder of other tools that You’ll want to tie-in with this big 
make practical sifts. ) new Disston Program .. . tie-in 
to cash in! For complete 


fo tee 
hue Bem 
Te tO, or merene 
Co mpage EVENING POST, so act now 
poss 





M, 
re, to be sure you'll be ready to 
i profit right from the start! 


HENRY DISSTON & SONS, INC. 
254 Tacony, Philadelphia 35, Pa., U.S.A. 
In Canada: 2-20 Fraser Ave., Torontg 3, Ont. 


CLIP AND MAIL ---------------- —- 


Henry Disston & Sons, Inc. 
254 Tacony, Philadelphia 35, Pa., U.S.A. 


Please send me complete information on 
your new LIFT from a GIFT campaign. 





ADDRESS. 


GO cess ihn ZONE STATE 
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... As easy to SELL as 1-2-3 . . . No Whittling . . . No Fitting . . . 
No Splitting! A traffic-builder for your store—a profit-maker for 
extra business. Hartwell’s Self-fitting Handles are creating an ava- 
lanche in handle sales all across the nation. Available in all standard 
patterns and grades, every handle is complete with wedges and 
instructions. Get this exclusive, patented feature ‘out front" in your 
store . . . the interest and extra sales will help keep you ahead in 
store traffic and volumel 


Write for Price List and details 


Hartwell Brothers 


MANUFACTURERS OF 


HARTWELL HANDLES 


MEMPHIS 8, TENN. ° ° ° CHICAGO HEIGHTS, ILL. 
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[CT poor BRACE 


No. 1739 
Takes up sag. 
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DOOR LATCH 
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DOOR SET 


Consists of: 1 pair full surface, 
loose pin, adjustable spring 

















No. 1174 
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SCREEN HANGER 


One of many designs. 
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Screen door 
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SNAPPY CATCH 


No. 210 
Holds doors tightly 
closed. 





No. 29 





Squares corners, reinforces f 
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SCREEN LIFT 
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DOOR GUARDS 
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FULL SURFACE HINGES 
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Spring busines 


Customers will soon be asking for 
screen hangers, spring hinges, and 
screen door latches. Small items, but 
easy to sell. What's more, they lead 
to profitable sales of related mer- 
chandise — tools, paint, and many 
fix-up items. ; 

You can fill any customer require- 
ment when you stock Stanley Screen 
and Screen Door Hardware. Here 
are just a few of the popular items 
in this complete line. And now is the 
time to order from your Wholesaler. 


THE STANLEY WORKS 
NEW BRITAIN, CONNECTICUT 


[ STANLEY ] 


Reg. U.S. Pat. Off. 








HARDWARE « TOOLS « ELECTRIC TOOLS + STEEL STRAPPING « STEEL 
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Here's how 
you can get 
customers 
to make a 
bee-Line 


for your store: 


plete basic 
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WOMEN 
EVERYWHERE ARE BUZZ/NG é Stock the com 


Rubbermaid assortme 


AbouT Reabbemaid!/ 
items .. - all sizes . _all colors. 


the complete Rubber- 
ront where 


Th ~ 
ise Bog sete in all their favorite 
homes. And they're ni ee it in their friends’ 2 Displa 
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gt like Rubbermaid’s bright attracti maid line ovt f 
nt y like its cushioned protection of tte shoppers can see it. 
ance ir 
They like hen he n and bathroom surfaces. 
aie: kes Fah it saves time and work ... and Promote Rubbermaid in your 
Utiien ty patie og water, and wear. own local advertising. Use the 
they know gle bermaid in the store where many dealer helps y 
- Dect rnlaed that they can get it. Thi 
year, make it your store. Phi has for you. 
housewares sales, fe 8 scone r reaking 
‘pat ema 4 Reorder often often to keep your 
eorder e 
Rubbermaid > Lhermaid stocks complete. 


our jobber 
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Rubbermaid's history 


over 67000000. 
ads f these in Better llomes wu) COMPANION | 
leading women's . ¥. Fst. : : COMMA HOt SE 0 


magazines 
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cB: 368 Sey) 
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“Wouldn't you welcome extra help 
in the kitchen? especially when 
it's as bright and cheerful and 
inexpensive as RUBBERMAID” These 
practical household helpers give a 
mew look to your kitchen color 
scheme, save time on kitchen chores 
And since they're genuine RUBBER- 
MAID, they're resistant to heat, 
soap, grease, hot water and wear 
Look for these and matching com 
panion items in the housewares 
department of your favorite hard- 
ware or deparimeni store.” 
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and other eye-catching full- 
Rubbermaid ads in the 
gy national magazines. 


ao 


then you'll like so miare 
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H OUSEWARE 
_ THE WOOSTER 
RUBBER COMPANY 


« 
a Se | htm 


what 4 wonderful kitehen 
a 


Just imagine how convenient it would be to 
work in this kitchen! The versatile Rubber- 
maid Plate and Bow! Scraper (A) helps 
hurry the plate-scraping process, doubles as 
a spatula. A de, sloped Dra 

Tray ® Protects your entire drainboard 
and makes an ideal place to dry pots and 
pans or thaw frozen foods. Rubbermaid 
Sink Strainer (€ )is all rubber, too, so it 
won't scratch or stain either your sink or 
step-on can. Rubbermaid Sink Liner Mats 
(®@) pad bottom and sides of your sink 
bowls to make dishwashing quicter and 
safer, protect your dishes and sink. New 
Sink Divider Mat (@ )cushions the danger 
spot between your sink bowls. Twin Sink 
Dish Drainer ®)is specially made to fit 
down into one bowl of the twin sink 
Rubbermaid Reversible Floor Mat @) 
cushions your stand-up jobs, prevents spot 





we 
: 


protect 


wear on floors. Rubbermaid Deluxe Dish 
Drainer ("holds dishes and silverware 
while you rinse therm with scalding water 
Like magic, they drain dry and the Drain- 
board Tray underneath (in sizes for all 
drainboards) carnes the water into the sink 
The Protector Pad (# )protects your table 
surfaces from clamp-on-apphances Stove 
Top Protector Mat (4) gives you extra 
working space plus a cushioned hot-pad 
that prevents scratching, staining or chip- 
ping of your stove surface. Rubbermaid 
Basket (&) cradles eggs and fruit in cush- 
ioned safety. Shelf-Kushions ©) make 
quick work of cupboard cleaning. They're 
colorful, permanent shelf-jiners that he flat, 
wipe clean with a damp cloth, never need 
replaci Space-saving Rubbermaid Plate 
Racks (@) hold a complete set of dishes 
in filing-cabinet precision, prevent chipping. 


quiet your e 
dishes - 


new, permanent weit a ramon a 


or 
to oP 


You can see the complete Rubber- 
maid lime wherever housewares are 
sold in the United States and Canada 
Write for free folder showing the 
original, complete, home-tested lime 
of rubber house wares 


FOR LONO-UME MEEETANCE TO Maal, S047, 
OMAN AMD Wha ASK FOR CORRE 
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Toe WOOSTER RUBBER COMPANY 
O8PT...11, WOOSTER OHIO 














pu PONT SPONGE 


waoe omwcane x With the biggest 


1 DU PONT SPONGE 
ADVERTISING | 


No. 7010. | 
prevents it 


tions for fe 
per doz., 1 
Rou 


No. 7011. . 
of baking 
features tas 
‘Retail $2.2 


EVERY MAJOR MARKET Cor 
No. 7012. 


349 separate advertising slide easily 
° ° for conveni 
messages in 1952... in ler hanging 


Ship. wt. pe 





THE AMERICAN WEEKLY 
... all 22 editions! 
INDEPENDENT SUNDAY NEWSPAPER SECTIONS 
. « » 23 additional markets! 


GOOD HOUSEKEEPING 





harder then 
you don't use 


cragemomprsnreensricte’) Sadia 
. the work-saving sponge ty 

Du Pont developed foggy 

Du Pont Sponges hold 


Here’ 
to do so many © 


This is the biggest sponge promotion ever put 
nuda or cleansers. ir | Geotey . on...anywhere...any time! A high-margin-of- 
Pont Sponge is hde * Spe : pe profit item,the DU PONT SPONGE is now set 
le Teena ; z for its biggest sales yet! And remember . . . the 
more you display ... the more you'll sell! 
Stock now and cash in! 


1952's new "SO 
EASY" campaign 








£6.u.5. pat.orf. 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 
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‘intent Sol 
BAKEWARE 


Thoroughly kitchen-tested, these .025” clean bakeware. Cakes, cookies, pies and other 


Chrome Stainless Steel utensils are the last foods brown to perfection. 

word in bakeware for today’s efficiency-mind- Each pan is wrapped and nested for conven- 
ed homemaker. Baking becomes a new en- ient handling and storage; packed 6 to a cor- 
joyment with this bright and durable, easy-to- rugated container. 


IG Pie Pan with Juice-Catching Rim 


Neo. 7010. Unique rim catches juice bubbling out of fruit pies and 
prevents it from spattering range ovens. Smooth hard finish makes 
cleaning easy. Attractive 3-color label carries complete instruc- 
tions for forming and trimming crust. Size: 9 x 144”. Ship. wt. 
per doz., 13 lbs. Retail $2.25. 


Round Layer Cake Pan 


/ No. 7011. A large and deep cake pan (9” x 114”) for a variety 

er ‘ of baking needs. Tapered slightly for nesting. Colorful label 
features tasty recipe for chocolate cake. Ship. wt. per doz., 14 lbs. 
‘Retail $2.25. 


' Cookie Sheet 


No. 7012. Every kitchen needs several cookie sheets. Cookies 
slide easily from the smooth hard surface. Three turned edges 
for convenience of handling and nesting. One end is perforated 
for hanging. Illustrated label carries two cookie recipes. 

Ship. wt. per doz., 18 Ibs. Retail $2.35. 
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ii all “tay « FF Now... you can offer 
’ $tainless steel bakeware, too! 





‘ You can start immediately to reap 
new profits on this beautiful new 
stainless steel bakeware. Feature 

WEST BEN D these three pieces to supplement 
stainless steel ware already pur- 

* Fee ; chased — stop new store traffic 

, with a stainless steel display — 


SEND, WESCONSEN ey make stainless steel bakeware a 
| CHEMISTRY brand new gift suggestion, 
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Sina: WAY 
AUTOMATIC 


CAN OPENER 


NEW CONVENIENCE! Just turn the handle and the new Swing-A-Way 
automatically locks the can in position and removes the lid in one 








e SHOCK-PROOF 
ASSEMBLY 















easy motion! Due to simple direct drive the operation is practically es ee 
e ANE : 


NEW CONVENIENCE! 












effortless and assures many long years of trouble-free service. 


YES! The NEW Automatic Can Opener has all the proven features that 
have made Swing-A-Way America’s Favorite Can Opener . . . PLUS! 
... The NEW Single-Action Handle. 





Single-Action Handle. 








e SYNCRO-GEAR DRIVE (powerful, positive, smoother cutting). 


e SHOCK-PROOF ASSEMBLY (floating action prevents damage to working parts from dented 
or mis-shapen cans). 

e 5-POSITION OPERATING BRACKET (only Swing-A-Way operates in 5 locked positions, making avail- 
able kitchen spots that won't take any other can opener). 


e AND NOW! The new convenience of Single-Action Handle. Just turn the handle and the NEW Swing-A- 
Way automatically pierces, locks the can in position, and removes the lid. ALL IN ONE EASY OPERATION. 


SWING-A-WAY MFG. CO., 4100 BECK AVE., ST. LOUIS 16, MO. 
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COR] 


The A: 
New B 


The locks preferred 
by better craftsmen ! purpose, And sales figures show that 


amateur and professional craftsmen 
who take the most pride in their work 
prefer to “lock up” their jobs with 
locks of Corbin quality! 


There’s a Corbin lock for every cabinet 


CABINET LOCKS 


You'll make more profit from your 
sales of cabinet locks if you sell 
CORBIN Cabinet Locks. Your Corbin 
jobber will be glad to suggest a 
minimum stock that enables you to 


CORBIN CABINET LOCK Division satisfy every demand.: 


The American Hardware Corporation 
New Britain, Conn. 
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Season 
SPECIALLY PRICED FOR nies 
laundr: 
HARDWARE WEEK ONLY! ste 
etc... 
* d famous 
Climax Food Chopper a 
and hij; 
$9 49 Retail Jal W 
(usually $2.89) | *Offer expire, ‘pee 
Special Dealer Cost $20.92 per doz.* the par 
IT’S GOT THE QUALITY they want at a price they can’t ws ge 
resist .. . the nationally known Climax Food Chopper. market 
It’s specially priced for Hardware Week only and makes © Complete with 4 cutters, profit fe 
a perfect tie-in for IRHA retailers! Satie: sstiiniiens iit your | 
For over 50 years the Climax Food Chopper has been &P Jobber 
a constant aid to homemakers. Cast-iron body and feed- out butter cutter. ; 
screw are beautifully tinned inside and out. And, re- a ro 
member—a Climax Food Chopper can be sold with con- ©@ Standard family size. formati 
fidence for it’s made by Landers, Frary & Clark. Put it schedul 

up front—and watch it sell! See your wholesaler today. @ Individually packed six to 

a master carton. 
wt aad 
‘ LANDERS, FRARY & CLARK 


NEW BRITAIN, CONNECTICUT 


HARDWAR 





- 
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Seasonal displays of products for the 
clean-up jobs around the home... 


laundry work . . . window washing 





... trash, garbage, and ash disposal, 





etc... . should take advantage of the 
famous J&L name on galvanized ware. 


It’s a name that stands for leadership 














and high standards of manufacturing. 
J&L Ware is a smooth line to handle. 
fer expires 
ch 31, 1952 F It sel/s with little time and effort on 
the part of your sales people. . . and, 


it's priced to cover the big volume 





market with a healthy 
profit for the dealer. See 
1 your local Hardware 
Jobber. He will provide 
you with prices and in- 
formation on delivery 


schedules. 





Jel STEEL BARREL COMPANY ee RE (ee | 


Lyn NEW YORK 17, NEW YORK ) =/ 6 eae — | 





Subsidiary of: JONES & LAUGHLIN STEEL CORPORATION 


J gal ze ware p $ eat 
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Here ruey ane! The most colossal 
collection of colorful, chip-defying*, thinly-blown 
party glasses ever gathered together in one harmoni- 
ous Hostess Set! They’re perfect for today’s trend 
towards casual living. 

Cecil B. DeMille’s latest epic “THE GREATEST 
SHOW ON EARTH” inspired Freda Diamond’s designs. 

Colors are permanent—fired-on so they won't 
wash off or wear off. 

This matched beverage set is ideal for your spring 
and summer promotions—and what a natural for 
display tie-in when the smash hit movie “THE 
GREATEST SHOW ON EARTH” and circus play your 
town. 

Get ready to cash in on this exciting new Libbey 
promotion. Start making your plans now! To order. 
contact your Libbey Glass distributor or write to 
Libbey Glass, Toledo 1, Ohio. 


*If it’s a Libbey Glass it’s guaranteed “A new glass if the rim 
ofa Libbey ‘Safedge’ glass ever chips.” 


& of one shape, boxed, 






THE 





in the South, West, and Canada) 


about $250 (suggested retail price—slightly higher 


boxed. Prepackaging cuts your handling time . . . 
makes it easy to build eye-catching selling displays. 


LIBBEY GLAS S-+itus Sct @ 


“Betty Hitton 


as Holly, the aerialist, co-starring in 
THE GREATEST SHOW 
ON EARTH.” Paramount Production. Color by 


Technicolor. 





‘Every Circus Hostess Set comes spectacularly gift 16 oz. 14 or. 
King Size Iced Tea 
Cooler or Coffee 


ESTABLISHED 1818 


Cecil B. De Mille’s “ 


10 oz. 6 oz. 
Beverage Juice or 
Cocktail 


itof the Pritsbuigh Show 


COMES TO YOUR GLASSWARE COUNTER 


ha 


i 


US 


Hostese Cote 






Ww 


LIBBEY GLASS, Division of Owens-lllinois Glass Company, Toledo |, Onio 
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Customer 
with its w 
to stay... 
as quickly 
weather-v 
properties 
remarkab 
Pin up a! 
Hang up 
long-wea: 


You kr 


BAKELITE 


HARDWAI 





PS ae Ske 


with Shaford “whit Oak” 


Clothes Line Made of 
VINYLITE Brand Plastics 


Customers will line up for this handy washday whizz, 

with its wonderful women-pleasing ways! It’s spanking white, 
to stay... wipes clean... won't soil clothes ... and ties 

as quickly as a sailor’s rope. Shuford Mills makes it, of sturdy, 
weather-worthy VINYLITE Plastics, and it has all the 


jut 
roe 
properties of wear you’ve come to expect of these 
remarkable materials. Mi 
ton. Pin up a basketful of fresh profits in your department! = 


ee Hang up an arresting display of these bright, 


— long-wearing clothes lines, today! 
olor by 


@ Specially bonded... 
outer surface won't 
separate from core 







@ Lastingly flexible . . . 
ties readily 









@ Will not rot or weather 






e Amazingly long-wearing 






@ Easy to clean , . . won’t soil 


¢ 
f 
é 
& clothes 





@ Fits all clothespins 








@ Acinch to cut any length 





You know it’s right _ 
if it’s.. 






Send for “News and Views of VINYLITE and 
BAKELITE Plastics’’—4-page newsletter containing 
timely pr tional suggestions, and facts and pie- 


tures of new merchandise. 











8 oz. 
Bowl 





af/-warn 


(ees, PLASTICS | 
a Lico.piasmics | 


Line by Shuford Mills, Hickory, N. C. 





eg —$ 








| 
White Oak “Double Bonded” Plastic Clothes 


vom BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation (1&3 30 East 42nd Street, New York 17, N.Y. 
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Again-for'52-“yoodalf | 
CLEARS THE WAY | 


TO BIGGER SALES 


With Powerful Nation-Wide Advertising 
in Leading Magazines and Newspapers 


Your Goodall sales are about to go higher—much higher! And 
so are your profits! Because Goodall has prepared a powerful 
new advertising campaign that will attract thousands of new 
customers to your store. These ads will appear regularly in 
carefully selected national magazines and newspapers where 

more than 10,000,000 potential customers will read about the 
advantages of Goodall Power Mowers 


Tie In With This Big Campaign 


With Free Newspaper Mats for Your Local Newspapers 









































Tell the thousands of potential buyers in your area 
that you are the dealer for famous Goodall Power 
Mowers. Goodall furnishes you the newspaper 
mats—at no cost. They are colorful, appealing 
ads. Don’t delay! This new campaign starts in 

















Sep 

February. Order your mats today. Peta coo VER 
— att with 

Makers of world famous power mowers Fan 7 ay 


Es) Goodal/ 


MANUFACTURING CORP. CuTs GRASS 


Dept. HA Warrensburg, Missouri L CUTS WEEDS 
Pe 
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Complete Line 
of Garden Club 
Tools 


. 


atEOEN hoe 


RDEN lotus 


real 





wo! Tuo Temper Gardow Club Tool 


ESPECIALLY DESIGNED FOR HOME GARDENERS 


a of True Temper’s complete line 
of 11 Garden Club Tools is full size 
and ruggedly built for hard service. Heads 
are forged steel on all but the spring 
steel Brume Rake. Handles are properly 
shaped of sound ash. And all Garden Club 
Tools are attractive additions to any home 
—ferrules and tops of heads are finished 
in gold bronze and handles are lacquer 
protected in sparkling goldenrod yellow. 


7-Piece Set for Extra Sales — 
Extra Value 


Now you can order True Temper’s 6 basic tools 
for home gardeners plus the popular wall tool 
holder in this handy packaged set. It’s a perfect 
sales promotion item—easy to stock and ready 
to display. You get a better unit sale, plus extra 
profit, because the tool holder is included at re- 
duced cost. Sets can be broken down and sold 
separately. See your distributor’s salesman or 
write direct to True Temper Corporation, Cleve- 


land 15, Ohio. 


TRUE TEMPER Corporation’ 


TRUE TEMPER FOR OVER 100 YEARS MAKERS OF FINE TOOLS « FISHING RODS « GOLF SHAFTS 


HARDWARE AGE, FEBRUARY 21, 1952 












) “Pres ents 2 


TOOT tt tHtttte 












This petite new Ilco cylinder lock now 
makes real locking security possible for7# 
screen doors. Locks by key in cylinder outs 
side—or by slide button inside. The set is i 













Order by No. 3425LP, polished brass; of i: 
— 3425LB, dull brass. 
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ORDER NOW 








TUBULAR LATCH SET RIM LATCH SET 
NEAT INSTALLATION AT MODEST COST REQUIRES NO MORTISING 
.. A BEST SELLER FOR YEARS -- AN OLD FAVORITE FOR FAST TURNOVER 


No. 3426P Tubular screen door latch set in 
wrought brass, polished. Also No. 7426B, 
wrought steel, dull brass finish. Latch bolt 
is operated by knob or lever; slide stop inside 
deadlocks knob. For use on right or left hand 
doors. Backset 134”. 


No. 7446B Rim type screen door latch set, 
with wrought steel trim, dull brass finish. 
Latch case is cast iron, dull brass finish. Latch 
bolt is operated by knob or lever; slide stop 
inside deadlocks knob. For use on right or 
left hand doors. Backset 144”. 





DEE tH + He 


. 


MANUFACTURERS OF KEY BLANKS e KEY CUTTING MACHINES e NIGHT LATCHES DEAD 
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New Sereen Stars ! 


ree 
PPP t+ Petree 


=PUSH-PULL LATCH SET! 


This streamlined push-pull catch is a sure- 

fire sales builder—installs easily in one 
bored hole on doors as thin as 7%” dia.— 
priced for quick turnover! Push the lever 
from inside, or pull it from outside to un- 

latch the door. A slide button inside locks 

WP the outside lever. Attached by machine 

} ‘fl (screws. Brass lacquer finish. No. 9414B. 


=a, 
ee 
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Double feature Promises Sell- Out ! 


These 2 new ILCO screen stars, added to the time-proven 
best sellers in the complete ILCO line, again put ILCO dealers 
right out in front of competition. Order now and be ready to 
cash in on this certain insect-time demand. Be sure to order 
enough of the colorful ILCO demonstrating mounts, available 
for any of these items. Order through your jobber—or write us 


direct for complete information. 








DEADLOCKS e PADLOCKS e CABINET LOCKS e BUILDERS’ HARDWARE 
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“NEXT BEST THING 
TO RAIN” 




















It's just as easy 
to sell a better 
sprinkler, make 


I 

| LIST PRICE $10.95 

] 
KO) a bigger sale | 

4 

I 

I 


YOUR PROFIT 


$4.38 


DEALER'S DISCOUNTS: 40% ON 
ORDERS OF SIX OR MORE; 
331%4% ON LESS THAN SIX. 


with MORE 
PROFITS 
FOR YOU. 











AND METCO WAVE SPRINKLERS 
ARE BETTER SPRINKLERS—Here’s why: 





Lote 0 





1 Waters large rectan- 
gle, fewer moves 


2 Gets the corners with- 
out overlapping 





FIG. 2 


3 Can be moved with 
water on 


4 Finger adjustment 
controls spray area 





FIG. 3 
























Typical Dealers say: 


“We took on METCO Wave Sprinklers in 1949 and our sales 
that first season brought the realization that here is the fastest 
selling lawn sprinkler we've ever handled . . . Since 1949 our 
sprinkler sales have jumped 342%.” 

County Hardware Co., Mt. Vernon, New York 












“Simplicity of design, ease of adjustment, and wide even cover- 
age features have made it easy to increase our volume of sales 
over 300% in one year of handling this new METCO Wave 


Sprinkler. 
Great Notch Nursery Mart, Clifton, N. J. 


METCO SPRINKLERS ARE NATIONALLY ADVERTISED. 32 million 
people will read about METCO Wave Sprinklers during the season in 
Saturday Evening Post, House & Garden and Flower Grower. 


SELL METCO— America’s sensational new sprinkler for bigger sales— 
more profit. 


Guarantee tag on every sprinkler. See your jobber or write 


MET*' LIZING ENGINEERING CO., INC. 
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HARDWOOD 


FOLDING FURNITURE 
FOR EASY COMFORT 


Tucker Products Are Made With Generous 
Honesty, Recognizable Quality, 
Are Reasonably Priced 





ALL-HARDWOOD FOLDING CHAIR 
Durable and appealing extra seating; 
won’t tilt, pinch or snag. Folds absolute- 
ly flat, stores easily. Smooth finished in 
natural or stained varnish or colors, and 
in three sizes—regular, intermediate and 
junior. Priced right 

















NO. 35 “DECK” CHAIR 


“The kind movie directors use’—and 
many of these are in Hollywood. They 
are popular everywhere, though, and 
will sell for you. Excellent hardwood 
frames varnished, colored or white; 
covers solid color 18.62 oz. double- 
filled duck. 


FOLDING LAWN FURNITURE 

Colorful, attractive, comfortable—with 
or without arms—varnished or colored 
frames. Also in junior sizes. Available 
in various combinations of colored 
frames and covers. 


at we * 








PEERLESS CAMP COTS 

Over 100,000 satisfied customers year- 
ly have proved the worth of Tucker's 
line of strong, well-built, hardwood- 


Ss frame canvas cots. Quick sellers, profit 
~ makers. 








BACK REST 

Extra comfort in bleachers, boat, at 
the beach; folds compactly, easy to 
carry; made of hardwood. Colorful 
canvas pads sold separately. Show it 
and you'll sell it. 

















3813 >Oth Street, Long Island City 1, N. Y. 






Write for Catalog and Prices 


UCKER. 


DUCK AND RUBBER CO. 
FT. SMITH, ARK. 


OTHER LINES INCLUDE: Tents, Tarps, Covers, Hammocks, Junior 
Furniture, Specialties. 
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Watch these “silent salesmen” 
help you sell more mowers! 


ORO mowers sell themselves with tags points. They’re right at your fingertips! 

that fit Toro.to a ‘“T’’! They’re attached to the No more lost sales when you can’t get to a 

mowers at the factory, and they give quick facts customer right away, either. Toro tags start to 

on mechanical details, cutting capacity, oper-_ sell a “‘browsing’”’ customer before a salesman 

ating instructions——everything the customer appears. . 

wants to know. It’s another exclusive Toro feature to help you 
Toro tags make your selling job easy. No _ sell ‘“‘America’s Most Complete Line of Power 

more fumbling in drawers or files to find selling | Mowers.’’ Write today for complete information. 


20-INCH TORO “WHIRLWIND”, in- 21-INCH TORO “SPORTLAWN” fea- 18-INCH TORO “SPORTLAWN"™ GET THE FACTS on the complete 


troduced this year, has rotary- tures 1% h.p. 4-cycle engine. gives most of the larger Sport- Toro line! Write: Toro Manufac- 
blade action, cuts heavy weeds Ball-bearing mounted reel with lawn’s fine features. Ample power turing Corp., 3086A Snelling 
as well as fine grass. 5 Disston-steel blades. from 1 h.p. 4-cycle engine. Ave., Minneapolis 6, Minn. 
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CASH IN ON THE WORLD’S 
GREATEST HOBBY 


HOME «f“2~ 
GARDENING 


QUICK SALES, 
BIG PROFITS 














INSECTICIDES 
and FUNGICIDES 






FARM AND GARDEN BRAND 
Insecticides and Fungicides 
NIAGARA CHEMICAL DIVISION 
Food Machinery and Chemical Corporation 
Middleport, N.Y, 














I sell 
the finest... 


I sell 
DEMPSTER! 





because my customers want 
quality water systems... 


My customers seem to want every last dollar’s 
worth of value—no matter what they buy. They 
don’t plan on early replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer’s favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it... 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm! 


SHALLOW - WELL 
JETMASTER — Only 
one moving part. No 
special pressure tank 
needed. Easily installed 
and exceptionally 
efficient. 





STER — Ideal for 
offset installation, or to 
be set directly over the 
well. Unusually simple 
in operation — only one 
moving part. 


DEEP-WELL JET- > 
MA 

















DEEP-WELL WATER 
SYSTEM — Positive 
lubrication. Modern 





design. Available for 
electric motor or gaso- 
line engine operation. 
Can be supplied with 
windmill attachment. 


CENTRIFUGAL 
PUMPS — Impellers 
are semi-enclosed for 
greater efficiency. Bal- 
anced drive shafts ride 
on double Timken Bear- 














ings. There are no better 
irrigation pumps made 
than Dempster Centrif- 
ugal Pumps. 


America’s Quality Line of Farm 
Water Systems 


Pumps ® Tanks @ we 1 ° 
Irrigation Equipment 


yu 


WATER SUPPLY ———ppLY EQUIPMENT 






DEMPSTER 
MILL MFG. CO. 
Beatrice, Nebraska 
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Sell the FINEST, BEST-CUTTING 
-PRUNERS on the market... 


Je): 4i) aay 


PRUNERS / 
| ze 


POPULARLY-PRICED 
ONE-HAND PRUNERS 










DuraCut 


(anvil type) 









Outstanding pruner values! 
Famous Porter quality through- 
out. Design of special steel cut- 


| 
°° Part 
a Cu, 
and larly 7 
j ting blades for better cutting 
I 
! 
\ 


Sign 






action. Blades stay sharp 
longer. Plastic-covered cushion 
grips prevent slipping and 
blisters. Conveniently located 
\ thumb lock. 





ee eee eee eee eee eee eee 




















POLE PRUNERS 


\ 
! 
{ 
Favorite the country over 
among arborists, tree surgeons, 
telephone and power com- | 
panies, park departments, etc. | 
Rugged trouble-free tools that 
cut close and cut easy. | 
] 


4 


-_-—- 












PORTER 
FORESTERS 






' 
| Cut up to 2” green wood. 
Great for year ‘round cutting 
| and pruning, brush clearing, 
| j root-cutting, clearing farm and 













pasture land, dehorning young 
cattle, etc. Has exclusive power 
slide shift for greatly increased 
power on tough cuts. 








THERE ARE PORTER METAL CUTTERS FOR ALL THESE MATERtALS™ 










Also manufacturers of An ee 


PORTER -FERGUSON Aut dy 1 Fender s and Equipment PORTER PRUNERS 
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“ WIF FULL PAGE MAGAZINE ADS 
'N TV COMMERCIALSIY 





Customers naturally stock up on lamp bulbs at Spring 
housecleaning time. This Spring, General Electric is using 
Li’] Abner and fellow Dogpatchers to sell them on G-E! 


The Li’l Abner ad at the left will appear in Life and 
Look during March and April—will be seen by millions 
of readers, including plenty right in your own neighbor- 
hood! And the promotion will be featured on General 
Electric’s Fred Waring TV Show. 


my ANY BODy 
KIN PLAiniy 
GENERAL ay icra 


=) 
PROMOTION, 1c 
£0-PENDOUS | 
a 


AN’ NATCHERLY LOTS OF ¥ 5 
DISPLAYS FOR YORE STORE! 5 


A. ‘. 










we ones 
tee te. 


Ee eal 



























There’ll be greater-than-ever sales appeal in your 
General Electric lamp displays this Spring! Every 
streamer and counter card will feature the famous 
Dogpatch characters of cartoonist Al Capp. Put 
up this material in your store and watch Li’! Abner, 
Daisy Mae and all the rest boost your lamp sales. 
Better have an extra big stock of G-E lamp bulbs 
on hand so you don’t run short. a7 outa @ tune Se, 


GENERAL @@ ELECTRIC 
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DUTCH BRAND 





plete requiremen’s 


They meet com , 
is of the Hardware Trade ( FRICTION TAPE 
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FRICTION TAPE 






DUTCH BRAND Friction Tape 


DUTCH BRAND 


Household & c. 


MASKING TAPE @ 4 - 
Easy to le 
rene 
"OW Dye i 
Lig eS 


DUTCH BRAND 
PLASTIC 
Electrical Tape 


STAN 


Packed 6 sets 
Ya", She, Ye” 
drill or drill pre 
Order No..H14 















The DUTCH BRAND line of tapes is merchandised to sell tape 




















: @ Standard 
for you. Packaged in colorful, eye-catching displays and Sotier vols 
dispensers, it helps to move tape off your shelves. Whatever your space than 

, ‘ — ' : Here are 
requirements for electrical tapes (friction, plastic, rubber) ape 
or household masking tape you'll, find that the home craft 

‘ ‘ ics. T 

DUTCH BRAND line can meet your requirements. eg 
ers for oth 
To set up a tape department, just specify Seandare 
DUTCH BRAND the next time you order. by euinete 
manship a 
" D) supply you 
she Dutch Brand tip AVAILABLE AT YOUR JOBBER’S est Stands 


DUTCH BRAND Rubber Tape 





Manufacturers of Rubber Products 


VANCLEEFBROSING fm INYI: 


DIVISION OF Johns-Manville 
7800 WOODLAWN AVE. e CHICAGO 19, ILLINOIS 


THE STAN 


HARDWAI 
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STANDARD mechanic's DRILL SET No. H30BD 


STANDARD woop BorING DRILL SET No. H14D 





Packed 6 sets in counter display carton. Each set consists of 5 drills: 1 each, Packed 6 sets in attractive 3 color display box. Each set consists 
Va’, She’’, Yo", Te’” and Y2’’—all with %”’ shank, for portable electric hand of 8 straight shank jobbers’ drills, s’’ to %2”’ inclusive by 32nds. 
drill or drill press. Drills are tempered to avoid damage if metal is encountered. Carbon steel suitable for boring metal or wood—order Standard | 
Order No..H14D from your distributor. No. H30BD from your distributor 












Same) ! | 


® Standard self-merchandising Drill Sets will give you more STANDARD HST pRAtt 
dollar volume and dollar profits per square foot of counter DRILL SET No — oe 
space than almost any item of merchandise you carry. stich ti ile Oc alii © htt 


Here are three self-merchandising drill sets—packed in oes anes CE: ae ee 
consists of 9 carbon steel drills 


display cartons—for which there is a steady demand from Ve’” to %e”” inclusive by 64ths. 
home craftsmen, woodworking shops, repairmen and me- Straight shank jobbers’ drills 
— Th 1 f be Sound for general purpose use. Order 
chanics. These classes of people are already your custom- Ne. H18D from your distributor. 
ers for other items—why not get their drill business, too? 

Standard Shield Brand Drills have been used since 1881 
by industry. They are Foremost Quality in design, work- 
manship and material. Ask your distributor’s salesman to 
supply you. If he cannot, write us and we will ask the near- 
est Standard Tool Distributor to call you. 


STANDARD [OOL ([0. 22222848". o10 


New York « Detroit - Chicago * San Francisco 





upe 








THE STANDARD LINE: Drills « Reamers + Taps + Dies + Milling Cutters » End Mills » Hobs Counterbores » Special Tools 
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REPUBLIC UPSON SEMI-FINISHED 
AND COLD-PUNCHED NUTS 


Wrenches fit Republic Upson Nuts squarely, snugly. 
There’s less chance for slipping, less chance for deformation 
and rounding-off of nut corners. 


Accurate, clean threads speed-up assembly, 
assure full thread area to grip uniformly and tightly. 


More than 20,000 types, sizes, and shapes of 
Republic Upson Nuts and Bolts let you provide 
your product with the long-lasting advantages 
of these top-quality fasteners. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO e GADSDEN, ALABAMA 
Export Dept.: Chrysler Building, New York 17, N.Y. 
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appreciates this 
big difference! 


= basic design, the sturdy construc- 
tion and the attractive finishes are 
features that first impress experienced 
builders with . . . 


BUILDERS’ 
HARDWARE 


— - 


The storm and screen door will function with smooth Py 
precision year after year when you install these ; 
quality-built hardware accessories. 

Both the No. 95 and the No. 96 Latch are favorites 

with your trade through actual service records. : 

No. 125 and No. 126 Spring Hinge are provided with 

the popular adjustable feature for regulating the = 

spring to any desired tension. 


Be sure your stocks include these NATIONAL Adjus 
products—Over fifty years of dependability. 


‘? 


& 











Natio ok MANUFACTURING COMPANY ‘ Sterling, Illinois 
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MEANS BIGGER PROFITS FOR YOU 


because of 
OUTSTANDING PROMOTIONAL 
ADVANTAGES 


DISPLAYING 


Sherman Lawn Hose Supplies packaged in colorful, 
attractive display cartons, catch the customer's eye 
and start selling themselves at first glance. 


ADVERTISING 


Free newspaper ad-mats, circulars and broadsides are 

backed up by comprehensive advertising in magazines 

and newspapers. Your customers recognize that a’ 
Sherman Trade Mark means top quality. 


MERCHANDISING 


Sherman leads the field with the “Sales-Maker” 
display stand. Compact and attractive, it practically 
gives you a lawn hose fitting department in itself. 


PACKAGING 


Special metal edged, built-to-take-it Sherman car- 
tons protect merchandise, help you cut handling and 
selling costs, give you maximum profit from every sale. 


because of 
OUTSTANDING, POPULAR 
PRODUCTS 


No. 85 CL “Long-Grip” COUPLINGS 


A long-time best-seller in 2”, 46", and %4” 
sizes. Now available especially designed for 
plastic hose in 7/16” size. All sizes have 
famous patented “staggered fingers.” 1 doz. 


per ctn. 


No. 155 “GOLD LABEL” NOZZLE 


Heavy bronze. Patented non-rising sleeve. 
Each standard package of 1 dozen includes 
2 colorful display cartons. 


No. 133 “GOLD LABEL” SPRINKLER 


Best value in the sprinkler field. Beautifully 
chrome plated head and arms. Covers 3 to 
55 feet. Colorful counter carton. 1% doz. 
per ctn. 


No. 72 “STAYFLAT” SPRINKLER 


Best substitute for underground sprinkling. 
No. 72-3 set of three. No. 72-4 set of four. 


No. 302 “HANDY SPRAY” 


Made entirely of brass. Body reinforced with 
strong baffle plate. Very popular. ¥2 doz. in 
attractive display ctn. 


Sell Sherman -- Be Sure! 
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The SalesRak 


Complete with display and dis- 
pensing rack as shown. Com- 
plete unit contains 16 spools 
(6x%",6x%", 4x"). The 
%" and %" sizes are con- 
nected in units of 3 x 100’ 
spools. The 2" size is con- 
nected in units of 2 x 100’ 
spools. Rack holds 3 x %", 
3 x ¥%", and 2 x 4" spools at 
one time. See your jobber for 
prices. 


The HandyPak 


Contains 13 attractively pack- 
aged individual coils, in 50’ 
and 100’ lengths. Provides ini- 
tial stock for the retailer 

who has a steady but 

small demand, and 

wants to build volume 

in “impulse-buying” 
merchandise. Designed 

to fill the universal de- 

mand for rope for 
household needs. Re- 
placement coils avail- 

able. Prices from your 
jobber. 


The SalesMaker 


Displays, measures, and cuts 
rope in any six sizes up to 1" 
diameter. Designed for re- 
tailers whose volume justifies j 
inventory in full or half coils. J 
Rope may be fed from base- 
ment, overhead, shelves, or 
floor. Nearly 4,000 retailers 
testify to increased rope sales 
of 25 to 100% with this unit. 
Cost: $17.50 net. (Counter 
model: $12.50 net.) 
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| § Be sure they see this 
demonstrator in your store 


ASK YOUR JOBBER... NOW! 
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AMERICAN CABINET HARDWARE CORP. 
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It’s Good 
Business to Develop an 








in Your Customers! 


Yes, all the time, more and more dollar-minded dealers are 
selling themselves on the sales-power of the blue and brown 














SINCE 1838 


package with the eagle on it...and are educating their custom- —. d)) 

ers to make it their “buy sign” for a// fasteners, both slotted y 1, Mp mY 

and Phillips, for these good business reasons: AME RICAN SE 
COMPLETE LINE: Machine Screws, Stove Bolts, aa 
Tapping Screws, Wood Screws, Nuts — Hexagon and WD Hinin sc REW | y) 
Square. , COMPANY wt 


NATIONAL DISTRIBUTION: Stocked by hardware 
wholesalers in all key cities. 
QUALITY CONTROL: American’s inspection system, ele Oiee & Com 


VV a 
coupled with 114 years of experience and one of the Willimantic, Conn. Sm, 

. » : . a ie 

industry’s most modern high-production plants, all oe Office & Plant, Norristown, Po. “YY | 


Ay 


Tay 


WILLIMANTIC, CONNECTICUT cal] (p, 





combine to give you perfect American Fasteners in Office & Warehouse, Chicago, III. 
every one of those blue-and-brown eagle boxes. 
That’s why it’s good business to fasten on to American...the 
top fastener line in America. 








Step up your Sales 
with Rei fst.ibD> 


improved 
Stillson 






Ws 







Cone-coil 
springs are 
safe inside 






















@ Safety first is the prin- 
ciple that helps you sell this 

RIiGe(B ImprovedStillson 
—cone-coil safety springs in- 
side the housing replace old- 

style exposed flat springs that 
could break and cut the hand. 

High grade malleable frame has no 
spring rivet hole to weaken han- 
dle. Handle and hookjaw, with 
handy pipe scale, made of strong 
heat-treated steel. Eye-catching 
baked-on red trim. Sizes 6”’ to 48”. 
For profitable sales that repeat, 
order RIFXID Improved Still- 


sons from your Supply House. 
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“| always get my money faster with 
a PARKER HACK SAW” 


You will say the same thing when you put the famous 
P arker Gc Hacksaw Headquarters to work 

for you. The sturdy, eye appealing quality of 
all 7 Parker Line Hack Saw models fills the bill 


for every customer, and the till for you. 


the Varker Fam 
7 = wacn saw 
nn Ml a | 


HEADQUARTERS 


\ 


=a ye | 








Fey te | Parker |.Grc 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S$. A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 








» Work-Saver PipeTools . 
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| AS ADVERTISED IN 


THE SATURDAY EVENING 


|\POST 


MARCH 1 




























LOOK! more 


new hardware 
from PE CORBIN 





A new line of stock items in pressure-cast alumi- 
num — with ball-burnished brass finish or satin 
aluminum finish. The line includes sash lifts, sash 
fasteners, coat hooks, door stops, stair rail brackets. 
Close-grain, smooth-texture finish! 

Can’t rust! 

High strength! 

low-priced! 

Furnished with brass screws! 


Stock up now before this Saturday Evening Post 
ad appears on March 1. Ask your Corbin Distribu- 
tor for Corbin PRESSURE-CAST ALUMINUM! He's 
ready to supply you now. . and he'll ship an 
easel-mounted reprint of the Post ad with your 
order! 


Be sure to have these new pressurercast aluminum items 
in stock when your customers ask for them! Order now! 
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5 wow! THIS CORBIN LINE IS. HOT! 
BETTER STOCK UP NOW! 





GOOD BUILDINGS DESERVE GOOD HARDWARE 


CUnDIN 


P & F Corbin Division 


The American Hardware Corporation 
New Britain, Conn., U. S. A. 































CRESCENT says: SEE YOUR 


HARDWARE DEALER’ 
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WHY DO IT THE HARD WAY?.... 
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It’s the 
AS CRESCENT 

| 9) way of 

ee saying 
\ f+ iy “Thank You" 

Rf Ae ; for the 





loyal support 
of thousands of 
























Hardware 
Dealers 
* s 
y during the past 
en There’s a CRESTOLOY 45 yours 
= me PLIER for EVERY JOB 
4 Apparently Buster has never studied the Crescent 
HOW 1 USE f Plier display board at his hardware dealer’s. If he had, 
i or had read the Crescent book —‘*How to Use Hand 
HAND TOOLS i Tools”— he would know that the right tool for this 
job is a pair of CRESTOLOY Heavy Diagonal Pliers. 
They’re made of special steel, streamlined, with the 
right feel and cutting leverage for tough jobs. § See 
. F your Hardware 
Has all the answers. It tells what 
tools to use and how to use them. 
Fully illustrated. A postcard will 
bring it to you. Send today. 
’ \ - ~ Jz Hiiypn Of lhe Cp Htsan 
> : = R < sini : ae _— a Syn of Erccllence 
Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 
CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
50 HARDWARE AGE, FEBRUARY 21, 1952 
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Two measurements, six screws. 
That’s all anyone needs to replace 
an obsolete wood casement opera- 
tor or staybar with a new Getty 
operator. 


There is a tremendous replacement 
market—right in your neighbor- 
hood—for Getty operators. One 
independent survey shows an aver- 
age of two casement windows in 
every home. 


You sell Getty operators proudly 
and profitably. They are used on 
more casement windows in America 
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A RULE AND A SCREW DRIVER 
AND ANYONE CAN INSTALL A GETTY OPERATOR 





than all other operators combined. 
And when you sell a dozen you 
make about $10 profit. 


A wide-open market! A _ leading 
product! A tidy profit! Customer 
satisfaction! What more could you 
ask for? 


Write for our descriptive brochure G. 
It contains complete information on 
our three types of operators (internal 
gear, external gear, horizontal drive) 
and our specialty hardware for every 
type of wood and metal casement. 


—\\ 
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cd 
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Permits 100% 
window opening! 











No need to remove 
screens and dis- 
turb blinds when 
opening or clos- 
ing windows! 























SOMETHING REALLY NEW 








tte, 


safety-minded design. But you can sell your customers more 
than just peace of mind with G. E.’s smart new finger-guard 
grille and “‘safety-depth” cabinet . . . this frost-grey beauty 
will add a style note to any room, any decor. Versatile, too. 
Sell it for use as a floor, table, or wall circulator, or as a 


NEW! THE G-E ALL-PURPOSE FAN. At last, a fan that offers 















window ventilator. Retails for only $34.95* 


G-E Fans and Circulators 
PLUS: 
















1 New safety-minded design. 
e That’s an important point in any 2 


« 


° 
home—and it’s a ‘‘must’’ in 
homes where small children play. 





ay _ 





NEW G-E TWIN-FAN VENTILATOR. The best friend a sum- 
mer bedroom ever had! Or any room, for that matter! Its 
two fan units can be reversed, together or singly, to blow 
stuffy air out, draw fresh air in, for gentle and efficient air 
circulation. Automatic “‘Fantrol”’ turns fans on or off with 
temperature changes. Portable. Fits both sash and case- 
ment windows—easily and quickly. Retails at just $74.95* 











give you extra coolness... 


These whisper-quiet G-E Fans Service-free dependability. G-E 
and Circulators will never inter- 3 « Fans and Circulators don’t even 
rupt a conversation, never dis- need oiling for at least 10 years. 
turb a night’s sleep. 


eas ie 





NEW G-E FLOOR-CIRCULATOR. Has two sets of fan blades 
(instead of the usual one) for ‘‘whole-room”’ air circulation 
—wall to wall and floor to ceiling. Does the work of several 
fans, and doubles as a handy piece of handsome furniture— 
as a hassock, a table, or a TV seat. Frost-grey, blends with 
any color scheme. Retails at a thrifty $64.95* 


*Prices subject to change without notice. 


FOR ALL PURPOSES, at all prices, G. E. makes a com- 
plete line of fans. For home, office, or commercial use. 
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As you see at a glance: here’s something 
really new in fans—and fan promotion. 


More than just fans! You can take our 
word for it, they’re as new in cool-breeze 
performance as they are in their smart good 
looks. 


What’s more, they keep your customers 
pleased and loyal by giving them a big 
triple plus in safety-minded design, restful 
quietness, and attention-free dependability. 


CE. gives you a triple plus in promotion too ! 


IN KEEPING FOLKS COOL 
(AND KEEPING YOUR FAN BUSINESS HOT)! 


All are backed, of course, by G. E.’s famous 
over-the-counter warranty. 


And here’s the big pay-off: to help you 
make the most of the profit opportunities in 
this smart new line of fans and circulators, 
General Electric is backing them with the 
greatest promotion campaign in all General 
Electric Fan history! 


Better call your General Electric Fan dis- 
tributor today and get the full story! 












TELEVISION | —Two solid months on the Garry Moore Show-CBS-TV. 
FULL FAN-GEASON COVERAGE IN THE POST? 








Ten smashing full pages and q full-color spread. 





COMPLETE KIT OF MERCHANDISING TOOLS ! 





* NEW 





(oa y — 
Tel A ote 


A real traffic-stopper in your win- 
dow or on counter. Full color. At- 
tractive snow man with scarf that 
flutters when fan is on. 


Crete neeerena 


Attaches to fan in a jiffy. 





CALL YOUR G-E DISTRIBUTOR TODAY 





A real “silent salesman’’ in full 
color. No complicated setting up. 


— Al Purp 
ance it 


0 Mame Fn 


Counter displays, fan mer- 


chandisers, plenty of hard-hit- toa 4 
ting display ideas, including teow 
ee? 


balloons, window streamers, 
mail-stuffers, price tags, etc. 


AND GET YOUR ORDER IN EARLY 


GENERAL @@ ELECTRIC 
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Sensational in Value! feels 


you : 
ports 


P ‘ ti 
Here is MODEL 877... the biggest $99.95 retail value yr 


CW LOW PRICE $9995 ever offered by Coleman. An oil heater with everything after 
new from top to bottom and front to back. Has the high- prog! 
—_ 











styled design of the top-rated heaters with 53,000 BTL ture 

Sensational value geared for immediate output—4-way radiant heat through new functional louver _ 
, . . , shi 

sales. (Blower optional.) Exclusive! design—standard high-grade Coleman durable finish, won't pr 

burn off. Front door opening for installation anywhere. sorte 

' why 


New 4-WAY RAD IANT H EAT Only seven models, with prices, features and heat range for M 
—_— complete market coverage. Prices are down to $59.95 for ole 
ll 


Warmth radiated through new functional the small, fast-selling Model 871. Backed by Coleman’s 





louver design of front panel. A sales clincher! greatest-ever 1952 national advertising campaign, great 





est-ever sales promotion program. Get sales information 






from your distributor ... NOW. The Coleman Company, 
Inc., Dept. HA-954, Wichita 1, Kansas. 






CW BEAUTY APPEAL 


—_ Comfort costs so little with a 









Smart lines — a decorating asset that wins sales. 


MEW Luxurious FINISH r= erm MOET: 


® 


Strong sales appeal. Models approved by nationally recognized testing laboratories 





Lustrous two-tone harmonizing color scheme. 
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YO 
are the 


te 


You are the tops! That is how Myers 
feels about Myers dealers. And to help 
you stay on top, Mr. Dealer, Myers sup- 
ports you with a complete program of 
national advertising, sales promotion and 
dealer aids, month after month, year 
after year. It is the most outstanding 
program ever offered by a manufac- 
turer of water systems and water 
softeners. That is why a Myers dealer- 
ship is the most valued and sought- 
after in the industry. Your Myers repre- 
sentative has the full story — ask him 
why... 


More Buyers Want Myers! 
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rHE F. E. MYERS & BRO. CO., 246 Orange St., Ashland, Ohio 





“ Let your customers test them 

on a dowel or a particularly 
tough branch. Wiss Anvil- 
type blade operates in- 
stantly, with less pressure, 
leaving aclean”’unchewed” 
cut. #908, 8”, $2.75. Small, 
convenient, easy to use for 
#607R-7” lighter pruning #607R, 7”, 

$2.50. 


#908—8” 





SHOCK-PROOF HEDGE SHEARS 






English Pattern 812E 
HEDGE SHEARS 


(illustrated) 





Balanced shears fitted with rubber absorber assur- 
ing shockproof action. Cuts heaviest hedge with 
least arm fatigue. Blades have notch and cutter for 
heavy duty. #812E, 812” blade, $4.75. #9%2E, 92” 
blade, $5.00. Also new American Cutler pattern 
#8A, 8” blade, $3.75. #6L for ladies, 62” blade, 
$2.95. 





FORGED GRASS SHEARS 


Hot drop forge in one piece 





As accurately and carefully adjusted as the finest 
cloth cutting shears, but made to cut the toughest 
grass. The professional’s choice. $2.50. 








QUALITY FOR 
OVER A CENTURY 


56 


“GRASS-SNIP” GRASS SHEARS 


Vertical action handles 
make these shears the easi- 
est shears to use. Overall 
length 10”, $1.25. #700, 
12”, $1.95. 





NOTE: Prices are slightly higher Denver and West 





| ..» DISPLAY, RECOMMEND AND 
PROFIT WITH WISS TOOLS! 


NATIONALLY ADVERTISED 
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CAMP STOVE PROSPECTS 
KampKook 


OUTSELLS ALL 
OTHERS! 


EXCLUSIVE 5 POSITION 


A We Tue % 
i! { - 7 
















Was 











NEW 
ADVANCED 
DESIGN 








POSITION No. 3 


ONLY KAMPKOLD 
gives you this exc/u- 
sive (patented) sales- 
mabies feature! 
“*Flexi-Tray” adjusts 

to 5 different posi- POSITION No. 5 
tions for either ‘“‘dry"’ or “‘wet”’ storage or both 
at the same time! Makes KampKold the 
most versatile portable refrigerator made .. . 
and the easiest to sell! 











FILL AT ANY 
SERVICE STATION 








OUTSTANDING FEATURES 
Guarantee 
MORE SALES — MORE PROFITS 


e 6 NEW MODELS. Each model pop- 
ular priced 


e THICK FIBERGLAS INSULA- 
TION on all 6 sides 


e POSITIVE “AIR-LOCK” LID 
GASKET 


e REMOVABLE “SERVING TRAY” 
LID 








9 out of 10 prospects will buy KampKook because ONLY KampKook has the 
exclusive ‘‘Lead-Burning” feature! Burns regular automobile “leaded” gasoline 
(the handiest of all fuels) or “‘white’’ gasoline with equal efficiency. Fill KampKook 
at any service station or from your car and it will give “kitchen gas range’’ perform- 
ance anywhere—even in wind or rain! 


8 NEW IMPROVEMENTS~— 
15 ADVANCED FEATURES! 


VY You'll find KampKook sells quicker because every 
feature has been field-tested AND SPORTSMAN 
APPROVED! 

V Larger 5-hour Tank. Larger Cooking Surface. Im- 
proved Pump. Cast Iron Manifold. Instant Lighting 
PLUS 10 other advanced features! 


WRITE FOR POWERFUL SALES PROGRAM AND FREE LITERATURE! 


AMERICAN GAS MACHINE CO. © ALBERT LEA, MINNESOTA 


America’s Oldest Manufacturer of Gasoline Pressure Lighting and Cooking Appliances 








e RECESSED DRAIN PLUG 


e BUILT-IN BOTTLE 
OPENER 
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New ARISTO-MAT 


Display Merchandiser 


WILL TRIPLE 
YOUR PROFITS 


My 
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Now...get more ARISTO-MAT sales with 
the new PD-1 display merchandiser. Stur- 
dily constructed of steel, takes up only a 
few inches of counter space, and packs a 
“Giant Wallop” in “EYE CATCHING 
BUY APPEAL.” ARISTO-MATS are 
used by millions of housewives from 

coast to coast, on STOVE TOPS, 

table tops and under electrical 
appliances; to protect fine sur- 

faces from heat, scratches, spilled foods, 
knicks, chips and stains. ARISTO- 
MATS are available in a wide selection 

of patterns and sizes, in a price range 

to fit every pocketbook. 


FREE TRIPLE PROFIT 
PD-1 MERCHANDISER 


With the No. 1951 Assortment which contains 
Pre-sold through NATIONAL ADVERTISING ane: 37, han Oy FF teh ‘siee aay 


é YOUR FAIR TRADE YOuR 
on a full 12 month schedule in... COST RETAILPRICE PROFIT 


© Better Homes & Gardens 1/3 Doz. 401 Floral Queen $5.28 $7.92 $2.64 


House & Gard 
sien 1/3 Doz. 1010 Candy Stripe 3.17. 4.76 1.59 


© American Home 1/3 Doz. 103 

anieiete /3 Doz 0 Chrome Queen 7.17 10.76 3.59 
© Ladies’ Home Journal $15.62 $23.44 $7.82 
e@ Woman's Home Companion Fair trade prices, Chrome Queen $2.69, 


., , Floral Queen $1.98. 
@ McCall * ats ' 
vated ae Candy Stripe $1.19. ai rr 


<i 
Q 

Slightly higher in states west of the Rockies. * Guaranteed by 

Housekeeping ] »= 

eek 


45 aoveanisto WAYS 


SEE YOUR JOBBER or write for your nearest distributor 


*” 


*or 


PHOENIX TABLE MAT COMPANY 


eis 1315 West Congress Street ¢ Chicago 7, Illinois 


HARDWARE AGE, FEBRUARY 21, 1952 





DOUBLE TOP 


line 
with every wanted feature 


It’s the best all-metal ironing table because it’s 

easier to use, easier to operate (and easier to sell, 

too). Can be adjusted to personal height preference, 
from low of 26” to high of 35%”’ at the touch of a 
finger. Strong and sturdy. Automatic 

safety lock prevents accidental collapse. $1 495 
Established retail price, Model C-680 


ADJUSTABLE Quickly adjusts to seven different standing heights (3114%4” | 


Gu Geneap Coe to 35\%4"’). All-metal, welded and riveted construction— 


we for a lifetime of service, satisfaction and $] (> 
Wi 


: convenience. 
DN Established retail price, Model A-606 


u\ v* 


l 


NON-ADJUSTABLE (above) excepting height control. 


Established retail price, Model P-600 


Has same features as adjustable model $ OQ 


PAD AND COVER SET SLEEVE BOARD 


Of long-lasting Sanforized material, tailored to fit all For ironing sleeves, shoulders, infants’ dresses, etc. 
MET-L-TOP models. Another profit item for you. All-metal, ventilated, fire-proof, warp-proof. 


Manufactured by GEUDER, PAESCHKE & FREY CO., Milwaukee 1, Wisconsin 
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dollars 


On every floor in your own neighborhood, there 
are profit doliars waiting to be picked up. . . 
profit dollars you can pick up by selling better- 
cleaning Oxco floor sweeps. 


Every retail store; every factory, school and in- 
stitution—almost every home in your locality has 
a daily need for the easier, more thorough floor- 
cleaning job it’s sure to get with Oxco floor sweeps. 


Sell this big market with just a small investment 
in the sure-to-sell Oxco assortment shown below 

. three fine, long-lasting sweeps to clean every 
type of floor surface; to fit every buyer’s pocket- 
book. Order Oxco floor sweeps from your nearest 
hardware jobber, 


FAVORITE Filled: with stiff tampico fibres to move 
bulky, heavy dirt!’ Side Hares cover more surface. In 
7 sizes. 


CHOCTAW An all-purpose sweep with a combination of 
filling materials. Inside tows of stiff tampico to move 
heavy dirt; outside rows a blend of horsehair and long- 
wearing SARAN bristles to move fight dirt and dust. In 
9 sizes. 


JUSTRITE Made for smooth floor cleaning with a 
blended filling of selected horsehair and SARAN bristles. 
In 7 sizes. 


—_ FAVORITE 







CHOCTAW 


JUSTRITE 





PREDERICK— 





» Spring Ub COWMUGE,., 
B and GIG bubinvss, to 





be ready for it 
with JUDD 


Make your big spring business bigger with Judd curtain 
and drapery rods—the rods with the beauty and quality 
women know, trust and insist on. National advertising 
in magazines home-makers read is creating an even 
greater demand for these handsomely designed sturdy 
steel rods, finished in off-white baked enamel. Their 
snag-proof rounded corners and built-in thimble-tip 
threaders are features women appreciate. If you haven't 
ordered, don’t put it off. Estimate your needs now, and 
get your order in the mail today. 











lems and don’t forget bright wire goods! 


Get ready for the big spring demand and 
stock Judd bright wire home hardware. 
Check your listings for 
Cup Hooks Screw Eyes 
Screw Hooks Awning Pulleys 
Gate Hooks and Eyes 


















Drapery 


ttardware 


H. L. JUDD COMPANY, 87 Chambers St., New York 7 
Wallingford, Connecticut 
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NOW!! THE NEW eigh 
GARBAGE CONTAINER! 


REVOLUTIONARY IN DESIGN — — AMAZINGIN ITS SALES APPEAL 


Yes, we know you'll agree, that here is something really new and different in Garbage Containers. This garbage container 
is easily fastened to the inside of the kitchen cabinet door. When the door is oe the container cover pops up, pro- 
viding easy access to the removable (10 qt.) garbage pail — close the door and the spring operated cover closes down 


smoothly and tightly. 

A truly beautiful unit, styled to match the most modern kitchen and sturdily built to give long, trouble-free 
Operation. Anyone can install them. Packed one unit per carton. 

Order your stock today. Cash in on the housewives’ demand for this outstanding houseware item. Your nearest 
Leigh Wholesaler can fill your order. 


Write for your copy of the New 4-Color Catalog-52-L showing the complete Leigh Line. o- 
LEIGH BUILDING PRODUCTS DIVISION |Pee 


AIR CONTROL PRODUCTS, INC. PRODUCTS 
COOPERSVILLE AGE AVE. MICHIGAN on 
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NVEMENCE 


CONVENIENCE has a-definite place in today’s bathroom design —and this 
exclusive Hall-Mack Relaxation Unit is every man’s answer to what belongs 
in a bathroom. In addition to the usual paper holder, it offers handy com- 
partments for cigarettes and an ash tray—for a book or a small magazine 
in the center section —and for the utmost in convenience and extra luxury — 
a Lucite magazine rack can be added for larger magazines and newspapers. 











It’s convenience quality such as this that has given Hall-Mack a reputation 
as the best answer to quality bathroom accessories. 


In Hall-Mack’s complete selection of bathroom accessories, you'll find other 
unique special accessories like this— made to add the final touch of con- 


venience and appearance to any bathroom. 





Accessories 


@ You build a bathroom for a lifetime of use. Make sure you 
build with Hall-Mack’s lasting quality and convenience. Within 


four popular lines—Crystalcrome, Coronado, Tempo and China- HIALL-MACFi® 


Vogue—you can select Hall-Mack accessories for every bathroom 
style and budget. 


HALL- MACK COMPANY 
1344 W. Washington Bivd., Los Angeles 7, California 
7455 Exchange Ave., Chicago 49, Illinois 
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Get Multiple Sales with Beautiful Matched 
Ensembles for the Bathroom and Bedroom 


i OE 


America’s No. 1 Hamper Line— 








~~ for every purse and purpose! 





THE BIGGEST ADVERTISING 


CAMPAIGN IN HAMPER HISTORY 


will p ower Pearl- -W ick Sales for y ou! 
f 60, 000, 000 will read about F earl- Ww ick 
i sie erica 's top publications 


in color 





Ove 





Upright 
Model 


LIFE 












Be g POST 
af | ATURDAY EVENIN 
“CLASSIC” SERIES ae , G00D HOUSEKEEPING 
steel-ribbed DUROWEVE a BRIDE'S MAGAZINE 







in decorator colors ae sie Yee wa, r Y. TIMES MAGAZINE 


Model 








PEARL-WICK CORP., Long Island City 2, N. Y. 


‘T. M. Reg. B. F. Goodrich Flexible Material 
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At last! A Floor Wax in 


ANT ECONOMY SIZE!) 


(And only SIMONIZ brings it to you!) 











WATCH YOUR CUSTOMERS RUSH to buy this 
thrifty bargain size of Simoniz Self-Polishing Floor Wax! 
The Giant Economy Size has proved itself in so many PERCASEOF6 PER UNIT 
other fields—now Simoniz Company is first with it among 
the floor waxes. The money-saving new 100 oz. can will You sell 
really pull ’em in... especially volume users. It says to (suggested $14.34 $2.39 
your customers, ‘You save!” And what a wonderful retail price) 
profit you get—a full 37%! 

Cash in—as you streamline your inventory with this 
one large size. Order, stock, mass display Simoniz Self- 
Polishing Floor Wax in the GIANT ECONOMY SIZE! 














You pay 





Every Thursday Kate Smith sells for 37% PROFIT 65 
you on Simoniz Television Show—NBC | FOR YOU! 4 
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IRISTOFLEX | 


THE ARISTOCRAT OF RESILIENT FLOORING 








IT CAN BE EASILY 
INSTALLED ON, 
ABOVE or BELOW 
GRADE! 

YOUR SALES OPPORTUNITIES 
ARE GREATER 





NO FELT BACKING... 
PLASTIC-ASBESTOS FROM TOP TO BOTTOM 











Here's a top quality, new plastic flooring priced for 
the mass market. In standard gauge, its low price 
is comparable to grease-proof asphalt tile. 


MATICO Aristoflex Plastic-Asbestos Tile Flooring 
requires no special cements, ordinary asphalt tile 
adhesives do the job. And you can cut standard 
gauge Aristoflex clean without use of a torch. It lays 
in tightly, immediately, because of square corners and 
clean edges. Installation is easy, fast for your crew 
or for the homeowner. 


And you ore assured of customer satisfaction, because 
Aristoflex has unusual “memory” for its original 
form —recovers quickly from indentations. And 


Dept. 112 


Aristoflex has the wearability of the most durable 
resilient flooring. It is tough, plastic-asbestos from 
top to bottom. The beautiful marbleization and vivid, 
sparkling colors go clear through each tile. And 
cleaning’s a cinch. The smooth, non-porous surface 
sheds dirt, wipes clean with a damp mop. 
Available in 9 x9”, standard gauge and ‘%" tiles 
Wide variety of bright, clear, non-fading colors. 
Meet the growing demand for plastic flooring with 
Aristoflex! Its superior qualities produce fast sales, 
easier installation, and satisfied customers. Write for 
details and FREE Aristoflex samples! 


MASTIC TILE CORPORATION OF AMERICA 





brings in customers 


Bee CONTENTS ONE 


Fitst Choice ot 


ay, xessiond| 


ye | 
Lunters | 


| eal ETTER PAINTING 
> WANDY HOME USES 


oe 
£4 ae 
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ARCHER - DANIELS - MIDLAND COMPANY 


684 ROANOKE BUILDING e MINNEAPOLIS 2, MINNESOTA 
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REGAL COLORS 


| Be 


feature this sensational new deep-tone line of Flatlux 
Regal Colors. Gorgeously different, fully washable 
and so easy to apply, Flatlux Regal Colors do all that's 
claimed for other-type wall paints and much, much 
more because they re made-with-oil. New, timely and 


, 
/| i The sky's the limit on sales and profits when you 
fh 0 





truly majestic in quality and depth of tone, Flatlux 





| Regal Colors can make this your biggest year in busi- 
UF, ness. Find out now how they can be exclusively yours. 


Dua “i MY 
vik | 4 


y Me 




















The Patterson-Sargent Company, 
1325 East 38th Street, 
Cleveland 14, Ohio 


I'd like to know more about the BPS Line and its profit advantages. 


Se 


ADDRESS. 











CAMPBELL- HAUSFELD 
SPRAY PAINTING OUTFITS 


AND 


PORTABLE AIR COMPRESSORS 


Order now from 
your jobber. Dis- 
play them and talk 
them up in your 
Paint Department! 


Write for catalog and price list. 
Give us the name of your jobber. 


THE CAMPBELL-HAUSFELD CO. 
AVENUE BLU Litto]. mela 


215 RAILROAD 








| 


| 
| 
| 
| 





one REX proouct 


SELLS ANOTHER 


Rex Wallpaper Remover 
saves time, money and 
back-breaking labor for 
your customers! Easy to 
use—mix with water— 
brush or spray it on—pa- 
per comes off quick. In 
YY pt. pint and full 
quart sizes—with plenty 





of profit for you. 


| e TAKE PAPER OFF 








Here’s the size that gives 
a perfect surface for wall- 
paper, paint or kalso- 
mine. Rex Wall Size con- 
tains genuine animal glue 
—will not chip, peel or 
crack. A favorite with 
decorators for 25 years— 
a fast selling money- 
maker for you! 


TO PREPARE THE WALL/ 


NATIONALLY ADVERTISED! 








When there’s paper to 
put on the wall—there’s 
nothing quite like old re- 
liable Rex Paste! Your 
customers depend on Rex 
Paste to give their jobs 
that quality look. Sell it 
once—and back they come 
for more! 


# 
| TO PUT PAPER ON | 


Order from your Jobber 








PATENT CEREALS COMPANY, GENEVA, N.Y. 
Makers Of DIC-A-DOO PAINT BRUSH BATH & DIC-A-DOO CLEANERS 
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Customers are enthused from the start—the 
moment they see the big window display of 
Eagle-Picher's take-home Giant Paint Color 
Samples. This enthusiasm means more customer 
traffic in your store... better business with 
Eagle-Picher Interior Paints. 





Eagle-Picher 

Giant Paint Color Samples 
fill your store with 

paint-buying customers! 





Eagle-Picher Giant Paint Color Samples end 
the problem of paint color selection. Every 
sample is 14 x 19 inches—112 times bigger than 
the usual tiny paint chip. By arranging samples 
around the house, it's easy to pick the right 
Eagle-Picher paint colors without guesswork, 
see how they look in all kinds of light. 





Today’s “most wanted” colors in 
Eagle-Picher Pre-harmonized Interior Paints 


Pre-harmonized Interior Paints by Eagle-Picher are created 





You'll find the Giant Paint Color Samples bring 


to blend perfectly with any decorative scheme—period or 
contemporary. Every color was selected on the basis of a 
nation-wide survey of homemakers—your customers! They're 
genuine oil base paints—washable and easy to apply with 


customers back to buy Eagle-Picher Interior 
Paints as well as other merchandise you dis- 
play. And, in addition to creating immediate 
sales, the Giant Paint Color Samples aré good- 
will ambassadors that bring in the friends of 


brush or roller. One coat covers most any surface. And F a yt 
remember, Eagle-Picher tells consumers to buy a ihe ee ‘ 
good paint... employ a good painter. ‘tee 
se . sand m ‘ 


Sign up for profit... sign up with Eagle-Picher 


EAGLE Mail this coupon TODAY! * ~ 
THE EAGLE-PICHER COMPANY 








Dept. HA-252, 9107 W. Ogden Ave., Brookfield, Ill. 





r ! 

1 ' 

’ 

SINCE 1843 

' Let me in on the sales and traffic-building details of  ! 

THE EAGLE-PICHER ; Giant Paint Color Samples and Pre-harmonized Interior ; 

' Paints. : 

' ' 

PICHER COMPANY ciwownati(1), on10 ee 

Paint and Varnish Division General Sales Office: ; 

N Y 9107 West Ogden Ave., Brookfield, Ill. 1 ADDRESS ; 

Ly NW Te Plants and warehouses: Lyons (Chicago), Ill.; New York, N.Y.; ° ' 

LEANERS Oklahoma City, Oklahoma; Atlanta, Georgia % sate = ss Fi ES — c pales See \ 
ee 
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See what a Pittsburgh Store Front can do? 





BEFORE ... just a hardware store 


AFTER .. it’s loaded with buy-appeal! 


MODERNIZED FOR MODERN EYES. These “before” and “after” photographs illustrate how 
effectively Pittsburgh Products can be used to give an establishment a new sales personality, 
This modernized hardware-appliance store in Pittsburg, Kansas, has an open-vision front of 
Pittsburgh Polished Plate Glass, with clean-cut sash, trim and division bars of lustrous Pitteo 
Premier Store Front Metal. Facia is Tranquil Green and Ivory Carrara Structural Glass. Two 
inviting Tubelite Doors complement the open-vision design. 





MODERN Pittsburgh Store Front 
A\hes an appeal that opens shoppers’ 
eyes ... and their pocketbooks! It 
helps create an atmosphere of pro- 
gressiveness .. . suggests to the public 
that here is the place to buy the finest 
wares in town. 


to brighten up the interior of your 
hardware store too. For it’s the com- 
plete job that brings the biggest re- 
turns in increased business. 
Meanwhile, why not write for our 
free modernization booklet, “How To 
Give Your Store The Look That Sells”? 


It’s packed with information about 
specific Pittsburgh modernization ma- 
terials, and examples of how other re- 
tailers have used these products to get 
the edge over their competition. The 
coupon below is for your convenience. 
No obligation, of course. 




















This progressive look is especially a a ae a - 
important today when competition is aon : | 
so keen, shoppers more critical. To 2054-2 Grant Building, Pittsburgh 19, Pe | 
give their stores an inviting, up-to-the- Store Fronts sasaecigges cn ‘ . | 
minute Took, many alert merchants Withee silane or port, pone Send mee mem corr | 
have modernized with attention-get- d | : Look That Sells.” | 
ting Pittsburgh Glass and Pittco Store an nteriors ‘ | 
Front Metal ee have won new ss POREDs 0.0 cewe se ces cecceceseSeeenececesescedceesesceesess 
customers, widened their trading by Pj tisburgh EE, 5.6. 5:6 ide 60s bedehbteeiivdongeé sea bamnudeceowe | 
areas, boosted their sales volumes. 

Why don’! you? : J TNs disc dw odrees.cesweeeeeedeseancen Ee oe | 

And when you modernize, be sure EE Le a eT a eT Pe ee J 

PAINTS GLASS CHEMICALS BRUSHES - PLASTICS 


PtATZS GLase CO MFP Y 


PITTSBURGH 
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appeal ! 


Illustrate how 
$ personality, 
ision front of 
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ation ma- 
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cts to get 
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venience. 


A NEW KIND OF 


PAINT BRUSH CLEANER: 


AND PRESERVER 


i> you can actually switch your brush to 


a different color paint in 33 seconds! 


SO THOROUGH 


<x RS 2 om 
Gc: NC MIC Zs) — Process 33 can be used over and 
wo ER over—never loses its cleaning strength. 


that brushes and rollers ave like new 
oe soft and flexible—can be 
stored dry, ready for instant use! 


—Just swish brush gently in Process 33. 
For rollers, soak sleeve, rinse, then wipe. 


AND HERE'S OUR 
GENEROUS 


AN IMMEDIATE 
SENSATION! 


ond 


PRESEpyER 


LOADED 
WITH PAINT 


CLEAN — READY 
FOR ANOTHER COLOR 


FREE SAMPLES 


“FOR YOUR CUSTOMERS 


}4 
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_-—__— how BALANCE helps 
wa you sell more sledges 


j — to yourself and your customers that Warren- 
/ Teed sledges are in perfect balance . . . with a flick 
/ of the wrist. Place a sledge with the polished face down 
/ and give it a whirl. It spins smoothly while maintain- 
) ing an upright position. That’s Balance. 


Men who buy and use heavy hand tools know the 
value of a sledge that strikes true every time; that does 
not mar tools on the receiving end of the blow; that 
is safer because it is balanced accurately. 










Forged from special open hearth steel, Warren- 
Teed sledges are made to last. Striking faces are 


polished to a mirror-like finish, then protected with 
clear lacquer. Painted Dutch Blue to attract the quality FRE} 
buyer’s attention . . . they stand out from the rest. p 
acked 
Order Warren-Teed sledges today, demonstrate of six s 


their balance to your customers and watch them sell. 
Write, if you desire more information. 








Shipped with or without handles, four to a carton 


for easy handling and efficient storing. Fully pro- 
ie tected from scuffing and scratches. 


WARREMATEED ~ 


WARREN TOOL CORPORATION 


General Offices. . . Warren, Ohio 
General Sales Offices . . . . 105 W. Adams St., Chicago 3, Ill. Vi 
Export Division . . . . 30 Church St., New York 7, N. Y. 
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| 100% ANNIVERSARY Special 
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26-INCH + 8-POINT « 
a 4-GAUGE TAPER GROUND 


wer 


by Rockwe 
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Warren- 
h a flick 
ce down x owning achievement of 100 years of homeowners and tradesmen alike—full 4-gauge taper 
aintain- quality saw manufacturing . . . and specially designed ground ... 2-stroke bevel filed to knife-edge sharpness 
for greater profits during National Hardware Week. .. . Rockwell quality saw steel, heat treated for exact 
Its striking beauty alone will make the Gem” atop temper, toughness and long life... full carved apple 
now the eye-catcher and sales builder—Rockwell blued steel finish beechwood handle with 5-point mounting... 
hat does blade ... striped finish . . . harmonizing apple finish and many more. 
w: that beechwood handle. . . with Rockwell red ‘'r’’ medallion, Priced at only $3.88 list, this Rockwell National 
¢ the badge of superb quality and workmanship. Hardware Week Special is the greatest hand saw profit 
Quality features found on saws retailing for twice maker ever offered! 
Warren- its price makes the Gem” an unheard of value for 
ices are 
2d with x 
waiy | FREE WINDOW STRE Here’s Your Profit Pi 
e 
rest nt tie ge res Your Protit Picture: 
onstrate of six saws 
all You sell minimum lot of 6 for $23.28 
Your cost $15.13 
Your Profit Margin $ 8.15 


o 3, Il. 
y. F. 


tI, 1952 











1314 KINNEAR ROAD 


Mount this streamer 
on your window for extra sales effect 


Supply is limited, so don’t delay— 
order from your wholesaler today! 


Subsidiary of ROCKWELL 


Rockwell Tools, Inc. MANUFACTURING COMPANY 


COLUMBUS 8, OHIO 


/00 Years gf Fine Quality Saw Making 








a 
MILKERS 


© Four complete lines of 
De Laval Milkers for 





WATER HEATERS 


@ The De Laval Water 
Heater, designed espe- 
cially for the dairyman's 
milk house, provides 185° 
woater...for real sterilizing. 





os cae 
Pgh 


MILK COOLERS 


@ Two lines of De Laval 
Milk Coolers bring de- 
pendable, economical 
milk cooling to all milk 


Better Milking in every houses. 


kind of barn...with any 
size herd. 








SEPARATORS 


e Cream Separators in 
a wide range of sizes 
and models for best, 
cleanest skimming ... at 
lowest cost per year. 


- 
~ 










FOOD FREEZERS 


@ And in the farm house — 
De Laval Food Freezers 
enable better, more eco- 
nomical meals...and 
greater convenience. 








WI 


witl 


Today...De Laval Dealers have a full line 
to sell...to every farmer...every season of 
the year. It is actually an “all around the 
farm” line...with products for the dairy 
barn...the milk house ...and the farm 
house. The full De Laval line is composed 
of income-producing and money-saving 
equipment...all designed to produce ‘‘Bet- 
ter Farm Incomes—Better Farm Living." And 
that... of course ...means better volume 
and higher profits for De Laval Dealers. 


Write Your Nearest De Laval Office 
For Full Dealership Information 


YOU CAN LOOK 
TO DE LAVAL 





Qe taval 


THE DE LAVAL SEPARATOR COMPANY 


: for a profitable dealership 
) -” ” that will serve the farm fam- 
Y @ ~agj lies in your area who have 
\ { the desire to buy, the cash to 

. buy with...and who look 

" Oh tn to De Laval's Better Prod- “riemapatatr dose << 

t da ucts for Better Farm Incomes 
and Better Farm Living. 





Ct 
ww 


427 Randolph St., Chicago 6 © 6) Beale St.. San Francisco § 
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WATCH YOUR SALES BALLOON.. 


with this top-flight/screening! 


High-flying sales ahead with our exclusive Multi-Strand 
insect screening ... the flattest, finest you can buy! 
And of course, you've the convenience of finding 
all your screening needs in our complete high-quality line. 
And you get expertly woven, uniform mesh every time 


No better screening made. 


/ 


NEW YORK WIRE CLOTH COMPANY 


63 PARK STREET, NEW CANAAN, CONNECTICUT 
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Concentrate on 


because- 





WIDER SELECTION of sprinklers and hose accessories. 
ade best. 


Choose the types and prices that suit your tt 


PRICED TO SELL - - lower cost due to mass Pf 
n Allenco plants - - reasonable pricing, 


ge of shortages- 


oduc- 
not 







tion i 
taking advanta 
after year, 


. fast sellers year 
encourage 


PROVED RELIABLE ° 
ustomers, 


proved to please your © 


repeat business. 
mats, stuffers, 


_ complete line of ad 
displays and 


NEW SALES HELPS . 
window streamers to bring “em in, 


t sell em fast! 








tags tha 
BIGGEST. ADVERTISING ° 
ing full-color pages» 
garden magazines. 


. largest campaign, 
in all 8 leading home-and- 


jobber NOW or ask for 


Order from your 
ear you. 


Allenco jobber " 








includ- 








CMp 


Name jobb, 




















Ord 
see early cn 
Our Promotie = 


Limits 


, fhe’ 
er who on 


Ok 

your 
Stock 
Order 
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W. D. ALLEN 


MANUFACTURING CO. 


CHICAGO 6 


NEW YORK 7 
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Red laqgs 
Merchandising 





@ Spring’s the season when home owners start 
thinking more about the outside appearance of 
their property. And it’s the season for you to put 
special emphasis on two Cyclone “Red Tag” Prod- 
ucts that are a natural combination—Lawn Fence 
and Flower Bed Border. 

Both these Cyclone products are made of strong, 
straight, galvanized wire. Picket spacing is uniform; 
horizontal cable crimps are deep. And they are both 
manufactured in woven and welded styles, allowing 
you to offer your customers perfectly-matched 
property protection. . 

When a customer asks for one of these “Red 
Tag” products, be sure to call his attention to the 
other. And don’t forget to recommend related 
items, such as Cyclone Gates, Trellis and Catch-all 
Baskets, as well as your own line of tools, seeds and 
fertilizers. 

Be sure you are ready for spring business by or- 
dering Cyclone “Red Tag” Lawn Fence and Flower 
Bed Border from your jobber now. Steel allotments 
may limit supplies, so act now. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 

WAUKEGAN, ILLINOIS SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S CYCLONE 
“Red Jaq 
HARDWARE PRODUCTS 
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‘For customers who want 





better-looking lawns — 


recommend Cyclone Lawn Fence 
and Flower Bed Border together’ 
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Reddy-Loc . . . a Schumacher special, 
locks at any adjustment, prevents annoy- 
ing screen rattle, releases at thumb’s 
touch. REDD Y-LOC keeps screens from 
falling out windows or children from 
pushing them out. An important sales- 
building feature. 


YOUR PROFIT PICTURE 
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Count on steady, growing 
profit and volume when you 
handle screen goods by 
Schymacher. Sixty-plus 
years of quality manufacture 
stand behind all Schumacher 
products . . . they’re time- 
tested and profit-tested! 
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Your customers look for this 
kind of quality . . . Handle 
Schumacher screen goods 
and they'll find itin your store. 






































Screen Doors... Familiar item in sales records... 
Schumacher screen doors feature blind mértise 
and tenoned construction—with flush beaded 
moulding on every pattern. Tautly stretched 
... machine-rolled wire cloth adds to rigidity 
and strength of time-tested Schumacher doors. 


THE F. E. SCHUMACHER COMPANY, Hartville, Ohio 
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the Wright way. A "Best-Seller" Gardenaid’s rugged truction oon ae, 
: 7 a s sad construction, $33.50- 
Wright product all SPIKE-TAMP easy handling, greater traction, Get 
the way from rod oo Mn a economical operation, and full —_ 3 
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A NEW, IMPROVED FEATURE - PACKED 


Parker Lawn Sweeper > 


»»» AND YOU CAN SELL IT MARCH TO NOVEMBER 


aerate tint eee 


| iy 


Cross Brace Basket Rollers 
The extra rigidity of the The Parkerette is now easier 
Springfield model has now to push... easier to back up. 
been built into the Parkerette. Two rubber rollers are used, 
Keeps the sweeper rigid,even one at each rear corner. Will 
under heavy loads. not come loose from basket. 





Lift-out Basket 

Now available on the Parker- 

ette models. Easily removed, 

easily replaced. Can also be 

dumped end-over-end in con- 
ventional manner. 


3 ways finer ... A PROFIT MAKER 


SPRING, SUMMER, AND FALL 


New lift-out basket . . . mew rear rollers . . . new cross bracing for 
strength . . . yes, the new Parkerette model is today’s finest low cost 
sweeper by a wide margin. And the retail price: 20” Parkerette only 
$33.50—28” Parkerette only $41.00 (east of Rockies). 

Get in on the three-season lawn sweeper business that Parker can 
bring you. Display a Parker . . . sell the Parker “lawn conditioning” 
story . . . and you'll discover a profitable seller from March to Novem- 
ber. That’s because a Parker does two jobs: one, sweeps sticks, heavy 
cut grass, leaves, etc. . . . two, conditions the lawn to look greener, 
smoother, more attractive. 

Other features include: brush reel on ball bearings, adjustable brush 
ge adjustable hood clearance, steel-backed heavy-duty brushes, 
and easy brush replacement if necessary. Replacement parts always 
available. 90 day guarantee. 

For details contact your distributor or the factory. 


Te LAWN 
“= SWEEPERS 


Parker Sweeper Company, 46 Bechtle Ave., Springfield, Ohio 
Also manufacturers of Parker Industrial Floor Sweepers. 
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28” PARKERETTE 
5% bushel capacity. The fastest 
selling lawn sweeper model on 
the market today. 


Two Other Parker Models 


20” PARKERETTE 

' 4 bushel capacity. Un- 
usually maneuverable 
around flower beds 
ond narrow walks. 
Identical in construc- 
tion with the 28” ex- 
cept width. 













28” HOMEMASTER 
A deluxe sweeper 
with dual tires and | 
1 H.P. engine. 7% 
bushel capacity. Bas- 
ket equipped with 
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IT TAKES LITTLE SPACE 





KENTILE FOR SELF-INSTALLATION 


ne JUNIOR 
ENSTYLER 


it’s only this long 





WAEReaTs® \ 


wom 
Seer en oe ees nT we SOY 





( 


ee 


this wide 


\- 15% —y 


N~ 


and COSTS only *10.00 complete 





to SMASH Selling-tool turns a corner of your 
counter into a Kentile department...attracts 
customers and builds sales. Your prospects see 
—right in your own showroom—just how lovely 
Kentile will look in their homes... lets them design 
the floors they favor from the wide selection of 
modern, decorator colors. 


terested in your new profit item...everyone knows 
and prefers Kentile..: because it’s backed by the 
industry's biggest advertising campaign... terrific 
color ads in 31 of the nation’s top magazines 
and trade papers—83 Sunday Newspaper Supple- 
ments...ads that tell how easy it is to lay a Kentile 
Floor and save money...ads that feature the ex- 





And, you'll have no trouble getting people in- _—_clusive Kentile Self-Installation GUARANTEE. 


Contact the nearest Kentile, Inc. office listed below and 
learn how you can build a big business in a small space. 


KENTILE. 


The Asphalt Tile of 
Enduring Beauty 





KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York «+ 350 Fifth Avenue, New York 1,N. Y. ¢ 705 Architects Building,.17th and Sansom 
Streets, Philadelphia 3, Pennsylvania « 1211 NBC Building, Cleveland 14, Ohio « 225 Moore Street, S.E., Atlanta 2, Georgia « 2020 Walnut 
Street, Kansas City 8, Missouri « 1440 11th Street, Denver 4, Colorado + 4532 South Kolin Avenue, Chicago 32, Illinois « 1113 Vine Street, 
Houston 1, Texas * 4501 Santa Fe Avenue, Los Angeles 58, California « 95 Market St., Oakland 4, Calif. « 452 Statler Building, Boston 16, Mass. 
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For your convenience at the Toy Fair 


PAL WHEEL GOODS 


will be shown in our 

permanent New York offices — 
Julius Levenson, Inc., 

7 E. 17th Street, New York City 
and, also in rooms 848-9 


Hotel New Yorker. 


@ PAL WHEEL GOODS, Ine. 
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The Cheapest Glass Rod 


is not your answer to profits. Dealers everywhere are finding 
that the quality and saleability of Waltco glass rods builds up 
their gross dollar volume and net profits. Feature 

and promote the nationally advertised glass 

rod line that sells on 








PERMANENT- MOLD 
CASTINGS 


Model Gt 10! 


r costing Tain $409 


ve 
isto! s5scas 
eet Gla al t 


List 


\ 
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Vaxy Boy 


- « « THE STRONGEST NAME IN 


ROTARY POWER MOWERS 











Lazy Boy's permanent-mold cast- 
ings are FIVE TIMES STRONGER 
— =—" than ordinary castings, and per- 
fectly balanced for easy mowing. 
Gasoline or electric models, all 
trimmer type to save work, with 
famous make engines, ball-bear- 
ing wheels, and all-around 
; safety design. STOCKED AND 
lazy Boy casting, 

Va" thick SOLD BY BETTER HARDWARE 

JOBBERS . . 





Model S 101 


$ 59° 


out reel 


For name of jobber nearest : at: w : 3 \ wane 
you, write today to Dept. A : Per! 


3907 BROADWAY 
KANSAS CITY, MO. 





2300 West 49th Street, Chicago 9, Illinois 
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EALERS everywhere have 
been asking for it— and here 
it is! Everything you need to set 
up a V-Belt Sales Department 
that will let you handle most of 
the requirements of your cus- 
tomers for replacement belts for 
their FHP drives—all yours for 
under $40.00! 


You get the most-in-demand sizes 
of V-belts — wall racks, hooks and 
price tags—Goodyear’s simple 
ABC Book that lets your cus- 
tomers design their own drives — 








ae Bk A 


~ 


GOOD, 


THE GREATEST NAME IN RUBBER 
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" £0 fast- -moving FHP belts. 
Exclusive Beltmeter. 


farm and light 


ALL THIS COSTS 
YOU LESS THAN 


Wall racks, hooks, price tags. 


You asked for it— the NEW 
Goodyear Replacement Belt Assortment 





\y re EN 


N/E VS 
oh rm 





40” 


“The Goodyear ABC of Simple 
V-Belt Drives”. Replacement 


Catalog listing all popular home, 
‘ industry machines. 
‘“ Simple re-order and inven- 


tory control. Other sales 


helps, too. 


Goodyear’s exclusive Beltmeter 
to help you find the right replace- 
ment belt quickly and easily — 
the Replacement Catalog that 
lists belt requirements of the most 
popular farm, home and light 
industry machines. 


Like every Goodyear FHP V-Belt 
assortment, this new “40-A” deal 


is store-tested to meet your needs 
—build your sales—peak your 
V-belt profits to new highs! Like 
the other larger Goodyear assort- 
ments, it’s matthed to your 
market for profit. So write today 
for full details to Goodyear, 
V-Belt Sales, Dept. 742-C 
Akron 16, Ohio. 


We think you'll like "THE GREATEST STORY EVER TOLD” — Every Sunday — ABC Network 
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Big overload 
capacity 








Hoover Electric Motors 


since 1934 
THE HOOVER COMPANY 
Kingston-Conley Division 
25 Brook Avenue, North Plainfield, New Jersey 
















General-purpose motors. A widely varied selection of 
Capacitor-Start, and Poly-Phase Motors give distributors 
and dealers a line that means business. 


Special-purpose motors. With specific mechanical and 
electrical characteristics for pumps, oil burners, fans and 
blowers. Many will meet most of your customer's require- 
ments “‘as is.” 


It isn’t put there for steady use. But heavy-duty 
Hoover Motors have an overload capacity that makes 
each one of them a working giant in a small package. 

Like those last miles of speed in your automobile, 
this overload capacity is a safety reserve beyond usual 
needs. And it’s good to know it’s there. 

You see its benefits in smoother, faster starts for 
hard-to-start machinery—in running speeds that re- 
main almost constant even with wide variations in load. 


And because of this greater inbuilt capacity, Hoover 
Motors run cooler, stay quieter on the job, and keep 
their youthful vigor through a long, full life. 

And service? When you need it, where you need it. 
Hoover service facilities are world-wide—always ready 
to protect your customers and to guard your good 
name. Write for complete information. 


HARDWARE AGE, FEBRUARY 21, 1952 








sliv 
the: 
The 


yea 


Th 


wa: 


AN 






‘AMER-YlIS 4 


iS 


THE REPLACEABLE FILTER AMER -ulirs 
WITH AN ENGINEERING BACKGROUND 


@ Superior dust-catching efficiency, continuous spun glass media (no 
slivers!), patented Viscosine coating, thermoplastic bond . . . all 
these AMER-glas features are the direct result of AAF engineering. 
The aMEr-glas Filter is the one replaceable filter backed by thirty 
years of experience in the manufacture of air filters exclusively. 


The superior quality of AMER-glas Air Filters is no happenstance. It 
was bound to be better because it is AAF engineered. 


AMERICAN AIR FILTER CO., INC., 435 CENTRAL AVE., LOUISVILLE 8, KY. 


An product o 
Gugmesed product of 


HOSPITAL WHITE [. 
bes Filter , Ai ilter 


COMPANY, INC. 


good 
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AN EVEN DOZEN FEATURES 
THAT MAKE VINYL INLAIDS 


EASIER 10 SELL 


1 No waxing or other preservative treatment 
required when consumers specify Gold Seal 
Vinyl Inlaids. 


Resists kitchen fats, grease, harsh cleaners, 
household acids and alkaline soaps—ideal for 
cooking and service areas. 


3 Easy to clean. Dirt can’t grip non-porous 
vinyl. Grime and dulling film wipe clean in 
a flash. 

Color integrated. Vinyl Inlaids are lots more 
than a quickly brushed-on surface. Vinyl and 
color go clear through to backing. 


& 






§ Clearer, cleaner, truer colors than consumers 
have ever known—styled by Congoleum- » COmes e Nest 
Nairn’s color experts. Gor 5 anoth T great 
. 1 
6 Waterproof composition. Non-porous Vinyl o Gol Ns in the 


Inlaids actually repel water and other liquids. 





Penj 
7 Full color range. 11 of them, designed for SOlp s- m Bed vinyl pie NeW hor: 
every possible decorative scheme. ance of om INYL nal atic A 1ZOns 
8 Lasting durability and beauty. Vinyl Inlaid Cop Me With the pa,OMbining , ™ 
products remain handsome and _ lustrous ino eAt ViNy, aUuly and dy p 
through years of service. ” quiet an d ima Be abilit f et 
9 Rugged, flexible Vinyl Inlaids permit intricate Colors tent sink nd Perfe ¥ 
installations and covings with ease. are o Values th UNter tops Ct answer 
10 Strength and resilience allow direct applica- Viny] & in the at Your Cust " 
tion to firm wood underfloors. do y: Inlaj March 5 *Omers Can’ 







11. The famous Gold Seal of satisfaction pro- 
tects both you and your customers. 
AND this new Gold Seal line— 

12 Brings sought-after vinyl plastic flooring 
within the reach of most home-owners 
-—guarantees them a genuine inlaid 
vinyl product—with a full profit 
margin for you! 
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CONGOLEUM-NAIRN 


< 
io | § C 
an z..! f J. sHakers of guaranteed floor and wall . 


Asphalt Tile - Gold Seal Vy coverings: Gold i 
“ld Seal” is retatered trader VIMY! Inlaid - Gold Seal Console re dld eat cineleum 


86 © 1952, Congoleum-Nairn inc. 
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Women really go on shopping 
sprees for Lustro-Ware Plastic House- 
wares. She. has discovered their smart, 
colorful appearance puts new jingle in her kitchen, 
lightens her work, and so inexpensive, too! So to 
make it easy for her to buy other Lustro-Ware items, to match those 
already purchased or advertised in leading women’s magazines, feature 
a traffic stopping Lustro-Ware counter. Dealers’ experience show that 












NATIONAL ADVERTISING 


it's one of the most profitable year ‘round spots in their stores. For in eight lea 
even greater sales impact, be sure to use the many Lustro-Ware regularly rer QW 
merchandising aids that are yours for the asking. No other plastics line m oe marry 4 4 
over 100 mat 
housewares | 


‘makes it so easy for you to sell so much. Better check your stock today! 


COLUMBUS PLASTIC PRODUCTS, INC., Columbus, Ohio 


Canadian Sales Office—D. G. CLARK Agencies, London, Ont. 





nutstand 










ee i “> 
* Guaranteed by ~ 
Good Housekeeping 
a 


~~ 
» x 
C745 aoventisto wire 






Display this basic ensemble of 
matched Lustro-Ware . . . starts 
customers buying a complete Lustro- 
Ware kitchen including 100 other 
matching pieces. 
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MERCHANDISING IDEA! 


BOOST YOUR SIMONIZ” SALES AND PROFITS! 





Nationally Advertised in Big Weeklies. 


Tie-In Your Store—Now! 


@ Selling Simoniz is easier, more profitable 
than ever—with this new, red-hot merchandis- 
ing idea! It’s Simoniz’ new Shine Up Kit con- 
taining SIMONIZ, SIMONIZ PASTE KLEENER and 
a valuable booklet on complete Car Care. Here’s 
a real bargain for car owners...everything a 
man needs to give his car long-lasting Simoniz 
Protection—plus complete illustrated instruc- 
tions for keeping his entire car in tip-top shape. 
This Shine Up Kit will be advertised in big 
national magazines like Saturday Evening Post 
and Collier’s. Simoniz is creating the demand! 
Get your share. Order out ample stocks. Display 
and feature this red hot combination during 
your peak selling season just ahead. Get behind 
this new selling idea! You make 2 full profits on 
every sale. See your supplier—right away! 


®Trade Mark Reg. U. S. Pat. Off. 





TODAY MORE THAN EVER MOTORISTS WISE SIMONIZ! 
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~ 11.16 PROFIT 


| on every dozen sales 
| of AUTOWASH 840L 


FLo-pac’> ff Ihval' 7 i 


5 

Re, BRUSHES FS 
° c 
¥) SES 


FOUNTAIN BRUSH 


# Here is our Sales Guarantee with AUTOWASH. 
You will have prompt profitable sales with 
AUTOWASH. Our experience has been so con- 
clusive with over 20,000 dealers we make 
you this offer. If any of your AUTOWASH 
BRUSHES are not sold at the end of the 
season return them to us. We will 

promptly refund your money. 


shipment of the follow- 
ing AUTOWASH brushes: 


dozen No. 840L with. 
36" handle. 
dozen No. 840 -8-1/2" handle. 


Firm Name 
Signature 
Address 


150) AV 
Minneapolis 
1507 Santa 


PACIFIC COAST BRUSH CO. 16s Angeles 21, Calif 


FLOUR CITY BRUSH CO. 
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MORE SALES—BETTER DISCOUNTS 
GREATER PROFITS 


Check these 

Premium Features. 

they tell why Ta-pat-co 
sleeping Bags are Premium 
Profitbuilders--- 


* Patented foot pocket space. No other 
sleeping bag has it! 

te Kapok, or wool filling. 15 styles to choose 
from! 

+ Protective canopy — for dry, warm rest! 

* Attached pillow — available in the best 
bags! ; 

* Lined with comfortable, durable sheeting 
or cotton flannelette! 


Tapatco sleeping bags are trail-tested by sportsmen 
the finest outdoor sleeping comfort money 
sizes and prices makes certain that you'll 
customers — and at a handsome profit to 


Ta-pat-co, ask him to show you 


plete line of America’s finest and safest mari 


stock NOW. 


THE AMERICAN 


They’re “IN THE BAG” 


© Covered with closely woven, water- 
repellent material! 


*% Big heavy duty zipper — full length on 
most bags! 


* Air mattress pocket on most bags! 


* Completely weather-stripped against wind 
and cold! 
* Individually boxed for easy handling! 


to guarantee your customers 


can buy. A complete variety of styles, 


be able to sell all your sleeping bag 
jobber about 


marine safety pro 
ne safety equipm 


PAD & TEXTILE CO. 
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Whatever the Grass Cutting Problem... 











Has the Answer 


























SIDE WHEEL MOWERS 


for Fast, Open Cutting 





REAR DRIVE MOWERS 


for Landscaped Lawns 


Noted for rugged stamina and 
easy handling on lawns of 
all sizes. Three models: 
cutting widths 
from 21 to 26 
inches (includ- 
ing riding type). 


Reel type mowers with rear drive 
for close trimming and superb 
smoothness of cut. 
Three sizes: 21, 24, 
and 30-inch cutting 
widths (including 
riding type). 


POWER UNIT WITH LEAF MILL, 
SICKLE MOWER, LAWN MOWER 


ROTARY DISC MOWERS 


the Combined Purpose Machines 







Here’s a new labor-saving 
combination. With these attachments, 
the Model A does the work of three 
machines, handling weed cutting, 
lawn mowing and leaf 
disposal jobs quickly, 
easily. The dependable 
quick-starting Jacobsen 
engine has ample 
reserve power. 
Attachments mount 
easily, with only 
three nuts to tighten. 


acolsen 


Ideal town and country mowers 

because of their ability to cut all 
growths quickly, cleanly. Seven 
models: cutting widths from 
18 to 62 inches (in- 
cluding riding 
type). 








|, 1952 
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N addition to Koroseal, B. F. Goodrich offers you 
Garden Club, Maxecon and Signal for customers 
who wish rubber hose or prefer a lower priced product. 
MAXECON is the finest rubber garden hose made—stands 
12 times normal city water pressure. GARDEN CLUB is a 
famous BFG brand—soft, attractive green, best light- 
weight rubber hose made, guaranteed 10 years. SIGNAL— 
an attractive black, low-cost hose to complete the line. 


KOROSEAL, however, is still the big news in garden hose 
and in dealer profits. Production doubled in 1951 and 
still demand exceeds supply! Why don’t you, too, get 
on this profit band wagon! 

Average dealer profit on 50’ of Koroseal is $3.39. 
Koroseal made in 25’, 50’, 75’—the popular 75’ takes care 
of most city lots, weighs less than 50’ of ordinary hose, 
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MOST COMPLETE 
HIGHEST QUALITY HOSE LINE IN AMERICA. 
GUARANTEED TOP VALUE BY FAMOUS RESEARCH OF 


B.E Goodrich 





costs user about $3:40 less than equal three 25’ lengths. 


SEE THESE SALES-MAKING FEATURES 


Koroseal weighs ¥% less than old-style hose—a 25’ length 
weighs less than a telephone. Women like this important 
quality. 

Koroseal never gets sticky in hot weather, never needs 
to be drained. Can be left out in the sun all summer for 
years. Its brilliant colors may fade a little in time, but 
neither sun nor air will weaken it. Full flow. Re-attachable 
couplings if hose should ever be damaged by accident. 


Attractive red or green both fire polished. Let your 
B. F. Goodrich distributor show you this complete garden 
hose profit picture. Why don’t you, too, take advantage 
of the sales power of this great name— 


Trade Mark—Reg. U.S. Pat. Off. 
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SEE WHY YOU, 700, Will 
MAKE MORE MONEY WITH THE FASTEST- 
SELLING GARDEN HOSE IN AMERICA... 





Trade Mark—Reg. U.S. Pat. Of, 









AGAIN... 















THE BIGGEST ADVERTISING CAMPAIGN ever put EASIEST PACKAGING FOR YOU TO HANDLE— no 
behind any hose—bigger, more powerful cam- © wrapping needed, and the package makes an 
paign in 1952 than ever before! Full-color ads in _ attractive, interesting window and store display. 
Saturday Evening Post, Life, Better Homes & Gardens, 
and nation-wide TV network. Total sales messages 


1952-34 million! a | POWERFUL SALES HELPS FOR YOU—newspaper 
in — miuilion: 


ads for you to use, counter display cards, 

BEST-READ ADS, TOO—dealers report cus- window streamers, mailing cards—everything you 
2] tomers come in by scores, quote the sales need to take full advantage of this biggest profit 
points in the ads, and buy. opportunity in garden hose history. 


Get the free folder on the complete product 
and sales-help story; write now to 


B.E Goodrich 


Akron, Ohio 
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Mu DELUXE MIDDY BARROW 
COMPLETE IN Ove CARTON! 


Now, the barrow that is so popular around the home and garden is 
shipped one or three to a carton. 


A sturdy. easy to assemble wheelbarrow. that saves you time and 


space. Simple, illustrated assembly 
in each carton. 
Handle of smooth, varnished hard- 

wood. Tray durably finished 


in red or green. Other parts, silver. 


instructions 


Destined for tremendous 
popularity. 


The Oldest and Largest Wheelbarrow 
Maker in America 


JACKSON MANUFACTURING CO. 


HARRISBURG * PENNSYLVANIA 











AMERICA’S MOST WANTED 


FENCE STRETCHER 


a ¥ 


“DOES ALL 


FENCE 
, JOBS 
IN HALF 
THE TIME! 


It’s the greatest thing of its kind for stretching and splicing wire — 
easier, faster and better! Many farmers and stockmen claim it helps 
them make fence repairs in half the usual time! Powerful, easy-to- 
operate mechanical ‘“‘dogs” on strong hooks grip any kind of wire 
securely — never slip. Ideal for drawing and holding both wire-ends 
for splicing. Has many uses besides fence work. Ruggedly built; main 
bar is 14%,” wide, %” thick. Rachet action is full 24”. Nationally 


advertised. Weighs only 8 Ibs., pulls half a ton! 


Order through Your Jobber or write 
us for Your nearest Distributor 


$6 Teran 


DUTTON-LAINSON CO., Mfg. Div., Dept A-1, Hastings, Nebr. 
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WHIZ 20” {\\ 
POWER SAW: 


and mower 


@ Makes more profit 
@ More Sales and 
Satisfied Customers 


You can’t sella 4 = : 
ONY, || BETTER SAW” 2 ar | 
£3169 Offer your customers these features at a 
price he can afford . 


Highly Portable for one man anitiial types 
of cutting blades for weeds, brush or timber to 
12 inches—Blade has 4 Operating Positions—2¥2 
h.p. Briggs-Stratton engine—2 section V-belt drive 
with clutch for easy starting. 


The WHIZ SAW is competitive priced and built 
to make satisfied customers. 


y your jobber does not carry ROOT Saws and 
Mowers, write for Catalogs and Discount Sheets 


Established Distributors wanted 
ROOT MANUFACTURING CO., INC. 















127 ELEVENTH ST., BAXTER SPRINGS, KANSAS 
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Cooper Mowers will be 
i available in ‘52 - so it is 
fl important that you get 
your order in to your 
nearest distributor as ear- 
ly as possible. If you do 
not have his name - write 
Roller Type Mower for complete information. 
covered steel roller and caster wheels. New positive 


idjustment and new all-steel welded deck. Powered with 
W Briggs & Stratton motor. Rubber tired Riding Sulky 


equipment). 


MILLION readers 
l see Cooper Nation- 
advertising during 
April and May. /f8iF tf 
sre to get your [ii i 
we of the profitable i him i 
this national pub- ‘7 98) ieee! ee, 
licity will create. ~ tana \ ~e 


DER FROM YOUR \ \ y ase 
AREST DISTRIB- x : 
OR - BUT ORDER 


EARLY UPPER POWER MOWERS Jd 


\ 18” and 20” Cutting Widths 
GET THE EXTRA « COOPER EXCLUSIVE FEATURES 


fully enclosed oversize Diamond Patented, positive action, non-wearing Patented “Quickset” height adjustment 
chain drive clutch. Simple, powerful, self-locking with a range of 2” to 2°/s” 


Oversize enclosed Timken Reel Extra strong, zinc die cast alloy frame Power driven weed cutter (optional) 


Fw eee Sheap Zinc die cast alloy drive pinions with Plus the always dependable Briggs & 
Unbreakable tubular steel handle hardened steel inserts Stratton motors 


COOPER MANUFACTURING CO. (2105 Seuth Fist Avenue 











SPEEDY SPRAYER 444 
Doubles the spraying speed 
and working area! No job too 
big! Delivers 4 cu. ft. of clean, 
oil-free air at 40 Ibs. pressure 
Operated by 4 h.p. motor or 
engine. Outfit with gun, less 


motor. $59.50 








Famous diaphragm principle 
eliminates oily pistons—deliv- 
ers 2 cu. ft. of clean, oil-free 
oir at 30-40 Ibs. pressure 
Sprays anything from a toy to 
a house. Operates with any 
Yo h.p. motor. Never needs 
oiling. Outfit with gun, less 
motor. $32.50 


ADVERTISED IN 


Post 


AND OTHER MAGAZINES 





Write for Catalog and Complete Information 


fa oe) fed) 1, Mele) ite) Fy vile). | 





SPEEDY SPRAYER 890 





ers, 


Bull Dog Friction Tape 


Withstands 
Kansas City Flood! 









Six months a o, during the terrible Kansas- 
Missouri flood, the roll of Bull Dog Friction 
Tape photographed (along with a considerable 
amount of other BWH tape) was submerged 
under water in a Kansas City, Missouri, hard- 
ware store.* 


Forty-eight hours later the water started to 
recede. 


The tape you see here was recovered and 
rushed to our laboratories for examination. Its 
tackiness .. . holding strength . . . was found in 
excellent condition. 


Today, this same roll of BWH Bull Dog Friction 
Tape could be used on the most important jobs 
..» with full confidence of top performance. 








An example of why good sup- 
pliers always stock Bull Dog 
...and why those who use fric- 
tion tape have made Bull 
Dog Quality their standard. 


* Name on request. 


Boston Woven Hose 


& RUBBER COMPANY 


Distributors in all Principal Cities 
PLANT: Cambridge, Mass. * P.O. Box 1071, Boston 3, Mass., U.S.A. 
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OD OSONIEUNLOVANNVK Hone 


BUCH MANUFACTURING CO. 





New York City 


AN IMPORTANT 
ANNOUNCEMENT 


We are both proud and happy to advise all 
Buch distributors of the approval by William 
Iselin & Company, Inc., New York, of a finan- 
cial arrangement with Buch Manufacturing 
Company which will greatly facilitate the gen- 
eral conduct of our business. 


You will be interested to know that this 
method of financing, which has been in effect 
for more than a century, now embraces more 
than eighteen important industries. Buch is 
the first to introduce such a plan in the Hard- 
ware Industry. 


The Iselin Company was established in 1808 
and enjoys the highest reputation. The asso- 
ciation of Buch with Iselin will ultimately ef- 
fect savings in overhead, manufacturing, pur- 
chasing, selling, and office expense. 


The phenomenal growth of the Buch busi- 
ness during the past few years, as a result of 
new items and modern merchandising in the 
hardware fields, has also dictated this modern 
and streamlined merchandisiag program of 
finance. 


It will make it possible for us to stock at all 
times, sufficient inventories of all Buch items, 


by 
ith MANUFACTURING CO. 


to make prompt shipments of any size and to 
any part of the Country. 


This is made possible by our ability to di- 
vert money normally tied up in customer 
credits to the more advantageous and profita- 
ble production and selling operations. 


Your relationship with our Company will in 
no way be changed by this arrangement. To 
the contrary it will enable us to make avail- 
able to you a number of new innovations 
about which you will be informed shortly. 


Buch representatives will call on yeu soon 
to lay before you the Buch program for 1952. 
From the standpoint of produets, promotion 
and merchandising, it represents the most 
comprehensive and outstanding program ever 


. offered by the wheelbarrow industry. 


BUCH MANUFACTURING COMPAN 


Makers of the ORIGINAL 
Packaged Wheelbarrow 


ELIZABETHTOWN e« PENNSYLVANIA 
Carrying The Load Since 1868 


SALES OFFICES IN: 


Detroi# 
Kansas City 


Chicago ° 


Atlanta * 


Dallas * 
Los Angeles 


Memphis * 





Oklahoma City 


AD 
“ 


* 8981 JONIS GVO1 3HL ONIAUYVD * 898L ZONIS GVO 3HL ONIANUVS © 898L ION! 
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WOVEN OF 


YOU COULDN’T ASK FOR A SNAPPIER SALES LEADER THAN THIS 
EYE-PLEASING, YEAR-’ROUND SCREENING. -IT HAS —- 


Me OTN FIRESTONE Velon 


New and old home-owners alike want this weather-resistant Screening 
SALES APPEAL: that won't rust, stain or bulge and never needs painting. 
Screening woven of FIRESTONE Velon costs a little more than galvanized, 
less than most other types of Screening. And there's a sweet mark-up 
for you. 


é Our colorful advs. in leading Home magazines will direct customers to 
NATIONAL ADVERTISING: your store. 


RIGHT PRICE: 


‘) tHE TEAM 
THAT TURNS THE 
SALES TRICK 


takes so little 
Velon Display 
pot yet gets your whole messsage 


' else- 
' we SCREENING across even while you re busy al 
“ten > ; n. It stores © 
7 “oa =) | where in the stor creen- 
need dispenses the 6 most popular s 
aaa ing widths. — of 
=a! with your purchase O° Rack 
ning, the Velon Display 
patel ly $9.95—less than is the time to 
a costs you only der $ : f ont 
| fi if our cost. : order screening woven of FIREST 
a % d-on screen to convince Velon. Available in all standard 
a vibe ~~ tical. customers that widths in forest green, bronze brown 
r ee pe of FIRESTONE Velon and aluminum gray. Mesh 18 x 14. a: ap 
Screening et lose its shape under Filament diameter .015”. Call your a> we 
won't break ie Wholesaler right away. If he doesn't The HENKE 
heavy pressure. handle Velon, write or wire us. 





Gentlemen: 


PATERSON 3, N. J. 


TNA a loc 


Plastic llloven Products = fine 51 CAMDEN STREET 


w 


MAKERS OF SCREENING WOVEN OF Firestone )eGn' 


» 
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Feminine purchasing power is staggering — Mrs. 
America far outranks her breadwinning spouse as a 
buyer of goods... HOW BIG A CUT OF THIS 
FABULOUS MARKET ARE YOU GETTING? 


Here is a power packed, triple threat display to 
help you “sell it to the girls.” Strikingly eye-catch- 
ing on wall, counter or window. 

There's more profit and sales, in less time and less 


space in selling scissors — and with this display, sell- 
ing will be easier than ever! 


Alert dealers are already reporting spectacular re- 
sults with this display... 











21, 1952 








FINE CUTLERY SINCE 1877 


The HENKEL-CLAUSS Company Fremont, Ohio 
Gentlemen: I'd like to know more about the profit possibilities 
of the Clauss line. 


NAME 





COMPANY 
ADDRESS 








City STATE 
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Sell it to the girls. 
















But there’s more to this big profit story: There 
are proven sale clinchers that we will be glad to 
show your personnel, and many other profit-boost- 
ing ideas — fill out and send this coupon TODAY 


and hear them all. 


CLAUSS PRODUCTS ARE 
HOT HAMMER-FORGED 

















MEASURED DOLLARS 
FOR 1952... 


To his customers in 1952... the 
progressive dealer must offer the 
- best in service and quality ... 
‘they are carrying MEASURED 
DOLLARS! 


Better lames , Dealers can meet this samend 
= in Bs and make profits, too... cash in 
oa ee now on two of the nation's 
A outstanding services... nationally 


advertised by Sterling. 





Accepted by the trade and consumers as the nation's most 
complete quality caulking and weatherproofing service .. . 
there's a Sterling sealing compound for every job—land or 


sea! 


STERLING 


@ Glazing Compound 
@ Caulking Compound 
@ Seam Compound 

@ Kord 

@ Krak-Tite 

@ Caulking Guns 

@ Caulking Tubes 





Millions of people are being told about the Sterling 
paint removal service and the Sterling caulking 
service through national advertising. 


Complete Sterling paint 
remover service window 
displays are winners 
throughout the year! Order 
Today! 


- BRUSH CLEANER 
@ MuvViIT 
@ LIKKETY KUT 
@srFs 





Send for price list on all Sterling Products today! 


. « » Start building your Sterling Service Trade now. 


STERLING PAINT 


& VARNISH CO. 


184 Commercial St. Malden, Mass. 





























for Split Soil Pipes, 






Easy-to-use 

STIK FORM Waste Lines, Sand 
Holes, Cracks, Pin- 
holes, and Gaskets 































Just rub into the crack ... that’s 

DISPLAY IT! all! This positive seal for Water, 
SELL IT! Gas, Acids, Brine, etc. applies to 
The most practical wet or dry surfaces. An excellent 
item in years... caulking compound that stops 


for Big, Steady s all : . 
PROFITS? Attractive leaks while liquid runs in pipes 
2-color Self-Display under moderate pressure. 


Box. Write for folder and sample 


LAKE CHEMICAL CO. 





W. CARROLL ¢ CHICAGO 12, ILLINOIS 








is sold by thousands of dealers 
SAND-NO-MOR HARDWARE — WALLPAPER — 
PAINT — ANTIQUES — BUILDING SUPPLIERS 
SELECTED 
“BIG” BLOCKS 


the best size for 
INDUSTRIAL or 
HOME use 
2” x 2” x 9 long 
100% usable 


FITS every job of 


PAINT 
REMOVAL 


' CLEANING 


\ 


ies Mews Sowbe SMOOTHING 


—— 


SAND-NO-MOR 


the original honeycombed silicate abrasive 


DEALERS SHARE IN SPRING PROFITS 


Order a TRIAL DISPLAY DOZEN 
CARTER 


elivered $2.80 Retails $4.20 
P.O. Box 1924 





D 
Name your jobber—so credit can issue. 


PRODUCTS CO. 
Columbus 16, Ohio 
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ee onal 
's telling professiona 
'‘s what Du Pont ts 
tell about nylon paint brushes 




















| 





: 


se 
2 


look for these 4 features 


by holding the brush up to the light, fanning 

out the nylon and looking closely at the tips. 

| |The tips of the bristles inflvence the paint 

} pickup ond release characteristics ond gov- 

ern the smoothness of distribution and op- 
plication of the Point. 

















9,fine tips. 


. — 


zed 3 A good 4” nylon wall brush should not 
sions dh *have more than 4%” to 4%" of stock 
extending out of the ferrule. Because of ny. 
lon's durable wearing qualities, it is not 
necessary to get a long brush. Be sure to 
, measure 
‘ wee | rush you are ad 











tion on the nylon-bristie Situation 
So far as Possible, raw materials will be available for the manufac- 
co of tapered ee Pont 2 = ristles, ar! the NPA. 
nylon supply canno: t int- 
the fact that nylon brushes oe 





For smoother Painting and longer wear 
buy paint brushes with 


DU PONT NYLON BRISTLES 
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for power 


‘ mowers 
¢ an 
N LAUSON pow- 
y ered mowers 
<" x are among 
the leaders in 


their field 
for quality and per- 
formance. Owners 
praise the longer life 
and easier operation of 
their LAUSON engines. 


Seasoned Mechanics 


prefer | 
DIAMOND 


Tools 


All over America, 

the LAUSON name and 
fame is bringing new 
efficiency to thousands of 
jobs .. . more profit 


to dealers. Features such 


as simultaneous cooling 
of both valves and 
extra fins ... for 
cooler operation... 
special cylinders, and 
automotive type pistons 
for more power and 
longer life, have made 
LAUSON a favorite 

with engineer, 

designer, and, most 
important of all, 

THE CONSUMER! 
Investigate LAUSON ... 
write for full information 
about YOUR power 
requirements ... and 
the LAUSON engine 

YOU need .. . today! 


| OUTBOARD MOTORS 


PORTABLE ==, ENGINES 


A) (i 
4 = construc- 
(sm "m «tion 

fh @ work 


' garden 
tractors 


LAUSON job-design 
engines are perfect for 
the demands of hard 
working garden tractors 
- delivering many 
extra hours of trouble- 
free performance. 


for 


LAUSON engines are 
engineered for economy 


and eas —_ maintenance | 
‘e 


ct for the 
ru Od jobs needed in 
building or road laying. 


wr for all 
3 A) 

wim, Power 
a Li equip- 

7 AU le { ment 
Whether it’s sprayers, 
pumps, power lawn- 
mowers, or generators 
. » LAUSON has the 
right engine to 


do the job BETTER 
++ more efficiently. 


For Details, Write: 
New Holstein, Wis. 


DIAMOND DIAMALLOY ADJUST- 
ABLE WRENCHES, drop forged of alloy 
steel, light and strong—PLIERS, combina- 
tion, thin and bent nose—SIDE CUTTERS, 
light and heavy duty—LINEMEN'S PLIERS, 
with or without insulated handles—LONG 
and NEEDLE NOSE PLIERS—BATTERY 
and PUMP PLIERS—light and heavy duty 
NIPPERS—STAPLE PULLERS—SNIPS— 
some of the items from the Diamond 
Quality Tool Line. All cutting tools have 
electronically hardened cutting edges, ex- 
tremely hard edges but with tough jaws 


and handles. 


Sold by . 


leading 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. Duluth 7, Minn. 


jobbers 
everywhere 





Division of Hart - Carter Company 
In Canada: Hart-Emerson, Winnipeg 


THE LAUSON 
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List Price Weight Tip 
Each per doz. Size 


$3.65 12 Ibs. %” 
4.35 18 Ibs. 


Ct? MFG. COMPANY 


30 Cummington St., Boston 


THE 


POPULARLY PRICED to sell to 


with FREE spool of 
acid core solder 


Most in Demand, All Purpose 


Pistol Grip Soldering Iron 


* COOL, convenient pistol grip 

* RUGGED construction — two popular sizes 

* ENGINEERED for top performance 

* LONG LIFE heating element 

* HEAVY CHROME plate — modern design 

* APPROVED by Underwriters’ Laboratories and CSA 


15, Mass. 





Every Home Owner, Hobbyist 


and Mechanic 











YOUR CHOICE OF 








BOOST ROPE SALES THIS MODERN WAY 


It’s Handy Coils for extra sales—impulse sales! They're packed in a display 
box to sell rope right from your counter. They boost small rope volume — 
boost large rope volume. And Handy Coils cut your selling costs. You sell 
more—make more! 

Handy Coils are mill fresh—come to you in factory-sealed boxes. Both 
Manila and Sisal types are the very best quality made from the finest fibres 
obtainable. Rope sales mount up to worthwhile volume when you lead off 
with Handy Coils. Use coupon to get complete information. 


American Manufacturing Company, Brooklyn 22, N.Y. 
ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Lovis 4, Mo. 

Sales Offices: Boston * Chicago * Houston * New Orleans + Philadelphia + San Francisco 

i of Piotr: Ai eneatinnet unions peiggaaimmalmmaalas 


Please send complete AMERICAN MANUFACTURING COMPANY 
| information and delivery Noble & West Sts., Brooklyn 22, N. Y. 


| schedules about: Name 
| [CJ Handy Coils [) Manila | Company 


| 
| 
| C) Sisal C Handy Jute Address. 
Twines City ee am %. 


is cshins si ta sees ee Gk Mesamtny haar emacane ei aaorsio-ainap deaee mai seen anes 
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‘yA - V2 " 
diameter 


TWINES 


Seven popular “American Brand” Jute 
Twines are packed in Handy Boxes. They 
have the same sales advantages as Handy 
Coils. You'll sell lots more twine with 
Handy Boxes. 
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HARDWARE 





A. 


[Store ar 










hardware store in 
a shopping center 







Can you profitably use check-out counters, self-service 
displays, and such supermarket selling techniques 

in a hardware store? H. L. Kirchner says “yes.” This descrip- 
tion of his new super hardware store tells how he 

has adapted these methods to hadware merchandising 























Seur SERVICE, visual selling and open display are not new merchandising tech- 
niques. Long and profitably used to speed up hardware store turnover, they are given 
new emphasis and meaning in the newest of the Kirchner Hardware Stores opened 
recently in the Boardman Plaza Shopping Center in Youngstown, Ohio. 

H. L. Kirchner has developed in this new store these sales stimulants to their 
maximum and has created a store that is a:tually a super hardware market—complete 
with shopping carts and check-out counters; prices on every item of merchandise 
and every item on display where it can sell itself with a minimum of personal sales 
attention. 

While no comparative figures are as yet available, the size of the traffic the store 
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H. L. KIRCHNER 


pulls moves it from the experi- 
mental stage into a profitably op- 
erated business. Aud further, it 
offers to Mr. Kirchner certain ad- 
vantages that are not present in his 
other stores. 

Foremost among these advan- 


tages are: Sales costs are lower 
and customers are influenced to 
buy more. 


What makes this so evolves from 
the supermarket technique as ap- 
plied to selling hardware mer- 
chandise. In this article is the 
story of how Mr. Kirchner applied 
that technique. 

The store’s lay-out follows the 
supermarket pattern. The new 
Kirchner store is one of a group of 
stores that makes up a modern 
shopping center on the outskirts of 


LIGHTING | 


} 


| FIXTURES 
een 
[LIGHTING .| 
FIXTURES) 


SYFLINNOD 
LMO- WI3HD 


[aia) 
<4 uv ad | 
av. 


Avigsia | 


if 
[MONS || 


} 


sv? 
Ons 
; | ; 
i 
q 
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FIXTURES | ELECTRICAL 


ELECTRICAL } 


Uist iy rd Si 
{ PORCELAIN BARE: TE) 


{HOUSEHOLD GOODS [ 
[HOUSEHOLD GOODS | L_HO GO00S | 


TELEVISION 


Youngstown, offering free and 
ample parking space; an assort- 
ment of big traffic retail stores, in- 
cluding two super food markets. 
Next door is an A & P. 

The store itself is 65 ft wide by 
135 ft long and every part of it is 
on view through the visual all-glass 
front which stretches across the 
full width. Two glass doors pro- 
vide center-of-store entrance. 

Four check-out counters serve 
customers. At the left, as one enters 
the store are three check-out 
counters through which customers 
must exit after having selected 
their merchandise. A fourth check- 
out counter serves the rear exit, 
but this will be eliminated and 
moved to the front. 

Customers bring their purchases 
in carts up to the counters where 
cashiers are stationed who ring up 
the purchases on registers and 
wrap the merchandise or put it in 
a paper bag. At extraordinarily 
busy seasons such as the pre- 
Christmas period, extra personnel 
will take over the wrapping duties. 

A staff of three cashiers is em- 
ployed: one for the morning hours; 
two are on duty in the afternoon. 
In the evenings, the store’s busiest 
period, the full staff of three is on 
duty. 

Running across the front of the 
store from the check-out counters 
is a waist-high partition, set at an 
angle to guide traffic entering the 


Sp ESSERE ERT 


EAST 


TOP DISPLAY 
HOUSEWARES 


PLASTIC WOODS Aud GLUE] 
HOUSEHOLD GOODS 


[ HOUSEROLD GOODS. 


TT WASHERS RANGES 


MODEL SUPPLIES 
Bane lll it MB 
PLUMBING FIXTURES - CHROME | 


STEEL GOODS | BOLTS 


SCREWS 
DISPLAY LEDGE 


TOP 


WEST STOCK ROOM 


LEOGE 


NO HOUSEHOLD GODDS | 


GALWANIZED PLUMBING 


store to an open aisle at the right 
which leads into the tool and hard- 
ware department. This is the only 
direct entry onto the sales floor 
from the store entrance. 

This department is the only one 
which has its own check-out sta- 
tion and a salesman and assistant 
on constant duty. It is in this de- 
partment that Mr. Kirchner feels 
it is most desirable to have some 
one at hand to provide sales as- 
sistance in selecting the proper tool 
or equipment. 

And placing a check-out station 
there was also a means of checking 
pilferage of the many small and ex- 
pensive items on display. Conse- 
quently after customers make their 
purchases, it is rung up on the 
register, packaged and a receipt 
attached. Fasteners, for instance, 
are put into a bag, which is stapled 
closed. 

Customers are encouraged to use 
shopping carts. These carts are 
stationed at the front of the store 
so customers can take them as they 
enter. Additional carts are also 
placed at the various displays. 

To educate customers to use the 
cars when shopping for hardware, 
housewares, and other needs, each 
cart has a sign calling the cus- 
tomer’s attention to the fact that 
they are there for convenience in 
shopping in the store. Each cart 
also has a small plastic container 
to hold small items that might 


STOCK ROOM 


WHEEL GOODS 


CNwait | 
COUNTER 


REFRIGERATORS 


FAULT WEARS SUCKS GAs DTS 


SMOWYV ETI HM 
Sy S2K0UMS Won 


$0009 SNiDNOdS | 


MEN ||WOMEN 





Floor plan of the Kirchner store. Width is 65 ft and depth 135 ft. Note position of 
three check-out counters and how traffic enters through tool and hardware displays. 
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Only at the tool and hardware department is there a salesman 
on duty for here customers most frequently need sales guidance. 


otherwise slip through the bottom 
of the cart. 

And to encourage further the 
use of the carts, when a salesman 
helps a customer, instead of put- 
ting an item in his or her hand, it 
is placed directly in a cart. 

It is Mr. Kirchner’s contention, 
that as in a supermarket, because 
the carts make it easier to shop, 
customers tend to buy more. 

The key to sales is display. As 
in the supermarkets, display and 
merchandise combine to create the 
impulse to buy. This means that 
in the Kirchner hardware store, all 
merchandise must be put on dis- 





play as soon as it is received and 
all displays must be kept full at ail 
times with every item in its proper 
place and every item plainly marked 
with prices. 

There are approximately 35 open 
display sections on the sales floor 
in addition to the two long rows of 
wall displays. The fixtures were 
built locally using Reflector Hard- 
ware Corp. equipment and consist 
of three step-up shelf units above 
an open display base. Aisles are 
wider than average to allow room 
for the shopping carts. 

The wall display sections stand 
out from the store’s retaining walls 


to provide two stock rooms on both 
sides that run almost the full 135 
ft depth of the store. From those 
stock rooms it is a simple matter 
to refill display shelves. 

Selling that requires the mini- 
mum of personal sales attention as 
in this store, does not reduce its 
stock to a one quality, one price 
assortment. Comparison shopping 
and selection is still available as in 
other hardware stores where two 
or three brands and two or three 
price lines are available. 

But what is important is that as 
far as possible, recognized national 
brands be on display. This gives a 
great deal of the merchandise the 
advantage of having been “pre- 
sold.” 

Secondly, informative packaging 
or labeling becomes more necessary 
in this type of retail operation be- 
cause of its influence on the cus- 
tomer. The entire merchandising 
stress is at the point-of-sale. 

The salesman enters the picture 
only when his help is requested or 
it is obvious that it is needed. It 
is a point of store policy not to ap- 
proach customers unnecesarily. 

However, for the majer appli- 
ances, TV, radios, wheel geeds, and 
similar merchandise which are dis- 
played in quantity on the sales 
floor, direct selling is used and the 
salesman is as important a factor 
in closing the sale as the mer- 
chandise. 

Key of the system is pricing and 
ordering. Necessary to the smooth, 


It's self service in 
the paint section, 
too, where color 
markers help cus- 
tomers locate de- 
sired shades. 
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almost-assembly line operation of 
this store, is the system of pricing 
merchandise. Rare is the customer 
who isn’t interested in “How 
Much?” 

Every item in thé store is priced 
and prices appear on bin dividers, 
on display mouldings, and wherever 
possible. 

As soon as a shipment of mer- 
chandise is received, it is unpacked. 
The invoice goes to the office where 
it is retailed, and sent back to the 
receiving department. There each 
article has its retail price stamped 
on it, the pricing equipment being 
the same as commonly used in 
supermarkets. The markings wash 
off easily, so changes in price pre- 
sent no special problem. 

The price tickets that are in- 
serted into the shelf mouldings 
serve an additional purpose. They 
identify the item by name and also 
show a code which designates the 
supplier’s name and his number for 
the.article. This is to be expanded 
to show the page number in the 
supplier’s catalog on which the item 
can be found. 

That information speeds up re- 
ordering, for full display shelves 
are of utmost importance. 

Policing of stock and displays is 
a daily routine, accomplished every 
morning, which is the store’s least 
busy time. Then the supervisors 
check each display, noting those 
items that are getting low and need 

(Continued on page 135) 






Shopping carts ae 
are stationed at 
the front and in 
the various de- 
partments to en- 
courage custom- 
ers to use them. 
They result in 
"Buying up.” 
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Note neat arrangement of fittings by type and size. This is 
a must in every display in the Kirchner type of operation. 
And each item is price-marked. 
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Tax Saving Ideas 


Here are some practical suggestions that may 


save you money in your 1951 Income Tax Return 


That the income tax rates have 
been boosted for 1951 is certainly 
no news at this time. But there 
are lesser-known items in the 
Revenue Act of 1951 that may be 
news to you. And some have tax- 
saving possibilities that might 
wipe out the full effect of the tax 
hike. 

You will not be penalized if tak- 
ing your 10 pct standard deduc- 
tion, instead of itemizing your 
deductions (or vice versa), is 
cheaper. : 

Under the old law, your election 
of the way you take your deduc- 
tions—either by itemizing them 
or by using the 10 pct standard 
deduction—could not be changed 
after March 15. That sometimes 
penalized you because, on examin- 
ation, you or the Treasury might 
find that you made a mistake: you 
might have paid a lower tax if 
you had used the other way to 
take your deductions. You could 
not then switch to the cheaper 
method. Under the new law, you 
can change anytime within three 
years after you file—if that will 
give you a lower tax. 

A married person filing a sepa- 
rate return has three years more 

to reduce his tax by income split- 
ting. 

Under the old law, if you filed 
a separate return, you could only 
change to a joint return if you 
filed the new return by March 15. 
Now you are given three years 
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By J. K. LASSER 
New York 


after March 15 to correct the way 
you filed. Because of questionable 
deductions or losses, many mar- 
ried persons did not know which 
gave the lowest tax. 


Income Splitting 


Now you do not lose your right 
to a joint return if you file single 
returns first. But you cannot file 
a joint return when you paid a 
higher tax on a separate return 
for any year before 1951. 

Earnings of your dependents 
are increased before you lose the 
exemption. 

Formerly, you were denied an 
exemption for a close relative to 
whom you contributed more than 
half support—if his gross income 
was $500 or more. Now your de- 
pendent can earn up to $600. You 
still get an exemption for him. 


Sale of a Residence 


You pay no tax when you sell 
your residence in 1951 and buy or 





build a new home, if you’ll follow 
the rules given here. First, you 
want to understand some defini- 
tions: 

Residence is your principal 
home. That can be a trailer or a 
houseboat. If you have two homes, 
you have tax freedom only for 
your principal abode. Residence 
includes your cooperative apart- 
ment if that is tied up to stock 
ownership in the cooperative. You, 
your spouse, or both can own 
either the old or new residence. 
You get tax freedom when one 
residence is owned jointly and the 
other by one spouse only. But 
you. and your spouse must sign 
consents to be covered by all the 
rules on sale of a residence. 

Residence can include a place 
used partly for business. But 
then, following the acquiring of 
a new home, you get the tax free- 
dom only for the gain from the 
part used for your residence. 

Buying includes building, too. 
You must buy within one year— 
before or after—you sell your old 
home. Or if you build, you must 
start within one year before or 
after — and occupy within 18 
months after—your sale. 

Selling includes forced sales 
due to a casualty or condemna- 
tion. You don’t have to trace pro 
ceeds received from forced aban- 
donment. And you can buy before 
or after a government condemna- 
tion. 

If you sell and get a home—fol- 
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gained only if you pay less for the 
new home than you got for the Do you know— 
old one. Just follow the examples 
in Fig. 1 to see where you fit. You can switch from the standard 10 pct deduction to an itemized 
The same general rules follow deduction within three years of filing? 
2” rap bong. Z “A br _. “as How you may be able to save on taxes by income splitting, and for 
the old home becomes the cost of how long you may do so? 
the new. If you take some cash in What happens when you sell your residence under the new tax 
the swap, that is taxed—up to laws? 
it may Sold eunt ov cacy tor — How a partnership in the form of a gift is recognized for tax 
"4 If you put up some cash and swap, purposes? 
return the cash merely increased the cost Your taxes will be lower for 1952 if you are the unmarried head 
of your new home. of a household? 
When you sell or swap your new 
home after using the rules given 
here, you get the same deal—if 
more than one year passed since It’s immaterial how he acquired _ shifted $5,000 of family income 
the original sale. But any number the partnership interest. And it from a 42 pct to 48 pet tax to a 22.2 
of involuntary sales—due to doesn’t matter if he performs ser- pct to 24.6 pet tax. 
ersten so ae vices for the partnership or not. 
fren ae oa nd a _ As long as the new partner is Partnership Gifts 
reason for the sale of your old legally competent, it woes — A famil artnership will be 
residence. Just selling and buy- matter new a ne hae a iz at ‘. x pur i where 
ing within the year before or after year-old is just as eligible as s yp occ bi int r tb ift 
give you tax freedom. You do not oe Sa . : pe pe — ? te ts noe fons 
u’ll follow have to show that you sold be- . There’s a sizable saving in shift- gi : 0 A o | — A “4 
First, you cause of new location of employ- ing income from high tax brackets oes ° 3 : <i aaide wd to 
me defini- ment, fire or other casualty, con- to lower brackets. For example: rao pred inane interest 
demnation by government, or any A married man with one child in the partnership where capital 
principal other reason. operating a hardware store as an is an important income-producing 
ailer or a You do not have to occupy your individual proprietorship shows = ¢, 115, as it is in a retail hardware 
wo homes, old residence until the sale date. an vt an gg sc 4 i : 
only for Nor do you have to occu our exemptions 0 VU, Even wi 
Reniddnee new eh + on the cadines income splitting, the top $1,000 is Png oo aii pen 4 
ve apart- [| date. You can move into your new _—‘ taxed at a 48 pet rate. He decides pee he epedited fe compensa- 
to stock J residence—and temporarily rent to take in his son as a partner, j:0 5 1: services. This is in 
tive. You, J the old one before selling it. You giving him an interest that will  aaition to his share of the part- 
can own | can also temporarily rent the new = pay him $5,000 as his share of the. .ni, income coming to him as 
esidence. | after buying—but before your oc- _ partnership profits. a partner. Nor can the sharing 
yhen one cupation of it. The son’s payment for tax pur- of the net profits by the new part- 
y and the poses is reduced by his exemption ner after the deduction for com- 
ly. But A Partner's Tax of $600 and a standard deduction _ pensation to the donor be greater 
ust sign A partner is recognized for tax Of $500. Upon his remaining than the ratio of the gifted share 
y all the purposes if he owns a capital in- $3,900, he pays a tax at a rate to the entire partnership capital. 
ice. terest in a partnership in which 0f 22.2 pct and 24.6 pct. Of course, For example, a father’s gift to 
a place capital produces income to a ma- the father loses the exemption for a son of 25 pct of the capital 
a8. But jor degree. his son. But the process has can only give the son a 25 pet 
egy 3 of share of the profits, after the com- 
“aX . pensation allowance to the father. 
r That the only reason for the gift 
a os Fig. 1—What Tax You Pay When You Sell Your Residence is to cut the family taxes doesn’t 
year— You h mean a thing. But the transfer 
: tes of the partnership interest must 
your old or build Costof Your taxed be real. No sham ownership will 
9u must If you paid And you anew yournew  gainon split the family taxes. All the 
— 2S = old = it — residence = of old facts at the time of the gift will 
wee ~ con - PeEEneS & be scrutinized. That the donor 
» setts $10,000 $15,000 $16,000 $11,000 ¢ 0 keeps the big part of managing 
demna- 10,000 15,000 15,000 10,000 0 the partnership won’t by itself 
co pee 10,000 15,000 14,000 10,000 1,000 knock out the new arrangement. 
| aban- 10,000 15,000 9,000 9,000 5,000 
nefetl 10,000 9,000 9,000 9,000 1,000 loss* Death Benefits 
demna- 10,000 7,000 15,000 15,000 1,000 loss* The beneficiary of a deceased 
Not deductible employee can now receive up to 
e—fol- $5,000 without paying income tax 
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on it, if the payments are made 
under a contract. The tax freedom 
is given whether the $5,000 is paid 
in one lump sum or in install- 
ments. The designated beneficiary 
of the employee can be his wife, 
children, or anyone else he selects. 
He can name as many benefici- 
aries as he wants, but the tax 
exemption is given only to the 
first $5,000 paid by the employer 
in any one case. 

If more than one beneficiary re- 
ceives the payments, exemption 
for the first $5,000 is split among 
the beneficiaries. 

For the hardware retailer who 
operates as a corporation, this is 
an opportunity to pass $5,000, in 
what amounts to life insurance, 
of tax-free income to his wife or 
children. Officer-stockholders of 
corporations are employees. 

A corporation need only write 
up its minutes to authorize death 
benefit payments of $5,000. And 
an officer-stockholder in more than 
one corporation can arrange to 
have each one pay up to $5,000 
to his selected beneficiaries. The 
$5,000 tax exemption applies for 
each employer. A beneficiary can 
receive unlimited payments, tax- 
free, as long as not more than 
$5,000 comes from any one em- 
ployer. 


Medical Casts 


All medical costs are deductible 
by individuals 65 years of age or 
over. 

Ordinarily, the deduction for 
medical expenses is allowed only 
for what is spent over 5 pct of 
adjusted gross income. For those 
over 65, this limitation is com- 
pletely removed. Where you or 
your wife is 65, all medical costs 
paid can now be deducted. You 
cannot deduct all the medical 
costs of a dependent on your 
return. 

A dependent’s medical costs 
paid by those over 65 can be de- 
ducted only where they are more 
than 5 pct of his adjusted gross 
income. But the top. over-all 
limitation in total medical ex- 
penses has not been removed to 
those over 65, 

The Revenue Act of 1951 not 
only made changes in the tax law 
for 1951, but also contained im- 
portant changes that will affect 
the taxes that you will pay for 
1952. 

Taxes are still going up. 

Your 1952 tax will be even 
higher than your 1951 tax. The 
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new law also sets up higher rates 
for 1952. 

The maximum tax on long-term 
capital gains is raised from 25 pct 
for 1951 to 26 pct for 1952. 


Family Status 


If you are the unmarried head 
of a household, your taxes will be 
lower for 1952. 

You will figure your taxes on 
a special tax table. This will give 
you about one-half of the benefits 
that a married couple gets on a 
joint return. 

To be head of a household, you 
must: 

Be unmarried the last day of 
the year. 

Live in and pay more than one- 
half the cost of maintaining a 
household which is also the main 
home of: 

Your son, daughter, stepson, 
stepdaughter, or grandchild — 
even if they have gross income 
of $600 or more. 

Any person for whom you can 
get a dependency credit on your 
tax return. If your son, daughter, 
stepson or stepdaughter is mar- 


ried on the last day of the year, 
you must be able to claim them 
as dependents to get credit as 
head of household. That means 
they can’t have gross income of 
$600 or more. 

You will no longer be able to 
offset $2 of long-term gain with 
$1 of short-term loss. 

Under the old law, you divided 
your long-term capital gains and 
losses in half before netting them 
against short-term gains and 
losses. That meant that $2 of long- 
term gain could be offset by $1 
of short-term loss. 

Now, you offset all capital gains 
and losses against each other at 
100 pet. Then if you end up with 
a net long-term gain, only half 
of it will be taxed. And the 26 
pet maximum tax will still apply. 

But you will get one advantage 
you did not have before. Long- 
term losses will be taken into ac- 
count at 100 pct. In effect, there 
will be no difference between a 
long- and a short-term loss. You 
will be able to use the entire long- 
term loss to offset $1,000 of other 
income and carry forward to the 
next five years. 








Aisle Display of Cutlery and Flatware 


% 





Knives, scissors and flatware are shown in this front-of-the-store location 

at the Kitz & Pfeil store in Oshkosh, Wis. The ledge below the swinging 

panels is utilized for showing flatware sets, highlighted by indirect 
fluorescent tube illumination. 
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Lawn and garden supplies window, with low back, permits sidewalk passers-by to 
see not only these bulky and high units of sale but also the interior seasonal showings. 
A carpet of artificial grass added atmosphere to the window. 


Up-Front Display Booms 
Lawn and Garden Sales 


People visiting Skandia Hard- 
ware at 327 7th St., Rockford, IIl., 
will always find seasonal lines up 
front. Typical of this policy are 
the lawn and garden goods displays 
shown in these pages, as used early 
last year. 

Well before the first real rush of 
spring goods buying the firm’s lawn 
and garden department had a full 
window, with very low back, to 
show large units of sale, including 
fertilizer spreaders, lawn rollers, 
lawn mowers, fertilizer and seed. 
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Low back window display featuring mowers, spreaders, 
rollers, seed and fertilizer supplements large showing 


inside store. 


Skandia Hardware’s policy of placing 


seasonal lines up front pays off in sales 


For quite some distance back the 
store emphasized in its floor dis- 
play more seed, hand and power 
mowers, rollers, lawn sweepers and 
fertilizer. 

To provide this open display sev- 
eral display islands were moved 
further back in the show room. In 
effect much of the front of the store 
became a lawn and garden exhibit. 

All lawn and garden goods items 
were shown in one group, with 
ample aisle space to permit free 
access to all parts of the display. 


Practically all people visiting the 
store were impelled because of its 
grouping to give this display a 
rather thorough examination. Many 
made good purchases immediately. 
Under guidance of William Peters, 
president, and his brother, Richard, 
vice president of the concern, the 
idea of up-front emphasis on lawn 
and garden goods really pays off 
in numerous sales. 

Directly behind the half-back 
window area were piled many bags 

(Continued on page 168) 
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Caricature of 
Hank the Handy- 
man as used in 
store ads tying 
in with TV pro- 
gram. 





How “‘Hank the Handy Man’ takes video audiences 

into a homeworkshop and through various depart. 

ments of Butter Hardware to encourage shopping in 
Milwaukee store 


When a retail hardware firm cre- 
ates a character and brings him, as 
a living person into many homes it 
has an unique means of telling the 
story of its merchandise and ser- 
vices. 

Butter Hardware of Milwaukee 
has recently been using just such 
a character as the focal point of its 
TV advertising in the person of 
“Hank the Handyman.” Hank dem- 
onstrates and describes methods of 
doing numerous home repair jobs 


The scene is 
Hank's home- 
workshop (TV 
studio set) as he 
and his friend, 
Tom Mercein, 
right, talk about 
repairing storm 
sash and screen. 
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over station WTMJ-TV from 11.00 
to 11.15 Sunday mornings. 

Hank appears on TV screens 
wearing a white apron with the 
name Butter Hardware emblazoned 
in big black letters across its front. 
He does a variety of jobs in his 
home workshop set up in the stu- 
dio. In other sequences still shots 
taken in different departments at 
Butter’s store at 1730 S. 13th St., 
Milwaukee, tie in the wares and 
services of the concern in this in- 
teresting and unusual program. 

After more than six months on 
TV the firm, according to Earl 
Butter, president, does not hesitate 
to say that the program has been 
one of the best advertising ideas 
that the firm has yet tried. Com- 
plete cost of the program runs from 
$250 to $300 per week, but its re- 
turns so far have been well worth 
that expenditure. 

Casual in its approach, the Hank 
the Handyman program shows its 
chief actor in a basement workshop, 
complete with cluttered work bench, 
and such added atmosphere as 
youngsters who run in and out of 
the shop during the program. In- 
formal patter about local projects 
helps varied causes and adds 4a 
homey touch. His companion is 
Tom Mercein, a neighbor needing 
details on how to do small repair 
jobs. 

With his technical knowledge of 
mechanics, engineering and wood 
working, plus his avid interest in 


small ho 
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small home projects, Hank is able 
to simplify many jobs around the 
house so that viewers can perform 
them correctly and quickly. 

Hank is the sort of person who 
can put up a shelf, mend a chair or 
repair a leaking faucet. He does 
all of the small repair jobs around 
the house that are too small to in- 
terest carpenter, plumber or other 
professional service man. His TV 
companion, Tom Mercein, needs 
the details of small repair jobs ex- 
plained. Thus the two men visit 
informally, while holding, handling 
and using a variety of hardware 
store products. Over the TV chan- 
nels they show how to repair every- 
thing from storm sash to children’s 
toys. 

The Mautner Agency, Milwaukee 
advertising agency, prepares the 
script each week with Hank and 
Tom studying it thoroughly. Both 
men are urged by the agency to ad 
lib whenever the opportunity is 
presented. Thus basic script mas- 
tery, plus the ad libbing, gives the 
program an easy, informal and 
pleasing tone. Hank has become a 
real personality to many Milwau- 
keeans because of his thorough in- 
structions concerning tasks which 
face almost every homeowner. 

Customers of the hardware store 
frequently visit Butter’s on Mon- 
days to purchase supplies to tackle 
repair jobs which they saw Hank 
demonstrate on a Sunday program. 
His name is mentioned frequently 
by customers from outlying areas, 
too, Mr. Butter reports. 

On one TV program, Hank re- 
glued a chair for Tom, explaining 
every step, including the sand- 
papering of the old glue surface, 
allowing the new glue to set slight- 
ly and then applying clamps for 
proper pressure. 

The correct type of ladder to 
purchase for various purposes was 
the subject of another program. 
Tom wanted to know why he 
shouldn’t paint his ladder, and 
Hank carefully explained that a 
transparent wood preservative was 
better, because it would not cover 
up wood flaws, as a coat of paint 
might do. The correct angle at 
which to place a ladder from an 
outside house wall was discussed. 
Hank told Tom that roughly a dis- 
tance of 25 to 30 pct of the length 
of the ladder was a safe distance 


Paint and its application are 
discussed in this scene taken 


at the store. 
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One of the stills used to show different parts of the Butter 


store. 


wy. 





Here Hank and Tom discuss electrical appliances. 








Hank talks builders’ hardware with his friend in 
Butter's builders’ hardware display section. 
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FOR YOUR SUGGESTION! 


Received your idea for my TV show and I think 
it’s a dandy. However, since my program is 
only 15 minutes long, I just won't be able to work it in 
this time. Thanks tho’ for your interest, and 
be sure to send me other ideas you'd like to see 


on “HANK THE HANDY MAN”’ 


P.S. If you take this card and stop in at 
Butter Hardware, the folks there will have a 
small gift for you. Just tell them Hank sent you. 


i Butter Hardware e 13th St. just south of Mitchell 












Hank's personalized answer to Milwaukee viewers who have sent 
in suggestions. Printed in sepia ink on a government post card, 
it offers a gift to the recipient. 


to place it away from the wall 
without straining the outside sup- 
ports. 

Detailed instructions such as this 
concerning many home repair and 
service jobs, plus merchandise and 
tool purchase requirements, keep 
homeowners interested in watch- 
ing this TV program. 

Commercial material for the 
show is carefully written to make 
viewers feel that Butter Hardware 
is the most complete home service 
center in Milwaukee, because Hank 
uses it as his headquarters for buy- 
ing tools, paints and appliances. 

Each Hank the Handyman show 
is carefully planned around six 
points. First, timely subjects are 
picked according to the season and 
the family’s special interests. 

Second, because television is vis- 
ual, demonstration is the most im- 
portant part of the show. Hank does 
not discuss anything which he can- 
not thoroughly demonstrate with 
the correct tool and equipment. 

Third, commercial tie-ups are co- 
ordinated with the subject for the 
day, showing helpful lines that will 
make patching screens easier and 
more complete, or which will make 
the man of the house’s job of re- 
pairing a broken down table easier. 
National brands are stressed when 
possible. 

Fourth, simplicity of instruction 
is imperative. Only subjects that 
can be thoroughly demonstrated are 
used, because televiewers are said 
to concentrate more on the visual 
part of the program and do not 
hear as well as they do when listen- 
ing to the radio 

Fifth, each show is carefully 
planned with the assistance of 
Butter Hardware’s department 
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heads. When the show for a par- 
ticular week deals with painting, 
Hank and the head of the firm’s 
paint department go into confer- 
ence a week ahead of time. 

By pooling all of Hank’s knowl- 
edge and the technical knowledge of 
the department head, a script is 
written by the advertising agency 
to stress basic information that the 
customer needs to know. The most 
successful methods, for example, of 
holding and using a paint brush, 
spreading the paint, and using un- 
der coats, are sifted and trans- 


formed into simple demonstrations 
slanted to the televiewer. 

Sixth, the last step and one of 
the most important in making up a 
successful television show is in 
preparation and rehearsal. The 
actors go over the script often 
enough so that they know its con- 
tents well enough to find opportuni- 
ties for ad libbing. This is a vital 
factor in maintaining the informal 
friendly air of the program. 

Actually only 2 minutes, 15 sec- 
onds are devoted to straight com- 
mercials on the show. But the 
the commercials are so well inte- 
grated that the viewer is not too 
conscious of its inclusion in the 
program. The show opens with an 
informal shot of Hank or Tom put- 
tering around in the workshop get- 


ting ready for Tom’s morning 
lesson. 
Hank the Handyman has no 


theme, card or identifying film to 
acquaint the audience with the fact 
that Butter’s show has begun. In- 
stead, the idea of an informal 
Sunday morning is carried out com- 
pletely with the opening remarks 
slanted to the welcome of all neigh- 
bors to the workshop. 

It is after the first minute of 
chatter that Butter’s identifying 
scroll is unrolled to the camera in- 
dicating the sponsor’s name, ad- 
dress and a few remarks stating 


(Continued on page 141) 


Plumbing Goods Bar Simplifies Selling 


With this 12 by 7 ft. chrome plumbing 





goods bar, Tustin Hardware Co. in 


Tustin, Calif., avoids unnecessary handling of these items. Customers can 
examine 10 faucets in three price ranges, plus a shower head and arm, lava- 
tory faucets and a dishwashing attachment. Ray Aunger, proprietor, is shown 


with the display. When items on displ 


ay are the last in stock they can be 


x 


quickly removed from the bar for delivery to a customer. 
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How We Build Store Traffic 


In this report a dealer tells how his firm, 

previously confining its efforts to implement 

selling, entered the hardware business and the 
steps it is taking to attract traffic 


By RAYMOND R. BORST 


Borst Bros. 
Hardware and Implement Dealers 
Auburn, N. Y. 


When we decided to add hard- 
ware to our farm equipment busi- 
ness, we found that we had two 
points in our favor—a ready-made 
trade which came to our store 
regularly for farm machines, 
parts and service; and we were 
far enough from the crowded 
center of town to have ample free 
parking. 

We also had a big problem. 
While the rural population was 
well aware of our location, we 
needed to let the city residents 
know that we handled more than 
tractors and corn planters. Here 
are the different ways by which 
we are trying to solve this prob- 
lem. 

We have held a series of frozen 
food demonstrations at our store. 
Through newspaper and radio ad- 
vertising, phone calls and _per- 
sonal letters the public has been 
invited to attend. The freezer 
manufacturer sent a trained home 
economist to conduct the meeting. 

These meetings are well at- 
tended by women from both the 
city and country. While they are 
at the store they have ample op- 
portunity to inspect our refriger- 
ators, freezers and freezing ma- 
terials as well as other kitchen 
and household items. 

We build goodwill by making 


space in our store available for 
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all kinds of meetings both night 
and day. The local Kiwanis Club 
uses it for its annual chick grow- 
ing project which brings both 
business men and rural boys to- 
gether. The 4H Club holds regular 
maintenance classes in our shop 
and we gladiy supply mechanics 
to train the boys. 

All of these meetings have 
definitely acquainted more city 
people with our hardware stock 
and have brought in sales. 

As our hardware division began 
to grow we found that it was im- 
possible to keep up the stock with 
the existing staff. We needed a 
hardware manager and found our 
man in Fred Rosecrans, a college 
graduate with a degree in busi- 
ness administration. The hard- 
ware business was as new to him 
as it was to us and so he is grow- 
ing up with that end of our busi- 
ness. 

All hardware purchases have 
been turned over to him and he, 
in turn, feels a direct responsi- 
bility to see that these items are 
sold. This calls for sales promo- 
tion which is also part of his work. 

For several years we have had 
an early morning broadcast over 
a radio station in nearby Syra- 
cuse. We had never previously 
used this service to the best ad- 
vantage. Now Mr. Rosecrans sends 





RAYMOND R. BORST 


weekly letters to the broadcaster 
and with these letters go circulars 
on new items which we have taken 
on, or items which are seasonal. 
This is a folksy program which 
mentions the names of customers 
who have been in the store, talks 
about our store personnel, and in 
general, tries to develop human 
interest type commercials. 

When the customer finally comes 
into the store, the crucial moment 
arrives. 

How do we treat him? 

We try to treat him as we our- 
selves like to be treated. Pleasant- 
ness and sincere concern over his 
requests are top requirements. We 
do no high pressure selling but 
do call to his attention new items 
which we have in stock. We try to 
do a little extra for each customer. 
During the spring season we give 
free zinnia seeds to each lady. 
Throughout the year, every child 
visiting the store goes away with 
a lollypop in his mouth. 

However, all of this goodwill 
building will not keep a customer 

(Continued on page 130) 
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New Store Designed to Draw 
More Women Shoppers 
























It took a fire to make Cantril’s Paint & Hardware of 
Fort Madison, Iowa, move to new quarters. Modern 
fixtures and lighting help in sale of more giftwares and 
other household goods appealing to both farm and 
town women. In this Hardware Age Picture Tour are 
illustrated sections of a 25 by 55 ft. display room in 
which neat but compact departments make a hit with 
men as well as women shoppers 
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Rear portion of new store for which all fixtures and the floor aes were provided 
by W. C. Heller & Co. Continuous strip fluorescent lighting brightens the store. 
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Up-front display 
of dinnerware 
and other fancy 
gift lines is a > 
magnet for more 


feminine trade. nat ae mer 
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it with 


Edward R. Cantril, owner 
of the store, and an em- 
ployee at the cutlery 
case. A high turnover 
rate is obtained in this 

section. ; 








Customers head- 
ing for the hard- 
ware sections 
aw the electric 

usewares dis- 
play in the fore- 
ground. It is not 
unusual for a 
group of women 
loo fi ng for 
shower gifts to 
pool their funds 
to buy higher 
priced items such 
as toasters and 
irons, when they 
see this display. 


EB 
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New Store Designed to Draw 


More Women Shoppers 


Te 


* 


Between better quality gift lines and utility house- 
wares is a compact display of sporting goods and 
other items of interest to men and boys. 


Continued 


Excepting juvenile goods on the ledge and a sec- 
tion of items of interest to women, this entire wall 
is given over to hardware and tools. Wide aisles 
help to make the store a pleasant place to shop. 
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With Expansion in Giftwares 


Housewares and hardware sales 
have increased in direct relation 
to giftwares since Gus and Ruth 
Bock opened their new and attrac- 
tive gift department in the base- 
ment of their Lansing, Ill., hard- 
ware store. 

The opening of the new, modern, 
and expanded gift department of 
Gus Bock’s Hardware, 3455 Ridge 
Road, Lansing, IIl., late in Septem- 
ber, has resulted in new records 
in customer traffic for the store. 

Housewares and _ appliances 
have been getting better attention 
since such merchandise is dis- 


Opening of bright basement gift department 
focused more interest on housewares and 
appliances in Lansing, Ill., store 


played on the walls of the stair- 
way to the brand new basement 
giftwares department. 

This store has shown steady im- 
provement in merchandising tech- 
nique and sales volume since the 
Bocks took control nearly 10 years 
ago. 

One of their first innovations 
was an investment of $25 in gift 
merchandise. This was the begin- 
ning of the department which by 
1950 had become one of the most 
profitable in the store for the 
space it occupied. 

Until last summer, Ruth Bock 


had used 24 ft. of wall space on 
the street level hardware store to 
display a dozen dinnerware pat- 
terns and several major lines of 
china, metal and wood decorative 
accessories. 

Experience had convinced the 
Bocks that they would do well to 
open a large, well-merchandised 
giftwares department. 

For some time, the Bocks had 
been considering their basement, 
which had always been used for 
storage only, into a sales section 
for additional lines. In 1950 they 
took the first step in this direction 





The decorative accessory displays are opposite the table settings. 
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with the opening of a toy depart- 
ment in a small section of the 
basement. By summer, 1951, they 
decided to use the remainder and 
the largest portion, for a gift de- 
partment. 

To offset the loss of the base- 
ment storage area, the Bocks built 
an annex to the back of their 
street level store, and thereby 
added many feet to their hardware 
merchandising area at the same 
time. 


Gift department 
merchandise dis- 
plays such as this 
are shown on the 
first floor to call 
attention to the 
downstairs gift 
department. 


The Bocks underestimated the 
public interest in their modern 
basement store. As part of the 
opening festivities they planned to 
give every visitor to the new gift 
department a choice of a china 
ashtray or a glass bonbon dish. 

In ordering these gifts, Mrs. 
Bock consulted the manufacturers’ 
salesmen about the quantities 
needed for the opening. Having 
studied the area and its giftwares 
potential. in advising Mrs. Bock 


we 


on how to stock her new depart- 
ment, these men told her that 
about 800 or 900 souvenirs would 
be sufficient. She ordered the larg. 
er quantity, in order to be on the 
safe side. 

By the end of the first day, a 
Friday, the supply was completely 
exhausted. For Saturday guests 
they ransacked the store’s stock 
for small gifts as they wanted to 
give something to everyone. Over 
2,000 gifts were given away to 
those customers who were able to 
push their way into the over- 
crowded basement store where 
the gifts were distributed. 

Even more gratifying to the 
Bocks than the fact that the sales- 
men had underestimated the open- 
ing days’ crowds was the fact that 
they also fell far short in their 
advice on inventory. 

The original stock order for the 
gift department, which was ex- 
pected to be enough to meet the 
Christmas trade, was nearly de- 
pleted by Nov. 1, and Mrs. Bock 
had to reorder. 

The basic reason for the suc- 
cess of the new gift department is 
that the Bocks have a sound knowl- 
edge of who their customers are 
and the kind of merchandise they 
prefer. 


Table settings are the most effective 


way to sell china, crystal and silver. 
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The store is located in the heart 
of the ‘large industrial Calumet 
region, embracing Hammond, Ind., 
and Chicago’s southeast side. It is 
the midwestern hub for the steel, 
automotive, petroleum “nd chemi- 
cal industries. 





Moderately Priced Tastes 


The tastes.in' the Calumet type 
of community, Mrs. Bock has 
found, are leaning toward moder- 
ately priced, modern merchandise. 
Important influences in this trend 
are such mass media as slick mag- 
azines, metropolitan daily news- 
papers and television. 

On the basis of this Mrs. Bock 
set up her gift department with 
more than 80 pct of the merchan- 
disé in the modern theme. Because 
of the mass media influence, the 
accent in the giftwares depart- 
ment, as well as in the hardware 
store itself, is decidedly on na- 
tionally-advertised, name brand 
merchandise. 

Pricewise the range runs from 
low to medium, with practically no 
high priced items on display. In 
dinnerware, starter sets begin at 
$4.95 and the top limit is $15.95 to 
$16.95. 
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It was decided that a large se- 
lection of merchandise is neces- 
sary in the store’s market, in order 
to achieve best results. With the 
opening of the new department, 
Mrs. Bock jumped immediately 
from a selection of 12 dinnerware 
patterns to 40, and is planning to 
add others. More than a dozen 
different glassware patterns are 
shown. 

The new fixtures in the base- 
ment store have adjustable glass 
wall shelves which set upon base 
cabinets which have concealed 
lighting units to provide illumina- 
tion from below, as well as above. 

The wall shelves are interspaced 
with made-to-order shadow boxes 
which serve the double purpose of 
breaking the monotony of a long 
row of shelves and balancing each 
other in their placement on three 
walls in the department. 

Two large island displays fea- 
ture the more popular decorative 
accessories. 

Mrs. Bock has found table set- 
tings to be her most effective way 
to display the merchandise in the 
giftwares department. Invariably, 
she finds that the patterns dis- 
played in the table settings are 










the ones which sell the best. This 
has led to the logical practice of 
rotating the patterns used in the 
table settings. The same thing ap- 
plies to decorative pieces which 
are used to advantage with place 
settings. 


Color Used to Advantage 


The colors used in decorating 
the gift department are in keeping 
with the most modern trends re- 
ported by stylists of the consumer 
magazines. The three main walls 
are painted in blending solid 
colors, burgundy, blue-green and 
grey, while the shadow boxes are 
finished in contrasting pastel 
shades. 

Despite the time and effort spent 
in creating a beautiful giftwares 
department, the Bocks have kept 
in mind that their store was pri- 
marily a hardware store and they 
will always measure the success 
of any line or department, in terms 
of how it adds or detracts from 
their hardware business. As a re- 
sult of their first few months of 
experience with their new depart- 
ment they realize that the new 
department is a great asset to the 
hardware business. 





This shelved entrance to the gift department faces the basement toy department, 
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Showmanship 
Increases Store Traffic 


Bill Francis, who operates Bill’s 
Hardware, an Our Own store at 
St. Peter, Minn., never misses an 
opportunity to put on a show for 
his customers. It enables him to 
introduce his merchandise to more 
people in a hard-hitting sales way, 
and his box office proves that his 
method is successful. 

For instance, when he learned 
that it was possible for him to 
have Our Own Hardware’s radio 
program star Bob De Haven ap- 
pear at his store, he quickly ac- 
cepted, because it was an oppor- 
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This dealer puts on a show—radio broadcasts from his 
store—exhibits at local fairs to build customer traffic 


tunity for him to put on a live 
show for his customers. 

He knew that many of them had 
been listening to the “Our Own 
Hardware” radio show over Sta- 
tion WCCO, Minneapolis, and liked 
it. He also knew that many people 
in the St. Peter vicinity had never 
seen a real radio program broad- 
cast from a studio. 

A store broadcast was the next 
best thing, and so Mr. Francis ad- 
vertised the event far and wide 
throughout his area. He and his 
clerks also told neighbors and 


customers about it. Thus when 
Bob De Haven and his troupe ar- 
rived at the hardware store to put 
on their broadcast, they found not 
only a store jammed with anxious 
people, but a crowd outside. 
“They peeked through the doors 
and windows whenever they could 
and the big crowd enjoyed the 
broadcast,” comments Mr. Francis. 
“It goes to show that people al- 
ways like a good show, and Bob 
De Haven gave it to them.” 
Insofar as sales were concerned 
during the actual broadcast, there 
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Putting on a show for customers 
makes a mass introduction of 
merchandise possible. Broad- 
casting the Our Own Hard- 
ware Company's program from 
Bill's Hardware, packed the 
crowd outside and in, where the 
program's star interviewed cus- 
tomers. 


weren’t any, because the owner 
and clerks were watching the 
show too. But before the pro- 
gram and after it, cash sales were 
excellent, and the store won many 
new customers that day. 

“Lots of people came to me 
after the show and said they en- 
joyed it,” says Mr. Francis. “It 
proved to me that people will 
really turn out for an affair of 
this kind.” 

He also never fails to exhibit 

at the annual Nicollet County 
Fair, St. Peter, which the en- 
thusiastic fair secretary labels as 
“The Biggest Little Fair In The 
Country.” The fair officials are 
anxious to get a good business 
representation so they rent booth 
space at $10.00 each in the build- 
ings where produce and other en- 
tries are put on exhibit. 
Mr. Francis usually takes two 
exhibit spaces each year; featur- 
ing home appliances in one booth, 
and in the other, displaying farm 
goods, for he caters to a fine farm 
trade. 
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And putting on a show also takes in the local state fair where 

Bill's Hardware generally has two exhibits—one for farm goods 

that interest the farmer. and the other for home conveniences that 
lure his lady. Above is the farm goods display. 


Mr. Francis finds that he is able 
to trace definite business to these 
local fair exhibits. One year, one 
man who was building a home 
came to the booth the first day of 
the fair and placed an order for 
$600 worth of equipment. He said 
he noticed the store handled just 
the kind of water system he 
wanted. 

“‘We have a man on hand in the 
booth area all during the fair,” 
declares Mr. Francis. “It is sur- 
prising how many farmers will 


come and talk to him. They’ll ob- 
serve the many farm products we 
handle and soon there will be a 
discussion going with our repre- 
sentative about water systems, 
and milking problems, or other 
farm projects. When this happens 
it gives us an opportunity to learn 
more about ways in which our 
merchandise can help meet the 
farmers’ needs.” 

Mr. Francis regards the sales 
prospects uncovered at a good 


(Continued on page 157) 
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The Corral is rental headquart- 
ers for the residents of Austin, 
Tex. It is also the branch appli- 
ance outlet for the Calcasieu 
Lumber Co. of that city, and is 
not only responsible for an aver- 
age of $500 monthly in rental 
charges, but also for a good slice 
of the firm’s annual volume of 
nearly a million dollars. 

While the Calcasieu company 
has been supplying hardware, 


Carl Olson, manager of The Corral, hands a rental 
customer a pen with which to sign a rental agree- 
ment for an appliance. Rental incomes average 
about $500 a month for this Texas store. 


Average $500 Monthly 


This store has a rental plan for big ticket 
appliances that makes good its investment 


in trade-ins and “last year’s’’ models 


household, and building supply 
needs (it is actually a one-stop 
shopping center) to Austin house- 
holders since 1883, its appliance 
branch, The Corral, is only five 
years old. 

The volume-building appliance 
sales and rental service was de- 
veloped through regular promo- 
tions; classified advertising, occa- 
sional display advertising, radio 
spots, and by direct mail. For the 





About 90 pct of the rentals are repossessed or 

trade-in models which are inexpensively recondi- 

tioned by the firm's own expert repair shop. This 
keeps rental profits at a maximum. 
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latter, the services of an adver- 
tising agency specializing in di- 
rect mail are retained to write 
letter copy and handle the mail- 
ings to classified lists. 

These lists are classified into 
the groups which would have most 
need for The Corral’s large appli- 
ance stock, on purchase or rental; 
state legislators who come to the 
city for five or six months during 
the year; university students; new 
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ICANT WAIT ANOTHER MINUTE, PAL. IVE JUST 
GOT TO SEE THAT REMINGTON 722 CHAMBERED 
FOR THE 222 REMINGTON CARTRIDGE ! 






































THE OLD WASH POT... 






















isn't so far out of date. Neither is the old flat-iron you set on top 
of the fire to heat. Neither is the hot water tank on the old wood range... 


Cranky old washing machines are just as bad. So are the old electric 
irons'that won't heat one minute, and scorch your clothes the next. And a hot- 
water heater that’s cold just wher you need it, makes you wish you had a good 
old tank in a wood range. 


But really, there's no sense worrying when all you have to do is go 
down to THE CORRAL ard select a washing machine that will wash your clothes 
with eight changes of water, and damp-dry them for you. Neither should you 
worry about the hot water when a faithful heater is there for you to come and 
get. And as far as t ironing goes, THE CORRAL has a mangle that will turn 
the all-day job of ironing into two hours of fun. 





THE CORRAL is your special place. Bargains are rounded up for you 
beforehand, because all the boys are constantly on the lookout for the best 
buys in new ani used appliances especially suited to farm use. 


THE CORRAL has your special price. It’s the place where you can pey 
cash and receive a special discount. It’s the place where you can make the 
lowest down payment. It’s the place where you pay the least amount of inter- 
est. It’s the place where you get the longest terms. IT'S THE PLACE THAT HAS 
JUST THE SERVICE FOR YOU. IT’S THE PLACE THAT HAS JUST TH& APPLIANCES YOU NEED. 


Electric and gas ranges, heaters and water heaters, washing machines, 
electric irons, mangles, refrigerators and freezers, fans and air conditioners, 
radios...anything you are going to need, for any time of the year. 

Make THE CORRAL your plece to buy appliances in Austin. It's already 
your store. Come in at any and all times for appliances, for service, or just 
to say “howdy.” 

Sincerely yours, 


Roy E. a Sales Manager 


Biggeal Betguine fos the Home 
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RENTAL AGREEMENT N° 23 
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The undersigned ) 
described persona! property, 10. wit 


ereby acknowledges) receipt from The Corral, hereinafter referred to as lessor, of the following 


Kind of Appliame "Machine No. ae ) ei Serial Number" 
the tithe to which is and shall remain in lessor, and for the rental of which I/we agree to pay to the lessor, at its olfice im Austin, 





Texas, the sum of $ in cash, the receipt whereof is hereby acknowledged by lessor, 


of each month 

during which possession of sid personal property is retain = ), who ‘hens 1% same 
is no defoult is in the perlormance of the ’ come ot cy metho Sl {— Se Fh lessor does a deal tts ‘veture 
Uf any lastaliment of ses oa not paid when due, the amount co delinquent shall bene jas iebinn ease na deen 


of 10% per 
Leste | poe to return the sbove described personal property to lessor in good order and condition, ordinary.wear and tear 
to remove the Austin, Texas, without written consent lessor 
theta y chattel hereby rented te ond shall @ ‘ontinue to be personal property, even though it may AA 4 Sched "0 realty ig 
If the lessee(s) shall {si1,t0 comply with any of the terms and conditions herein stated, lessor demand 
the chattel hereby rented, the lessor, of any agent, servant, or cauploven of ts selection, shell teoapen, fine Gasvand the saturn of 
mediate possessic or of the chove dented nas I Prop wherever found, and may enter the premises of the lessee(s), or any other 
muses wl personal property may be, and search for the same, and, if found, thereot and remove said property to 
ery place = aay and in the event lessor ne possession of said property, whether by force or otherwins lento salle 
al 0 _lessee(s) in any manner of to any extent whatever, and lesseeis) pressly waives: claums 
lessee(s) may or might have against by reason of any ouch retahing. sdetsabiescian ee 







pects) it. og tental agreement and not to sublease the personal property hereby rented, without first pro- 





" vices of an attorney in order to collect hereunder or to enfi 
any of the pro recs) t to le ’ + 
Wats ase hereon) agrees) 40 uy 0 lessor a reasonable sasbts smsenoy’s fen, Cie cho tom tenant ose ae 

Executed this - day f___. . 195 

~ Corral Representative i a ei Lenawee “ 


THE STATE OF TEXAS } 


Bef. 
COUNTY OF TRAVIS lore me. the underngned authority, on this day personally appeared 


COUNTY OF TRAVIS j 





bushand and ha ion, the samwe fully explained to her, she, the said knowledged 























Advertising builds 
up rentals—and 


ii al ase te ia rs a oa aes oat" =e | Many of Austin's 
Civen under my hand and seal of office, this day of. ~ ——+ 106 an 

; citizens are part- 

Notary Public, Travis County, Texas time res i a en t S. 

" 

legisl 
THE STATE OF TEXAS } state egis ators, 
, Before nw, the undersigned authority, on this dey personally appeared 


eye 
the military or 
th of nove 
ime to be the person wiv mame is subscribed to the foregoing instrument, and having been examined by me privily and apan hom" yte students. Classi- 
- ° 
re a st and deed, and declared thet she had willingly signed the same for the purposes and consideration fied and display 


Given under my hand and seal of ullice, this CS eon Hee . 198 ads, as the one 
————— above, are used 
to attractrenters. 


< 


Rental customers 
make good sales 
prospects for ap- 
pliances. An im- 
portant phase of 
the store's pro- 
motional effort 
to convert rent- 
ers into buyers is 
direct mail letters 
such as these. 


a 


Copy of the 

rental agreement 

used by The Cor- 

ral. This form is 
in triplicate. 


> 





teachers and professors, and mili- 
tary families within a 30-mile 
radius of Austin. 

Among the rental charges that 
contribute to the $500 monthly 
total, for instance, is a $5.00 mini- 
mum per month for a reconditioned 
trade-in refrigerator. There’s also 
a $5.00 delivery and installation 
fee on each rental. That’s profit- 
able business, when The Corral 
need spend only $12 to $15 for 
repairing and refinishing a trade- 
in refrigerator, in addition to the 
trade-in allowance. 

The Corral also rents higher 
priced equipment at monthly 
charges of $7.50, $10, and as much 
as $12.50. It even rents brand 
new refrigerators (previous year’s 
models) at 33 cents a day, which 
the store advertises as_ being 
cheaper than ice. Generally, 
rental fees are set at a rate which 
amortizes the store’s investment 
in the appliance in about 18 
months. 

About 90 pct of the appliances 
which are put out on rentals are 
repossessed, damaged, or trade-in 
models. These are repaired and 
cleaned by The Corral’s own ser- 
vice staff, which makes rentals 
particularly profitable because 
labor and material costs can be 
held at a minimum. 

But rental is not the end goal 
of the store’s service, for a rental 
customer is an excellent sales 
prospect, and so all promotional 
guns are turned upon renters to 
convert them into buyers. In ad- 
dition, an outside salesman is em- 
(Continued on page 162) 





| You Can RENT this New... 


1-H REFRIGERATOR 
FOR ONLY 33: A DAY 


AT THE CORRAL 
AUSTIN’S RENTAL 
HEADQUARTERS 


Yes, you con hove this beoutiful, convent 
ant refrigerator to use in your home tor just 
@ few conts @ dey. A pertect opportunity 
i# you ore not permanently settled, or if 
you do not want to buy right now. And it's 
@ wondertul refrigerator thet gives you 
huge shelf area ond the right kind of stor 
gC, yet tokes up bettie floor space. 





@ Holds 35 tbs. of frozen food 
@ Liclusive Build-ia Bettie Opener 
@ Meat Frigidrewer Holds 1444 tbe 








Coll or coma by the Corral today! See how © 24 Sell Arengemente 
cory Wt is te rent © new refrigerator... © Trensperent Plastic Crisper 
for « few doys ... or as long os you need it! 


Vv 
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NATIONAL 
LOCK: 


is available 
promptly from 


your regular faite turnbutton locks, 
supplier conclusively proven by the enthusiastic acceptance of building 


There's extra appeal in the line of NATIONAL LOCKset key locks, 
privacy locks and knob latches. This has been 


Rilehi-iglelMmelaleMMalelgoh Zela-MMiil-lcaslelsi Mam cit] (el-1a Mel gall i-tataelite Matetet sie 
sumers. Why don't you investigate NATIONAL LOCKset today? 


| Distiactive Havdwave... Wl From Ve ra 
IN. NATIONAL Lock OFeR\ 8-7-0. 4 
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Rockford, Illinois Merchant Sales Division 
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Because success in selling so often‘ 
depends upon skillful buying, every 
hardware merchant can profit by 
stocking Hall-Wessel rust-proof 
Hardware Specialties. They win 
consumer-preference! There’s the 
sales appeal of exclusive beauty .. . 
beauty of functional design en- 
hanced by smeoth-as-silk finish in 
brass, chrome, bright zinc or ebony. 
There's sales-appeal in the rugged 
impact and tensile strength of light- 
weight, pressure-cast zinc alloy. 
There's sales appeal in the sensible 
price tags and the handy and mod- 
ern packaging. Call your jobber 
today. Learn all the reasons why 
genuine Hall-Wessel Hardware Spe- 
cialties are matchless for value. And 
write for our catalog . . . sent FREE 
if you mention your jobber's name. 


2116-26 W. NICHOLAS ST. 
PHILADELPHIA 21, PA. 


Canadian Sales Agents: 
Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 
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How We Build Store Traffic 


(Continued from page 117) 





@ 4H Club boys and girls, at Borst's, with free chicks i them by the 
g 


local Kiwanis Club. Adults standing are, left to ri 


t: Wilbert Spier, 


Kiwanis vice president; Raymond R. Borst, hardware and implement 
dealer; Rev. 18 Philbrook, Auburn Kiwanis president; Kenneth Borst; 


E. M. Winc 


happy if we haven’t the merchan- 
dise he wants. If we haven’t got 
it we try to get it, without delay. 
Many times this means calling a 
wholesaler in a distant city and 
getting a rush shipment. Some- 
times it actually costs us money 
to make such a sale, but it is good 
advertising. 

Fred Rosecrans is constantly 
alert to future needs of the cus- 
tomers. After one or two inquiries 
about a certain item, he will put 
in a small stock of it. Many of 
these are not fast moving products 
but the customer is always more 
than pleased to find them in our 
store. They are not always big 
profit items but often the fact that 
we have them puts the customer 
in the mood for a larger sale. 

Just the other day a man came 
into my office holding a short sec- 
tion of roller chain. “I looked all 
over town for this type of chain,” 
he said, “Finally someone said 
‘Try Borst Brothers’ and you had 
it. Next time I’ll come here first. 

“Say, by the way, how much is 
that power mower I noticed out 
on the floor?” 


ester, Cayuga County Director of 4-H activities. 


We sold him the mower. Ap- 
parently we are accomplishing our 
purpose through the above ideas. 





A Real Sale 


Tape recordings of interviews 
with customers in stores were 
broadcast later from street loca- 
tions by merchants of Oshkosh, 
Wis., to publicize a recent Appre- 
ciation Sale. The stores were deco- 
rated in their most festive manner, 
a little German band toured the 
streets in a truck playing soothing 
music, and values were properly 
advertised in advance. Most mer- 
chants did an excellent business. 





Mothers’ Day Jamboree 


More than 1000 mothers of the 
Mattoon, IIl., area were honored at 
a Mothers’ Day Jamboree held 
there last year. There was a big 
entertainment free for mothers, 
with many acts of amateur talent 
at a local hall, gifts for mothers 
and other features. 
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PROFESSIONAL 1068 


MODEL and PATTERNMAKERS P 







LANES 


Another new 


inet oo aE Millers Falls 

» i canta ae MADE FA 7 
MILLERS Self-Selling 

Display Package 


— 


ape MAKERS 

woaayieTs 

CRASTSMEN 
Oren 





Length: 312” 


yn Width of cutter: 1” 
lement 
Borst; 
S. 
ver. Ap- 
hing our 
ve ideas. 
No. 3304 PLANE DISPLAY UNIT 
For years, the No. 33 Block Plane has sold to professionals by the 
terviews thousands as a standard shelf item. Now, in the new, colorful display 
Ss were package illustrated above, sales will multiply many times over. 
et loca- It’s a naturai impulse-sale item, perfectly adapted to modern, self- 
Ishkosh, service selling. Designed and introduced specifically for Hardware 
Appre- Week, this new package will be permanently available to build sales 
re deco- on the No. 33 for you. 
manner, The No. 33 is sturdy and well built — with solid tool steel cutter — 
red the razor-sharp, honed and ready for use. It’s ideal for use in close 
oothing quarters, for edging, shaping curved surfaces and many other plan- 
roperly ing jobs. It has wide appeal for home owners, hobbyists, craftsmen, 
st mer- carpenters, modelmakers and patternmakers. 
1ess. Order several of these new display units from your jobber. Take 
advantage of the heavy consumer advertising planned for Hardware 
Week and the powerful selling effect of this new display package. 
oree 
No. 3304 Display Unit Weight Price per Unit 
voy 2 complete with 4 No. 33 Planes Approx. 2 Ibs. 


$4.00 
el SPECIAL PRICE FOR $356 


talent 


others | MADE IN U.S.A. BY MILLERS FALLS COMPANY GREENFIELD, MASS. 
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Selling the Trailer Camp Market 


To the imaginative hardware 
dealer the trailer camps in his com- 
munity suggest a big market for 
regular lines he has always carried 
as well as for numerous specialty 
items. 

Morgan Van Tine, a hardware 
dealer in Inglewood, Calif., sees 
trailer residents as a market. It is 
estimated that the more than 190 
trailer camps in his trading area 
have in excess of 10,000 residents. 
Currently he has a $5,000 inven- 
tory in trailer equipment on which 
he is getting a $25,000 a year vol- 
ume. In addition to this turnover 
on specialties he sells more than 


How a California hardware dealer does a big volume 
in specialties and regular stocks by catering to 
trailer camp residents 


10 pet of his regular stocks of gen- 
eral hardware and paint lines to 
trailer camp residents. 

Looking at the trailer camp mar- 
ket from another angle, his store 
serves as many as 40 trailer resi- 
dents on an average business day. 
Sales made to these 40 customers 
include not only trailer specialties 
but also an infinite variety of goods 
commonly bought by owners of per- 
manent homes. Many of these cus- 
tomers browse through the entire 
store and buy many items on im- 
pulse. 

A display ad in the classified tele- 
phone book has helped attract 


many trailer owners to Van Tine’s. 
Word of mouth advertising has 
spread the news of the trailer de- 
partment. On the front of the store 
the firm’s neon sign calls attention 
to the fact that it offers trailer 
supplies and repair service. 

“Our trailer camp residents buy 
all kinds of hand tools, housewares, 
dishes and cutlery. Many of them,” 
says Mr. Van Tine, “buy garden 
equipment to dress up their small 
lawns.” 

Among the more than 200 special 
items the firm offers for trailer 
residents are: windows, dollies, 
wheels, electric brakes, traffic 





Morgan Van Tine, right, in the trailer supplies department. In his hand is a trailer kitchen faucet. 
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HESE rugged Barcalo tools are priced 
ADDITIONAL WRENCH SETS right and ‘‘Field Tested’ to meet the 
THAT SELL FOR PROFIT! universal demand of your customers. The 


open end has standard 15 degree angle. 
Box end has the popular 12 point style 
that allows an entirely new grip every 
30 degrees. Sturdily forged from Barcalo 
eS ~ “Special Analysis” tool steel for extra 
strength, extra toughness. Attractive 


5-PIECE BOX WRENCH SET. 6-PIECE OPEN END WRENCH 
Ten popular sizes, 3g” to SET. Sizes 94” to 1”. Built bright, rust-resistant Barcalite finish. Tool 
7%”. Extra length forextra to last— priced to sell. 
leverage...Sets wrapped Scientifically heat treated. 
individually. Sets wrapped individually. 


sizes plainly marked on each end for easy 


identification. 
ee a 


BARCALO MANUFACTURING COMPANY, Oe ee Se ee ee, ee 
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Van Tine’s 


PHONE ORCHARD 1-2705 





On THE Curve 


HARDWARE AND PAINT SUPPLY 
936 W. MANCHESTER BLVD. 


INGLEWOOD. CALIF 


The firm's unique busi- 

ness card features 

some of its varied 
lines. 








lights, bumpers, refrigerators, 
toilets, stoves, bottle gas tanks, cop- 
per tubing and fittings. Special 
lighting fixtures, sinks, faucets, 
towing hitches and angle-jacks are 
also stocked. There is heavy de- 
mand for auto body paints and the 
firm has had to increase its stocks 
of these finishes by 50 pct. An in- 
creasing demand for brushes, sand- 
paper and other painting needs has 


necessitated the purchase of in- 
creased stocks for the paint sec- 
tion. 

A year ago, for a smart outside 
activity, Morgan Van Tine commis- 
sioned an experienced trailer worker 
to do trailer repair service. 

For special convenience to the 
trailer customers, the man em- 
ployed, Wally Mason, operates two 
of his own trucks full-time to go 


| 


around the camps fixing the plumb- 
ing, roofs, floors, windows. He 
charges his own fees, and receives 
a special commission and merchan- 
dise discount from the store. In 
return his two trucks carry the 
Van Tine Trailer Supply & Repair 
Service signature on their sides. He 
encourages customers to visit the 
store and turns in sales leads to 
the firm. 

Says Mr. Van Tine, “Wally Mason 
draws about 70 pct of the trade in 
major appliances for trailers. As 
there is always some service work 
to do he also does most of the de- 
livery work on such equipment.” 

As good as business in trailer 
supplies and equipment is, lack of 
space has been a detriment to the 
store which has but a 60 by 80 ft. 
salesroom. Mr. Van Tine believes 
that if he had sufficient space he 
could easily double his current 

(Continued on page 166) 


Wisconsin Store Proud of the Brands It Sells 





SCHLAFER'S 


A VAsOUS Manet in HARDWARE POS OVER TT YEARS! 





WE CHALLENGE ANY STORE IN AMERICA 


TO OFFER YOU A MORE REPRESENTATIVE LINE OF 


. _ Nationally Known Brands Of Quality Hardware Items 


then we carry in stack! This is your assurance of quelity, satistection end service! (Every item corvies 0 dependable menutecturers guarentee! 
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- pen ene tomorrow! 
© meaty Pomene 


© Ley ewer 





Even though this reproduction of a double-truck newspaper advertisement is greatly reduced, it hasn't lost 

much of its impact. It attracted wide attention when it was run in the Appleton, Wis., Post-Crescent, as 

the annual New Year's ad of Schlafer's, large hardware firm of Appleton. Ed Maples, who prepares the 

firm's advertisements, started collecting the trade marks from the numerous manufacturers represented in 

the ad six months before it was run. This ad should help make Schlafer's a strong contender in the annual 
Brand Names Foundation contest, now being judged. 
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A Self Service 
Hardware Store 


(Continued from page 109) 


refilling from surplus stock or by 
reordering. Spot checks are also 
made throughout the day. 

To avoid unnecessary work, a 
simple method has been devised to 
indicate when an item on display 
is on order. A red thumb tack, 
placed at the display location sig- 
nals to the staff that the item is on 
reorder. 

Personal selling is a subsidiary 
function. Despite the size of the 
store (65 ft. wide by 135 ft. deep) 
it requires only a staff of 12. This 
is about 50 pct fewer people than 
would ordinarily be needed, Mr. 
Kirchner estimates. 

This represents a big saving in 
selling expense and _ practically 
eliminates the problem of training 
a large sales force, or of finding a 
great number of capable salesmen. 

Of the staff of 12, three are 
cashiers who work at check-out 
counters. A salesman and an assis- 
tant are in the hardware and tool 
department, while the remaining 
members are on the sales floor and 
consist of salesmen and floor super- 
visors. 


Duties Do Not Overlap 


Their duties do not overlap. 
Supervisors do not sell, nor do the 
salesmen supervise. Salesmen ap- 
proach the customer only when 





summoned or when it appears nec- 
essary, as for instance when it 
seems that a customer is hesitant 
about making a selection between 
two items. But once the required 
help has been given, the salesman 
leaves the customer free to shop 
around at will. 

Supervisors roam the sales floor 
as observers, directing customers to 
various departments. Each of the 
merchandise sections is plainly and 
clearly numbered, the numbers 
being visible from all parts of the 
store. Should a customer ask a 
supervisor for sales help, he does 
not give it but instead summons 
one of the salesmen. 

Pilferage is no problem. Accord- 
ing to Mr. Kirchner, his pilferage 
losses are negligible; in fact. small- 
er than in his down-town Youngs- 
town store. His new store, he feels 
offers a psychological deterrent to 
pilferare, which stems from the 
awareness of constant floor super- 
vision. Since the supervisors’ du- 
ties are so clearly defined by the 
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McKINNEY 


DESIGNERS AND MANUFACTURERS 
OF QUALITY HARDWARE SINCE 1865 
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McKINNEY 


COMPANY 






MANUFACTURING 





1400 Metropolitan St., Pittsburgh 33, Pa. 





Here’s your chance to cash in on 
the famous SOLDER SEAL name, 
now building new hardware 
customers with its strong-selling 
national advertising . . . eye- 
catching packages and displays 
—plus long-profit pricing that’s 
too good to miss! 

For the big, new profits these 
leaders deliver, ask your jobber 
about the SOLDER SEAL LINE to- 
day! 






NATIONALLY ADVE 
IN MAGAZI 
AND NEWSPAPE 































A whole line of these new business builders, 
backed by SOLDER SEAL’S 25-year reputation for 
top quality! 

























SEALMASTER SEALMASTER SEALMASTER 
TANK BALLS BOWL RING FAUCET WASHERS 
Bigger, better. Easily installed. Popular assortment. 
Guaranteed Fits all bowls. Finest rubber. 
4 years. 














TITESEAL FUEL-TONE LIQUID WRENCH 
Famous family of improves combustion. Melts rust away. 
compounds for Eliminates spot. Deodorized. 






all-purpese sealing. 


RADIATOR SPECIALTY COMPAN 


1ATOR SPECIALTY COMPANY OF CANADA, LTC 














HARLOTTE NORTH CAROLINA © RAL 
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store’s policy, the sales floor is al- 
ways under observation. 

He also believes that the class 
of trade served by the Boardman 
Plaza store presents less of a pil- 
ferage hazard. 

There is more than just point-of- 
sale selling. This supermarket op- 
eration has not eliminated one of 
the most valuable selling techniques 
available to hardware stores—dem- 
onstration. The area at the front 
of the store, just behind the en- 
trance, is large enough to permit 
appliance demonstrations in cook- 
ing and laundering; in the use of 
the latest electric housewares, and 
other lines. 

For example, in the period prior 
to Christmas, a table was set up at 
which action toys were demon- 
strated. Each toy had a number 
corresponding to its display location 
in the store. Then when the dem- 
onstration had influenced custom- 
ers to buy, the demonstrator had 
only to provide them with the dis- 
play section number, and the cus- 
tomer could get the item without 
any further sales effort on the part 
of the management. 

Demonstrations of all types of 
merchandise will continue to be as 
much a part of selling in this store 
as its self-service features are. 


Three Cashiers Needed 


Mr. Kirchner sums it up. His 
new store is a success, he believes. 
His proof is in the heavy stream 
of store traffic which at its peak re- 
quires three cashiers to check-out 
customers. 

It is also his belief that the use 
of shopping carts, the vast, open 
expanse of merchandise on display, 
the neatly arranged displays al- 
ways filled with merchandise among 
which customers can shop freely, 
making their own decisions and 
own selections, influences them to 
buy more. 

His sales costs are reduced. As 
noted, a staff of 12, including the 
store manager, Clifford Hawkins, 
can run the store as a supermarket 
hardware operation. Otherwise, he 
would need at least 27 salespeople 
on the floor. 

But nothing is perfection and his 
experience, successful as it has 
been, has already illustrated some 
slight changes he would make in 
the physical lay-out. 

Were he to do it over again, he 
would eliminate the center entrance 
to the store, replacing it with two 
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'° AMERICA’S FIRST “5S & 


One of a Series of Historical Advertisements Illustrating Progress in the Housewares Field 
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10” OPENED, 1879, IN LANCASTER, PA. o! 
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From the.day when Frank Winfield Woolworth first 
laid out his counters of pins and needles, dippers and 
dustpans — 5¢ — the limited price variety store grew 
fast. The variety chain was successful because it 
helped make it easy for the American public to acquire 
the necessities and niceties of living. 


For the past half-century, Autoyre’s progress has in a 
small way paralleled the growth of America’s mass 
distribution media. Autoyre bathroom and kitchen 
accessories have always been leaders in the volume 
market because they have always been designed and 
priced to provide better everyday living for everyone. 


COMPLETE, MATCHED LINES OF ACCESSORIES 
FOR BATHROOM e KITCHEN e CLOSET 


The Autoyre Company ¢ Oakville, Connecticut 








300 Handyman’s 


sold by 
one store 


CARR HARDWARE, AMES, IOWA 
(Pop. 22,898) 


Can you match this record? In a community 
the size of Ames, turnover like this is out- 
standing. Yet Carr Hardware is no isolated 
case. From coast to coast, hardware stores 
report that their customers want this practical 
book . . . use it to save money by doing their 
own home repair and improvement jobs. 
Properly displayed and sold, it has proved its 
power to produce substantial immediate profit 
. . - but tie-in sales made through store-wide 
“Handyman’s Headquarters” promotions can 
be even more important to you. 


SOCSSSSSSSSSSHSSSSSSSSSSSHSSSSSSSSSSSHSSSSSSSSSSSSSSSSSSSSSSSSSCSSSEOSSESESSSESESEE 


_.. another 
best seller 


that sells for you!—— 









Starting a chain-reaction, every volume sold 
builds business volume throughout your store- 
inspiring new handyman projects and increas- 
ing demand for countless hardware store items 
needed to complete them. Are you sharing 
these profits? 

Free display material jis available for promo- 
tions featuring both Handyman’s and Garden Books: 
Banners, pennants, full-color posters, giant books, 
product stickers and tags, newspaper mats, other aids. 
Ask your wholesaler for promotion material order 
form, or write Better Homes & Gardens, 2122 Meredith 
Bldg., Des Moines 3, Iowa, 
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Interior display features giant book and other products. 


N ow timed for Spring profits Better 
Homes & Gardens offers you another big pro- 
motion designed to make your store the 
community garden center and build business 
in tools, seeds, fertilizers and other equipment. 

Already pre-sold through powerful national 
advertising and the prestige of Better Homes & 


Part of eye-catching window showing tie-in hardware items. 


Gardens, this new Garden Book shows your 
customers how to enjoy more beautiful gardens 
and lawns with less time and effort. 

Don’t miss this money-making opportunity. 
Order your free display material now, and 
contact your wholesaler to make sure you have 
adequate stock for Spring selling. 


America’s Biggest Garden Book Value $399 retail 


order BOTH of these best sellers from your wholesaler now 
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KING COTTON CHALK LINE is a volume 
sales item and it has a variety of spring 
and summer uses. Check the above sug- 
gested applications and you'll realize 
what a GOOD sales item this can be. 
Our Chalk Line is packed in an attractive 
blue and yellow display box that is a 
real merchandiser. 


Why not write for the King Cotton 


Catalog? 
Ki 





105 DUANE STREET °* 


Seed Planting 
Plant Staking 
Lawn Edging 
Mason’s Line 
Hedge Trimming 
Layout Lines 
Fishing Lines 
Net Repairs 






® Mason's Line 

© Chalk Line 

® Cable Cords 

© Venetian Blind Cord 
® Twine 





6 ws Pat OFF 


CORDAGE 


JOHN H. GRAHAM & CO. 





NEW YORK 8, N. Y. 






INC. 










A Self Service 
Hardware Store 


(Continued from page 136) 


entrances. One, to serve in effect, 
as the exit. And instead of having 
customers enter the display aisles 
through the hardware department, 
he would have them pass through 
it on their way to the check-out 
counters. 

But nevertheless in his super 
hardware market, Mr. Kirchner, 
who is a director of the American 
Hardware Supply Co., Pittsburgh, 
is definite that he has found a prof- 
itable, relatively trouble-free meth- 
of of hardware retailing. 


Bonus Money 


To promote a recent Dollar Day, 
retailers of Perry, Iowa, used spe- 
cial bonus money. Each merchant 
donated some new or some shop- 
worn merchandise which could be 


auctioned off. Customers visiting . 


those stores were given bonus 
money which they could use in buy- 
ing this auctioned off merchandise. 


Senior Day 


When Oklahoma City, Okla., in- 
vited high school seniors to visit 
that city last spring for Senior Day, 
more than 200 responded. There 
was a big entertainment, sightsee- 
ing and an outdoor dancing pro- 
gram. All Oklahoma colleges and 
business institutes joined in the 
event, explaining services. 
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HARDWARE HUMOR 
By Hardware Age 


GARDEN SUPPLY 














"Afraid I'm not interested in those. 
It's just shrubbery | want to cut— 
we don't raise prunes.” 
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TV Program Helps 
Build Business 
(Continued from page 116) 


that it is Milwaukee’s most com- 
plete home service center. 

To give strength to the commer- 
cials, impact photos of Hank and 
Tom in various departments at 
Butter’s are used now and then. 
As the men talk about the tool de- 
partment, for example, a picture 
showing them in the Butter tool 
department is flashed on the 
screen. 

Bringing the informality of the 
program right into the store is an- 
other major part of Butter Hard- 
ware’s long range advertising plan. 
In each department of the store 
candid photos of Hank and Tom are 
posted in prominent spots so that 
customers will recognize them. 


Newspaper Campaign 

In conjunction with television, 
Butter Hardware uses a newspaper 
advertising campaign. One column 
by 3-in. ads with a caricature of 
Hank the Handyman are used as 
weekly reminders of the date and 
time of the show. A monthly roto- 
gravure advertising campaign is 
also being initiated, designed to 
stimulate interest in Hank and 
Tom. 

Through the medium of televi- 
sion, officials of the Butter firm 
believe that they are demonstrating 
how various household repair and 
service jobs can be done by the cus- 
tomer in his home, and that advice 
and merchandise on each task can 
be supplied at the Butter store. A 
sharp increase in sales on many 
products advertised on their TV 
show is pretty good evidence that 
their TV advertising has high 
appeal. 


Clergy Day 


Clergymen have an important in- 
fluence in every community and 
need to be fully informed on all 
phases of American life. Merchants 
of Ludington, Mich., recently held 
a Clergy-Industry day during which 
clergy of all denominations were 
invited to tour manufacturing 
plants in the city. In the evening, 
after a banquet, a speaker repre- 
senting the manufacturers and 
merchants gave a resume of the 
activities of the day and their value 
as a guide for annual events of a 
similar nature. 
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LOK strove Pipe 


The “hottest” stove pipe seller in 
the field today! The original stove 
pipe with patented locking feature that 
snaps closed quickly, easily ...the only stove 
pipe made of famous Parkersburg Blue Steel. 




















Shipped nested, 25 to carton. A wide range of sizes available. 






MASTR-LOK ELBOWS 


Shipped nested, 12 to a special octago- 
nal carton that takes /ess room to stock 
... gives you cleaner, dent-free elbows. 















FAST-SELLING LINES THAT 
HELP YOU ‘PAY THE RENT” 





America’s Largest Selling Blue Steel 
KITCHENWARE 







The only trade-marked, nationally promoted line in its price bracket 
—the favorite with economy-minded women for generations! 


NEW 4 PIECE PORT-O-OVEN 


now packed with separate inside single loaf pan 


© top of stove potato baker 
© food warmer and crisper 
@ in-oven roaster and baker 
@ all-purpose outdoor grill oven 
and baker 
A best-seller when it was 
packed with three pieces — 
a “must stock” now that 
it's packed with four! 
Shipped nested. 
Retails at about 


$1.59. 
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“HEAT INDICATOR” 
















DRIPPING PANS 
8x10x2% 12x 17x 2% 
10x 14x 2% 16x 17x 2% 
Packed 1 doz. to carton 





BISCUIT PANS 
9x 14x 1% 


Packed 1 doz. to carton 


















SINGLE LOAF PANS 


5% x 944 x 2% Packed 1 doz. to carton 






DOUBLE 
ROASTERS 


No. 2(8x12x6) No.6(11x 16% x8) 
Bs = No.4(10x15x7) No.7 (13x 18x 8) 


Packed 2 doz. to carton 













Send for 
Price List — 

















» THE PARKERSBURG STEEL COMPANY 


PARKERSBURG, WEST VIRGINIA in. - 
The home of “‘blu pride” Steelware nati. 




























A few moments’ reading time will show 


you how to preserve good will and how 


to avoid expensive law suits. 


Shoplifting —«a Million Dollar Headache 


Shoplifters are sensitive people. So, even if you 


are right, you still can be wrong unless you know— 


Shoplifting cost American mer- 
chants last year a total of $100- 
million dollars, with one New 
York department store reporting 
the staggering loss of a million 
dollars’ worth of merchandise for 
the single year. Add to this the 
cost of maintaining an adequate 
detective staff and it is easy to 
see that this peculiar public quirk 


cuts an uncomfortable annual 
slice from profits. 
How to combat this _profit- 


stealer successfully is of impor- 
tance to all merchandisers since 
few business seem to. escape 
the light-fingered gentry. As a 
matter of fact so widespread are 
these depredations that many 
stores allow a definite percentage 
on their inventory for’ these 
losses alone, for with crowded 
stores and shortage of clerks, 
pilfering has increased 50 pct in 
the past few years and promises 
to go even higher. 

But aside from the problem of 
plugging up these leaks is the 
added one of exercising care in 
handling such cases to prevent 
possible loss of good-will and law- 
suits. 

When a person is observed con- 
cealing an article, the best ap- 
proach is for the clerk to walk 
up briskly and inquire: “May I 
wrap the electric shaver for you?” 
This serves notice on the customer 
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© How to handle a suspect 


© When to stop a suspect 


© How to cut down temptation 


that the clerk is aware of what 
has been appropriated. In many 
cases the accused will produce the 
article. 

If he, or she as is more often the 
case, makes a sweeping denial of 
any charge of theft, there is a 
very definite risk involved in ap- 
prehending the customer and re- 
covering the merchandise. There 
is always the possibility of mis- 
taken identity in which the ac- 
cused may seek legal redress. 

Not long ago clerks noticed a 
woman shopper slyly pushing 
small items into her umbrella. 
This went on for several days 
until a playful clerk couldn’t re- 
sist turning the umbrella upside 
down. The shopper wilted be- 
neath the shower of goods. Was 
she embarrassed? Indeed no. She 
threatened to sue, claiming her 
intention to pay! 

The clerk didn’t know that 
while a person is in the store, no 
accusation may be made of illegal 
possession. As stated above the 
customer can always maintain 
that she had intended paying for 
the merchandise. 

Once she is outside the store 
and off the premises, the charge 
can be made. But extreme caution 
must be exercised. This is a seri- 
ous step, and it must be based on 
certain knowledge. As soon as a 
theft is noticed, keep a watchful 





eye on the slicker for a moment’s 
lapse of attention may be just 
what the culprit needs to either 
replace the stolen article or pass 
it to a confederate. 

It is risky indeed to make an 
accusation and then be unable to 
discover the merchandise on the 
person of the accused. 

In such a situation try the “Yes 
... But” trick. A flat contradic- 
tion of the accused’s statements 
can have but one result. It makes 
him boiling mad. You appear to 
agree with what he says, when 
you use the “Yes... But” trick. 
It takes the raw, sharp edge off 
the incorrect accusation. You mol- 
lify him by seeming to agree. 
Then by launching your counter- 
attack from the springboard of the 
“Yes ... But” answer, you are in 
a position to make the _ irate 
customer see your side without 
prejudice. 

Look for a spot of agreement, 
then begin to work out a settle- 
ment from there on in. 

Don’t say that “we will have 
to check up on this.” This implies 
that you further question the ag- 
grieved’s honesty; and indeed that 
you think he is a crook who must 
be investigated. A fast disposal 
of the issue is not only sound busi- 
ness practice because it means 
that less of the store’s time is 
being consumed in an unprofitable 
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affair, but it impresses and pleases 
the innocent shopper. And it re- 
tains his business. 

This article does not imply that 
every customer who enters a place 
of business should be regarded 
with suspicion. It does mean-that 
personnel should be alerted and 
have complete control of the store 
by constant surveillance. 

The best defense against the 
light-fingered gentry is to present 
a store atmosphere that is not 
conducive to theft. Since articles 
in the front of a store seem to 
provide the greatest incentive to 
theft, this should be kept in mind 
when setting up floor, counter and 
island displays. 

Small items should be arranged 
high so that their removal can be 
spotted from any vantage point in 
the store. 

Professional shoplifters work 
where there are crowds and where 
they think they may operate with- 
out being noticed. During busy 
periods clerks should be warned 
to wait on customers as quickly 
as possible. 

While waiting on one, the clerk 
should say something to the wait- 
ing customer like “I’ll be with you 
in a minute.” 

The fact that a clerk has spoken 
directly to a customer, acknowl- 
edging her presence, is often 
enough to discourage an incipient 
case of theft. 

Many shoppers have no idea 
of being dishonest, but circum- 
stances inside the store may 
swerve them. For example, where 
the service is slow, a buyer may 
select an article, then grow irked 
waiting for someone to accept the 
purchase; price and wrap it. In 
disgust and as a sort of revenge, 
the customer pockets the article 
and walks out. 

Every line of business seems 
to suffer from the loss of the 
small but expensive items. These 
should be housed in displays that 
top the regular aisle and island 
tables, in the heavy traffic areas 
of the store. 

In shoplifting—as in other busi- 
ness woes, the remedy lies more 
in prevention than in cure. Losses 
of many kinds can be kept at a 
minimum by alerting employees to 
the need for eagle-eyed watchful- 
ness; by insisting on prompt and 
efficient service and by setting up 
displays with these factors in 
mind. 

It is the professional who gets 

(Continued on page 148) 
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Lach must pass 
Searching SCREEN 7esxs 


No aspirant for Hollywood stardom undergoes more searching 
and exhaustive screen tests than Gold Strand Wire Screening. 

Rigid standards of testing and inspection insure that Gold 
Strand Screening will give long-lasting resistance to corrosion 
and other destructive effects of weather and time. 

Gold Strand Insect Wire Screening® is supplied in Galvanoid, 
Aluminum and Bronze and is manufactured in strict accord- 
ance with U. S. Department of Commerce Standard CS-138-49., 

For additional information write our nearest sales office or 
consult your classified telephone directory. 


THE COLORADO FUEL & IRON CORPORATION — Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION — Oakland, California 


WICKWIRE SPENCER STEEL DIVISION — Atlanta, Boston, Buffalo, Chicago, 
Detroit, New York, Philadelphia 


GOLD STRAND 


(FI INSECT WIRE SCREENING 


PRODUCT OF AMERICAN WIRE FABRICS CORPORATION 
SUBSIDIARY OF THE COLORADO FUEL AND IRON CORPORATION 
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Contacts Make Sales 


A weekly survey of its trade 
area keeps the Leeds Hardware 
Co. in touch with the sales poten- 
tial in its territory. Result—ex- 
tra business that has led to an 
annual volume of more than $70,- 
000, and from a community of 
3,500 in Leeds, Ala. 

Leeds Hardware is owned by 
Harry “The Hat” Walker, former 
National League ball player, and 
now manager of an International 
League team, who during the ball 
season turns management of the 
store over to G. W. Fulmer, his 
father-in-law. 

The year before last, according 
to Mr. Fulmer, the firm sold an 
estimated $12,000 worth of build- 
ers’ hardware, roofing. paint, and 
other builders’ supplies (not lum- 


It?s personal contact that sells for the Leeds 
Hardware, a store that does a volume of more 
than $70,000 in a town of 3,500 


ber) as a result of the weekly 
surveys. 

Here’s how it’s done. Each week 
one of the store’s staff, either Mr. 
Fulmer, Bill Jones, a salesman, or 
Huley Minor, who doubles in 
brass as service-salesman, tour a 
10-mile area looking for signs of 
building activity. When it is 
sighted they make a_ personal 
contact with either the _ con- 
tractor or the owner of the prop- 
erty. 

Even when they contact a con- 
tractor on a big job, they fre- 
quently get some business from 
him despite the fact that he may 
get his major supplies from near- 
by large cities. A case in point 
was a contractor who was break- 
ing ground for a new plow fac- 


tory in Leeds. As a result of a 
call by one of the store’s staff, the 
contractor visited the store and 
left with a purchase of $25 worth 
of tools and supplies. 

But maintaining close touch 
with building activity is only one 
method of tapping extra business 
which in the aggregate means big 
business for the Leeds Hardware. 
Three other business-getters are 
used to attract store trade. 

Once a year the firm circular- 
izes all the farmers in its trading 
area with a paint promotion. 

Home owners are circularized 
with promotion on roofing and re- 
lated products. 

And, since the owner of the 
Leeds Hardware is a former big 
league baseball player, he natu- 





Bill Jones (left) of Leeds Hardware, on one of his regular calls that develop new busi- 
ness. All of the store's staff regularly surveys the trading area for builders’ hardware 
and paint prospects, and keep calling back for repeat business. 
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by mail a PLASTER-STIK Demonstration 
Kit that quickly shows PLASTER-STIK’S 





YOU WILL RECEIVE 





people and customers— and watch your 





received by March 15, write for it.) 





many advantages. Use this kit for quick demonstrations to your sales 


profits go up. (NOTE —lIf your Free Kit isn’t 


PLASTER-STIK 


you KNOW IT as the best way to 


““each of these means 
extra profit for you", 


ult of a 
staff, the » 2 P ‘ 
tore and lil Nalriine Cracks. D 
e touch Here’s the original stick-type crack- Makes painting quicker, simpler. 
fill that b ht ——— Protects wall or glass when wash- 
only one cr a roug new convenie . e ing or painting woodwork or 
business millions of home-owners. It’s easier to moldings. Large aluminum han- 
‘ : dle. Feather-light. Packed two 
eans big use makes perfect repairs the first done i> cies, OEE0 ae deal, 
irdware. time. May be painted over immediately. Retails 25c — 40% profit. 
ters are Use with any type paint. Cardboard 
le. label-tube keeps stick usable to very —PA § T » o BA K 
‘ircular- i end, protects stick when in your pocket. 
trading It’s a money-saver for your cus- 
° tomers—a money-maker for you. 
ion. PASTE-BAK saves loose wall 
ularized paper—keeps the home looking 
and re- ship-shape. Thin, flexible plastic 
a ere cus omers tip on tube slips under loosened 
edge without tearing paper. Spe- 
of the . s cial-formula paste sets firm—does 
ner big Can ick it {| not spot. Packed one dozen in 
e natu- . sales-making carton. Retails 39c, 
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Compact package, holding one dozen 
sticks, fully displays the product, yet 
takes minimum counter space. Each 
stick is visible-wrapped. Customers can 
see stick through the plastic cap, can 
examine stick without breaking any 


seal. PLASTER-STIK is nationally Po One pene! packed 

- ° in isplay carton—dealer cost 
adverised, nationally known. So keep $1.80. Full 40% profit at 25c 
the carton on display wherever paint is retail. 


sold in your store—and let the package 
sell for you. 


and DEMONSTRATE IT ,, 


every paint customer. 


Seeing is believing—a 10-second dem- 
onstration with PLASTER-STIK will 
bring you hundreds of extra-profit sales. 
Every sale means a full 40% profit. 
PLASTER-STIK is a BIG VALUE, at 
25c. Dealer-cost per dozen — $1.80. 


with 40% profit. 























PAINTER’ - PAL 


For painting hard-to-reach check- 
rails, around door and window 
frames, other narrow surfaces. 
Brushing surface riveted to alumi- 
num handle. 





PLASTER - FIL 


Fills gaps around tubs and 
sinks, or large cracks in 
walls. % lb. can retails 35c. 
Dozen in display carton, 
$2.52. 40% profit. 















—PIPE-SEAL 


A favorite of plumbers. Quickly 
applied—simply draw stick across 
threads three or four times. 
PIPE-SEAL insures a leak-proof 
joint that can be reopened with- 
out galling. Display-packed one 
dozen to box. Retails at 15c, 
with 40% dealer-profit. 





Sold ONLY through qualified wholesalers 


Made by THE LEONARD COMPANY 


Dept. B-1 


506 Third Street 
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@ Cleveland Fastener 
have the confidence ” ; 
dealers and users = 
_ have earned their rep of 
pons oducts that measure uP 
part dards of strength an 


4s ion in the 
_ . Specializats . 
ee iCeP Screws, Set Screw 


in an unusually 
iWled Studs 1n 4 . 
ar tyes of sizes assures tt te 
aualit] in product and se 
a sCcREW CO. 
THE CLEVELAND CAP i ee 


Cleve 
2930 East 79th aoe niledelphia, New York 


Warehouses : Chicoge, Evidence 
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Reinforced 
cartons 


Clear 
easy-to-read 
labels 
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rally pursues sporting goods sales 
with vigor. 

To boost interest in sports, par- 
ticularly among the youngsters of 
the community, and to make the 
store a sporting goods center, Mr. 
Fulmer actively serves as presi- 
dent of the Leeds Athletic Com- 
mission, which includes a coun- 
cilman and an athletic coach in its 
membership. 

The Leeds staff contacts schools 
in Jefferson and St. Clair Coun- 
ties for athletic and _ sporting 
goods business. And to make a 
firm impression upon the commu- 
nity that the store is really in the 
sporting goods business, a 10 by 
40-ft. department has been set-up, 
displaying an _ inventory that 
ranges from $6,500 to $8,000. 

Tackle is an important year- 
around seller, since fishing is a 
12-month sport in the TVA area, 
the Gulf Coast, and in near-by 
streams. An added sales feature 
of the sporting goods department 
is a repair service for outboard 
motors. 

All of these activities, com- 
bined, have made Leeds Hardware 
a major volume producer. 


Kid's Day 

Kids of Sycamore, IIl., have their 
day once a year when the mer- 
chants promote a Kid’s Day event 
which sees a fine parade of bicycles, 
wagons and doll buggies, plus many 
children in costume. The event is 
held in May and helps to relieve 
some of the pre-vacation tension. 
Gifts and refreshments always 
guarantee a big turnout for this 
event. Merchants and _ industrial 
leaders support it generously. 





HARDWARE HUMOR 
By Hardware Age 


a 
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© inet nothing like 
woven wire fence and y.™ 


American tops ’em all.” 
- 










HOMER CARON, 
BLOOMER, WISCONSIN 











5 aes Fence stands 

up well in this country. 
I buy about 1000 to 2000 
rods at a time. It has 


given me real service.”’ 


RAY S. JARRETT, 
BRITTON, SOUTH DAKOTA 











@ Satisfied users are the best salesmen for American 
Fence. Some like it because it lasts a long time. Others 
prefer it because it saves them weeks of work and puts 
an end to fencing troubles . . . or it can be moved with- 
out damage. 

Whatever their reasons, they agree that American 
Fence does the job they want it to do. That’s why 
American Fence is the farmer’s favorite. 

Dealers who handJe the U'S’S American Fence and 
Wire Products line attract good customers like this 
...and every department of your store benefits. 

During the period when it is going to be impossible 
to supply your customers with all the fence they want, 
we will do everything we can to assure to each US'S 
dealer a fair proportion of U-S-S American Fence. 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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7 


ve used American Fence 


for over 30 years...and 


| it’s still holding tight.’ 


EMIL OSMUNDSON, 


DELAVAN, MINNESOTA 








DO YOU KNOW 
ANY OF THESE. 


American Fence 


U°S°S AMERICAN FENCE 


Theres more American Fence in use Than any other brand / 










AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY, GENERAL OFFICES: CLEVELAND, OKIO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. + COLUMBIA-GENEVA STEEL DIVISION, SAN FANCISCO 











FRANK A. DIEL 
General Manager 


JAMES J. MAHER 
Sales Manager 
THE BRIDGEPORT CHAIN & MFG. CO. 


Founded in 1887. Pioneered in Triumph (Lockweave) Pattern 
and other types of weldless chain. Became associated with the 
Round group in 1928. Plant modernization program undertaken 
several years ago is now nearing completion. 


ONE OF THE COMPANIES THAT MAKE 


CHAIN 


The nationwide Round organization is made up of many 
men like Frank Diel and his associates . . . experienced, 
capable chain men who are respected throughout the 
industry. Practical chain men have been at the head of 
each Round firm since the first of the companies was 
founded in 1869. Today there are ten Round Chain Com- 
panies, all eager to help you solve your chain problems. 






JOSEPH F. SMITH 
Plant Superintendent 
JOHN J. ZELLER 
Office Manager 


WILLIAM L. BARMER 
Works Manager 


GEORGE J. LUCAS 
Purchasing Agent 
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Books for the 





Hardwareman’s Library 











Creative Retail Salesmanship—A 
practical, easy-to-read book on cre- 
ative selling, based on the author’s 
experience training salespeople for 
retail chains, associations, etc. It 
covers, in non-technical fashion, 
such subjects as how to build a 
creative sales personality, how to 
approach and greet a customer, 
how to present and show merchan- 
dise, how to meet customer resist- 
ance, how to close sales, how to use 
suggestion to sell, how to build a 
clientele. Kenneth B. Haas, 820 N. 
Michigan Ave., Chicago 11. Price, 
$1.50 postpaid; 76 pages. 


Shoplifting—A Million 
Dollar Headache 
(Continued from page 143) 


away with 90 pct of the goods that 
stores lose, yet most of the arrests 
made are of amateurs—the re- 
spected housewives. Since this 
pilfering reaches its zenith during 
sales-drives, and at holiday sea- 
sons, the merchandiser needs to 
be particularly on guard at such 
crucial times. 

Let the philosophy of one mer- 
chant guide you, who remarked: 

“TI feel that it is better to lose 
a piece of merchandise sometimes 
than to lose the merchandise and 
lose the customer, too. It’s true 
that more often than not we are 
right and the customer is guilty. 
But I try to keep in mind the fact 
that I’d rather be a successful 
dealer in business—than be out 
of business because I was always 
right!” 


Promoting a Fair 


When merchants of Lubbock, 
Tex., wanted to promote attendance 
for the Panhandle South Plains 
Fair and its accompanying sales at 
various stores, they sponsored a 
beard growing contest, a wear-a- 
spectacle hat campaign and circu- 
lated wooden script money, prop- 
erly publicized. These three proj- 
ects accomplished their purpose and 
resulted in a great deal of publicity 
throughout Texas. 
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KEIL LOCK CO. inc New hamesnine 
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You pay regular price 
for the locks and we 
give you a beautiful 
display mount FREE! 


PACKAGED UNIT 


Assortment No. L5 
A 6 pcs. No. 51041 — Night Latch 
B 3 pcs. No. 51060-H Night Latch 
C 9 pcs. No. 51040 — Night Latch 


18 pcs. Includes Locks on mount 
Shipping Wgt. App. 32 lbs. 


CXL ® 


THIS TRADEMARK HAS BEEN Contact your jobber 


STANDARD FOR FINE LOCKS or write to us — 
FOR OVER 75 YEARS.... TODAY 











- __ a 
— UNIT L. 5. 
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Hubert Falk standing with one of his trucks used on roofing and insulation jobs. 


Varied Services Lead 
To Big Sales Volume 


When they talk of bidding on a 
new house at Falk Ace Hardware 
Co. in Manitowoc, Wis., they mean 
the offering of bids on builders’ 
hardware, insulation, roofing, sid- 
ing, heating and plumbing equip- 
ment. This complete service makes 
a hit with builders, architects and 
homeowners and is the means of 
many big volume sales by the con- 
cern. 

An eight man crew handles the 
various phases of furnace, plumb- 
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How a Wisconsin firm’s setup enables it to bid not 
only for builders’ hardware, but also on insulation, 
roofing, siding, heating and plumbing for big sales 


ing and other work for Mr. Falk. 
One outside salesman devotes his 
entire time to selling roofing, sid- 
ing and insulation. Mr. Falk, his 
son, William, Forrest Danforth, a 
son-in-law, and Carl Miller, store 
manager, also follow up leads. 

“We went into roofing, siding 
and insulation during World War 
II as an adjunct to our plumbing 
and heating department,” says Mr. 
Falk. “Many of the men on both 
crews can do work in plumbing and 


heating as well as on roofing, sid- 
ing and insulation, a big help in 
rush periods.” 

Insulation, roofing and _ siding 
jobs will run from $200 to $1,000, 
depending on the size of the home 
and the quality of materials used. 
On one church job the Falk firm 
made a sale of $4,750 including 
materials and labor for heating and 
insulation. 

Mr. Falk and his men work with 
contractors, builders and home 
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owners. Close contact is maintained 
with builders so that blueprints can 
be studied and bids made on vari- 
ous jobs the firm is in position to 
handle. 

Because of his work in the build- 
ing field, Mr. Falk acquired a num- 
ber of lots during the past 10 years. 
He has erected double flat buildings 
on several of these lots and sold 
them at a profit. On the actual con- 
struction, his building service crews 
did much of the work. 

While roofing is usually a fall, 
spring and summer activity, insula- 
tion selling is really a full year op- 
eration, states Mr. Falk. Some 
people insulate homes in the winter, 
although most of his customers pre- 
fer warmer months for this work. 

During summer, when plumbing 
and heating work is sometimes 
slow, roofing and insulation often 
are at peak volume, as well as in 
early fall. The autumn season, too, 
usually finds the Falk crews busy 


tions for contractors anxious to 
fnish homes before the winter sea- 
son. 


B plumbing and heating installa- 


Credit Terms 


Most roofing, siding and insula- 
tion jobs are sold on cash basis. 
For the convenience of approved 
customers, the Falk firm divides 
such jobs into four equal payments. 

Two large trucks are used by the 
Falk crews to handle the wide va- 
riety of their building trades work. 
The roofing, siding and insulation 





truck is equipped for storage of 
materials and also the hoses neces- 
sarv to pine the insulation into 
buildings. The sides of the trucks 
are neatly lettered, detailing many 
of the store’s activities in the build- 
ing field. 

“We handle about 45 to 50 heat- 
ing jobs annually, including warm 
air, steam and hot water,” reports 
Mr. Falk. “Since we entered the 
roofing, siding and insulation field 
we have done hundreds of these 
jobs for builders and homeowners.” 

Many roofing jobs lead to later 
work on siding, insulation or 
plumbing and heating work. The 
firm’s tool and paint departments 
benefit considerably through con- 
stant contact with builders and 
home owners. Demand for roofing, 
siding and insulation is continuous 
throughout the year. 

The store has a fine 20 car park- 
ing lot behind its establishment 
which contractors and home build- 
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RUGGED EQUIPMENT REQUIRES 





PA’ 





RUGGED FASTENERS 





OLIVER CRAWLER ALSO CHOOSES 
TRIPLEX FOR TOUGHNESS 





CAP SCREWS 





MACHINE BOLTS 





CARRIAGE BOLTS 





SEMI-FINISHED 
NUTS 


CAP AND SET SCREWS 


Oliver crawlers have to take 
a lot of rough punishment — 
especially in dirt moving op- 


erations as illustrated here. 


That is one of the reasons 
why tough Triplex threaded 
fasteners are also used in the 
assembly of Oliver machines. 
They are nothing fancy to 
look at, but every Triplex fas- 
tener is built to do its holding 
job with lasting dependability. 


Write for catalog and wall 
chart for quick and easy 
ordering. 


“7he TRIPLEX SCREW @.. 


5317 Grant Ave. Cleveland, O. 


i kse 
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SET SCREWS 
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STEP BOLTS 
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PLOW BOLTS 
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Another Falk truck in front of a house into 


which insulation is being blown. 








ers use considerably. When Mr, 
Falk bought his store building some 
years ago he purchased the extra 
land for the parking space too. Both 
have proved to be excellent invest- 
ments. 

Plumbing, heating, roofing, insu- 
lation and sliding displays are 
maintained in the store basement. 
This location enables salesmen and 
contractors to take the time to fig- 
ure amounts of material needed for 
various jobs, without too much in- 
terruption from other store traffic. 


Jewelry Line Leads to Increase 


Forsyth Hardware, Forsyth, Ga., 
has a furniture department and 
sells considerable furniture on 
credit. Therefore, the manager, 
C. D. Hollis, figured that jewelry 
could probably be sold to these 
same customers upon a credit basis. 

This proved to be sound reason- 
ing. The limited line of jewelry 
not only draws custemers but it 
attracts more people to the store 
for other lines. Since the jewelry 
line was added the stock of gift- 
wares was doubled—and so has 
volume. 

Forsyth, with a population of 
3,500, has three large mills, which 
provide unusually large payrolls 
for a town of the size. This was 
one of the reasons why Mr. Hollis 
added the jewelry line, which is 
displayed up front, just inside the 
entrance. 

In the jewelry case are displayed 
diamond rings, valued up to $350; 
all types of rings, beginning at $5; 
watches from $22.50 to $125; and 
silver items, ranging from $2.50 
to $25. 

Seventy-five pct of the rings and 
watches are sold on a time-payment 
plan: one-quarter down and 12 
months to pay the balance in equal 
monthly payments. 

Mr. Hollis says that he has had 
little trouble with collections. Un- 
der the contract used, the store re- 
tains title to the property until 
the last payment is made. 

The 25 pct down payment is a 
fast rule which is never altered. Mr. 
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In Gift Volume 


Hollis has found that repossessions 
are practically nil when one-fourth 
of the purchase price is required 
before a contract for monthly pay- 
ments is drawn. 

“It has been our experience,” 


| 
; ‘ ti b4 ws 
“ Ft la bah eid, - 





says Mr. Hollis, “that the buyer 
has a great deal more respect for 
the store and for the merchandise 
which we have sold when we hold 
to the letter on the selling con- 
tract.” 





~ 


Salesman James Pritchett shows a watch to a prospective customer. 
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e buyer | NU-WRINKL LAWN EDGING 


pect for Sure to be one of the most profitable items in your lawn 
chandise and garden line. Introduced last year in limited markets 
we hold with enthusiastic acceptance by dealers and home- 
ng con- owners. 


Nu-Wrinkl Edging comes in strips of galvanized, 
corrugated steel, spring-like in temper, 26 inches long 
and 4 inches deep. Strips key together with special clips 
to make a continuous length. Installed between lawn 
and cultivated areas, Nu-Wrinkl Edging maintains a 
precise, clean line all summer long without attention. 
Eliminates tiresome trimming of grass around flower 
beds and trees, along fences cad Teallene. Bars grass 
roots from spreading; tends to keep grass growing 
upright along the edge for easy cutting. You trim as you 
mow! Nu-Wrinkl Edging bends easily around scalloped 
edges of beds or borders; follows slope of uneven 
lawns. Packed in colorful display carton containing 
40 feet of edging. Generous profit margin. 


PLANTING TERRACE PLANTING PYRAMID COMPOST BIN 
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Makes a beautiful mound of flowers for a Makes a strawberry bed practical for any Converts waste materials .. . grass clippings, 
focal point in the lawn. Gives that semi- back yard. Supplies an average family with garbage, leaves, etc., into rich, soil-building 
formal, “estate” look. Made of corrugated fresh berries from spring to fall. Holds up to humus. Makes valuable fertilizer for flower 
steel strips, 26 inches long by 6 inches deep. 100 plants. Sturdy; easy to erect. and vegetable gardens. No odors. 


Write for information. Distributors and dealers wanted. 


"AIPM KEELOR STEEL, INC. 


NU-WRINKI4z 





/ MINNEAPOLIS 14, MINNESOTA 


A 








HARDWARE AGE, FEBRUARY 21, 1952 153 





























uct at a price no 
higher than that 
of ordinary bolts, 
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ORDER 


your bolts, nuts, rivets and other 
fasteners easier and faster... with- 
out confusion or error. Buffalo 
Bolt’s latest catalog NO. 51— 
gives you the information you 
need ...in a hurry. It’s clear, con- 


cise .. . and complete. 


STOCK 


top quality Circle © Bolts in 
clearly-labeled, sturdy, corrugated 
board Handy-Pack containers. 
Simplify your handling problems. 
Write for folder explaining types 
of bolts, quantities and weights 
available in Handy-Pack cartons. 


SELL 


the high quality of the complete 
line of Buffalo Bolts which has 
never been surpassed. In com- 
bination with Handy-Pack car- 
tons, they offer a superior prod- 





Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE @ PRODUCTS— BOLTS @ NUTS @ RIVETS AND SPECIAL FASTENERS 












BUFFALO 


BOLT COMPANY 
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50% of Wholesalers Are 
Taking Cash Discounts 


More than 50 pct of the manu- 
facturing and wholesaling com- 
panies in 14 of the nation’s major 
markets were paying their invoices 
on a cash discount basis in late 
1951, according to a survey just 
completed by the Credit Research 
Foundation of the National Asso- 
ciation of Credit Men. This survey 
was conducted through a question- 
naire addressed to 9,978 member 
companies enrolled in 14 of the 
affiliated associations in the na- 
tional credit organization. 

Replies were received from 
1,297 companies or 13 pct of those 
circularized, in time for tabula- 
tion. The 14 associations covered 
were selected from the 134 affili- 
ated in the nation-wide organiza- 
tion. 

The survey revealed that among 
manufacturing and industrial ac- 
counts, those in the jewelry and 
silverware line were discounting 
to the greatest extent, as 95.3 pct 
of those reported on were taking 
cash discounts. In the wholesaler 
classification, those in the drug- 
pharmaceutical-cosmetic line 
showed the best discount record 
with 91.8 pct of those reported as 
taking cash discounts. 

The responding member com- 
panies of the 14 local credit asso- 
ciations also indicated high per- 
centages of past due accounts 
among certain lines of activity. 

Among the wholesaler accounts, 
leather products rated the poorest 
record with 40 pct of the accounts 
not making payments in accord- 
ance with selling terms. And 
among manufacturing-industrial 
accounts, 47.4 pct of the marine 
equipment firms were past due. 

The average age of accounts re- 
ceivable stated in terms of “num- 
ber of average daily sales tied up 
in receivables” showed footwear 
at the highest mark of 60.4 days, 
with marine equipment and sup- 
plies at 51.5 days and floor cover- 
ings at 49.2 days. 

A summary of the reports from 
the 14 cities covered indicates that 
Philadelphia has the largest per- 
centage of discounting accounts 
with 58.8 pct among manufactur- 
ing outlets and 57.2 pet among 
wholesalers. Denver, however is a 
close second with 58.7 pct of man- 
ufacturing accounts. discounting 
and 53.3 pct of wholesalers dis- 
counting. 
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3. And 
lustrial No other pump offers your cus- 


tomers sc much for so little — 
or provides a sounder base for 
a profitable business in water 
systems and related equipment. 
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st per- Requires no tank, no “extras.” It's a complete, self-con- 
counts / tained water system that supplies really FRESH running 
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among SELF-ADJUSTING CAPACITY. Automatically and in- 
er is a 
solsal shallow well water require. Steady, non fluctuating flow regardless of 
‘3 dis- water system number of outlets in use at one time. 


stantly adjusts its capacity as the varying demands for 
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A Display Promotion 
that Guarantees 


i} 


Extra Protite 























Have you heard about this caalll 
packaged promotion which guarantees 
extra profits when you display the new 
Goulds Close-Cupld Balanced-Flow Je! 


with “Salesman Sam” as shown here’ 


Call your Goulds distributor today . . . ge! 
full details of this guaranteed profi 
builder and your sales aid material. Or 


write us direct — TODAY! 


Goulds Pumps Inc., Seneca Falls, N.Y. 


The Greatest, Advertising Campaign 
that ever backed a Water System ! 
Its New | 


Tomorrow's water service today | 
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Showmanship Increases Store Traffic 


(Continued from page 125) 


Pa Paes 


local fair as worth while. He not 
only is able to give many farmers 
information about home and farm 
appliances and machines, but can 
secure names of prospects. While 
these benefits usually outweigh 
the actual sales made during a 
three day fair, he believes that 
at such fairs a hardware dedler 
has the best opportunity to meet 
many farmers, visit with them and 
develop prospects. 

Along with other merchants in 
St. Peter, Mr. Francis helps to 
advertise the fair by placing pub- 
licity signs in his store windows, 
and mentioning the fair in his 
newspaper advertising. When all 
merchants do this, then the cumu- 
lative publicity effect makes an 
impression on farm people, he 
says. 

“The well run, well attended 
local fair is something no farmer 
wants to miss, because it is a 
show and a social event,” says Mr. 
Francis. “Farmers meet relatives 
and friends and love to stop, talk 
and look. And they are often in 
a buying mood when at the fair. 
too.” 


Constant Rearrangement 


Mr. Fancis is not unmindful of 
the fact that a large, neat store 
can also be used profitably for 
showmanship purposes. He and 
his staff are constantly rearrang- 
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And here's the display that attracts the farmers’ wives. 


ing display facilities to present 
their merchandise so it will have 
buy impact. The store has a large 
appliance basement, and whenever 
possible, Mr. Francis arranges 
demonstrations of appliances in 
his store. This too is a show in 
itself, one which interested cus- 
tomers like. 


Demonstrations Aid Sales 


“Practically all store traffic will 
stop for awhile to look at or listen 
to an appliance demonstration,” 
he declares, “and while they look 
and listen, they absorb informa- 
tion about the product and its 
uses. Both sales and prospects 
are gained as a result of this 
method.” 


The hardware store offers pump 
and repair service to the farm 
trade, a feature which is vital in 
securing good will and business 
from farmers. Satisfactory ser- 
vice to farmers on water pressure 
systems can lead to additional 
sales of dairy, barn and other 
equipment, and Bill’s Hardware 
misses no selling bets. 

“Everytime a piece of merchan- 
dise is so well displayed that it 
catches the eye of a prospect, that 
is showmanship,” reports Mr. 
Francis. “We find that that sort 
of display, whether in the store, 
in advertising or at a local fair, 
pays off.” 





ALIN 


QUALITY PLIERS 
GOOD WORKMEN 
PREFER... 





There are good reasons 
why Kleins are the top 
choice in pliers— 

e Kleins are designed 
right—to fit the hand 
perfectly—to shear 
through tough wire 
with ease—to stay sharp! 
e Kleinsaremaderight 
—of finest steel—pre- 
cision fitted—each pair 
individually tested! 

e And Klein has the 
widest selection for 
standard or specialized 
service. 

Make Klein Pliers your 
choice—tops in quality 
“Since*1857.” 



































Write for your 
free copy of the 
Klein Pocket 
Tool Guide 
Today! 


ASK YOUR SUPPLIER 
Foreign Distributor: 
International Standard 
Electric Corp., New York 


CaM LEIN & Sons 
2 B MON HICAGO 18 IL 


ELM{ T AVE 


















g aihibe 5- 


Your Hardware 


Dealers Want 
QUALITY 
Water Heaters 


Q, 





| 5 | 
Pa AQ SAGARA Ny dee nk 





Tested and Approved by the 
American Gas Association 


Your dealers depend on YOU for qual- 
ity water heaters priced low enough 
to sell at a reasonable profit. When 
you buy Harrison heaters you can be 
assured that costly service problems 
won't eat up profits -- won't kill 
future sales -- because Harrison main- 
tains the highest standards of design, 
materials and craftsmanship. 





STEEL CABINET COMPANY 


4718 WEST FIFTH AVENUE 












} DONT DELAY!) _. 


SEND COUPON NOW! 
To: Harrison Steel Cabinet Co. 
4718 West Fifth Ave., Chicago 44 


| Please send literature on Harrison 

Gas Water Heaters 

| Please have representative call at 
-- No Obligation -- | 


























| This four-acre warehouse brings all four divisions of the Corpus Christi Hard- 
ware Co. under one roof. 


Corpus Christi Hardware Co. Opens 
New Four-Acre Wholesale Plant 


The Corpus Christi Hardware 
Co., wholesale hardware firm, held 
a three-day official opening and 
housewarming celebration to intro- 
duce its new plant to its dealers and 
suppliers. Occupying a 4-acre tract, 
the new plant, which for the first 
time will house all four divisions 
of the company—hardware and 
sporting goods, electrical, plumbing 
and heating, and automotive—was 
the scene of guided tours and spe- 
cial exhibits on Jan. 14-16. 

Located at Corpus Christi, Tex., 
on Highway 44 and Baldwin Road, 
the new facilities consist of the 
four-acre warehouse comprising 
20,000 sq ft of inside storage, and 
another 40,000 sq ft in outside shed 
torage. 


Brilliantly lighted display rooms make it possible for dealers to select mer- 


Features of the new plant in- 
clude specially designed ventilators 
to keep the merchandise in condi- 
tion. Pneumatic tubes carry orders 
rapidly from office to warehouse, 
where order filling is done with 
speed by bicycle-carriers and roller- 
skating foreman. With new elec- 
tric fork-lifts, quick delivery can 
be made directly to loading docks. 

Fifteen van trucks can be accom- 
modated at one time by the loading 
dock which opens off the warehouse. 
Shipments principally in carload 
lots, are received by rail with a 
spur leading ‘directly to the ware- 
house. In addition to the company’s 
own fleet of trucks, nearby airport 
facilities are available for handling 
rush orders. 





chandise under the most favorable conditions. 
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Offices of the firm, including sales 
rooms, are spacious and air con- 
ditioned. There are eight executive 
offices, a conference room, an IBM 
room for bookkeeping and record- 
keeping and a record and filing 
fireproof vault. In addition to an 
air-conditioned cafeteria for cus- 
tomers and employees, the company 
has its own printing department in 
which catalogs and price lists are 
printed by four full-time employees. 

Displays and sales rooms—one 
for each division—are brilliantly 
lighted and colorful, making it pos- 
sible for dealers to make their mer- 
chandise selections under the most 
favorable conditions. 

Founder and president of the 
Corpus Christi Hardware Co. is 
Edwin Flato. From supplying 
lariat ropes, trace chains, buggies 
and sales nearly a half-century ago, 
the company, under his leadership, 
has grown into a concern that han- 
dles practically everything in mod- 
ern-day metalware, from potato 
peelers to building supplies. 


Shipments By the Carload 


And along with supplying the 
simple needs of rangemen and 
homesteaders, the company has 
kept pace in satisfying the needs 
of the population as it grew. Stove 
pipe by the carload used to be a 
common shipment to the hardware 
and sporting goods division. Today, 
shipments of all kinds come in by 
the carload. 

Keeping up with the building in- 
dustry the growing oil and chemical 
industries, and the development of 
recreational facilities, the hard- 
ware and sporting goods divisions 
supply construction tools, building 
supplies, power tools and sports 
goods for dealers’ stocks. Pres- 
ently, shipments from those divi- 
sions alone total more in one day 
than a whole vear’s shipment dur- 
ing the early days of the firm. 

The company today distributes 
hardware in a radius extending 
about 250 miles from Corpus 
Christi. Dealers are served by 46 
traveling salesmen and 9 counter 
salesmen. 

Invitations to attend the three- 
day opening event went out to the 
company’s many dealers. In addi- 
tion to guided tours through the 
imposing modern warehouse and 
offices, tent space, 60 by 180 ft was 
devoted to 90 exhibits of various 
lines of merchandise distributed by 
the Corpus Christi Hardware Co. 
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Wrapping up a good sale 


\\ hen you wrap up Griffin Hack Saw Blades, you 


can be sure your customer will be satisfied. 


He’ll like their long-lasting sharpness and the 
smooth straight cuts they give. ’ 

The finest steels, accurate machining and careful 
heat treating are skillfully combined to solve your 
customers’ cutting problems. 

When you sell him Griffin Hack Saw Blades, you 
know he’ll be back for more. 


For more information ask your jobber — or write 


to us. 


G. W. GRIFFIN CO; 


FRANKLIN, N 





General Sales Agent 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, New York 








Steady Promotion 





Sells $20,000 in Tackle 


Early each summer Kitchen 
Hardware, Nederland, Tex., begins 
to reap the benefits of its year- 
’round fishing tackle promotions. 
Although Nederland is a town of 
but 1,500, this firm’s tackle busi- 
ness grosses $20,000 a year. 

W. E. Kitchen, owner of the 
store, considers fishing tackle as a 
year-’round line and promotes it on 
that basis. Three fishing contests, 
each of four months duration, 
whet the interest of anglers at all 
times. Disciples of Izaak Walton 
are invited to bring in a photo of 
the largest fresh or salt water bass 
they have caught. Photos are re- 





W. E. Kitchen, 

right, tells a cus- 

tomer how to use 
a net. 





Contests, information service and small gifts to 
anglers help keep tackle section an active year 
’round volume builder 


tained by the store for display pur- 
poses and each quarter the party 
who landed the biggest bass re- 
ceives a free rod and reel from the 
store. 

‘We make it a point to give every 
youngster two or three fish hooks 
if he tells us about plans for a 
fishing trip,” says Mr. Kitchen. 
“This makes a hit with the young- 
ster and his parents. We find that 
every nickel’s worth of merchandise 
we give away, brings us $5 worth 
of extra business in return.” 

Another goodwill builder is Mr. 
Kitchen’s custom of passing along 
all types of fishing information. 
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When an angler tells Mr. Kitchen 
something of interest he asks per- 
mission to pass it along to other 
customers. If, for example, a cus- 
tomer tells of having very good 
fishing at a certain place, Mr. 
Kitchen inquires as to the bait and 
tackle used. He writes this in- 
formation down and passes it along 
to others seeking such information. 

Three comfortable chairs near 
the fishing tackle department pro- 
vide customers with a place to rest 
and swap fish stories. Free tele- 
phone service is also available for 
local calls. Many sales are made to 
customers who spot some merchan- 


See 
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Get the solid facts! 
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TWO GREAT VALVE-IN-HEAD ENGINES—the 
105-h.p. Loadmaster or the 92-h.p. Thrift- 
master—to give you greater power per gallon, 
lower cost per load e POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response @e DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement e SYNCHRO- 
MESH TRANSMISSION—for fast, smooth 





See how you save with 


CHEVROLET 


Advance-Design 


TRUCKS 

















ADVANCE-DESIGN [cnevaourrg TRUCK FEATURES 


shifting e HYPOID REAR AXLE—for 
dependability and long life e TORQUE- 
ACTION BRAKES—on light-duty models e 
PROVED DEPENDABLE DOUBLE-ARTICU- 
LATED BRAKES—on medium-duty models e 
TWIN-ACTION REAR BRAKES—on heavy- 
duty models e DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 


PAY LESS AT THE START 


Chevrolet trucks list for less than any other 
trucks built to handle the same payloads. Here 
is a real, money-in-the-bank savings on pur- 
chase price. And you'll find the Chevrolet 
brings you ruggedness, stamina and great 
truck features not found in many other trucks. 





GET LOWER ON-THE-JOB COSTS 


Chevrolet trucks give you Valve-in-Head econ- 
omy that saves gas, four-way engine lubrica- 
tion that reduces wear and saves oil, and tough, 
rugged construction for longer truck life. Like 
truck users everywhere, you'll find Chevrolet 
trucks cost less to own and maintain. 


TRUCKS BUILT FOR YOUR PAYLOADS 


Chevrolet trucks are factory-matched to meet 
your requirements. You get the right truck for 
the job . . . never “too much” or “too little” 
truck. Frame, axles, springs, body, brakes, 
and power form a balanced team. 


BIGGER TRADE-IN VALUE 


Records show that Chevrolet trucks traditionally 
bring more money at re-sale or trade-in than 
many other makes. Chevrolet's market value 
stays up because the value stays in. More 
reason to see your Chevrolet dealer for your 
best truck buy! 





duty models e CAB SEAT—with double-deck 
springs for plete riding fort e VENTI- 
PANES—for improved cab ventilation e« WIDE- 
BASE WHEELS—for increased tire mileage « 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 
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CHENEY 


Teli Mm ated (ol late) 





Dealers - Order the New 
Cheney Display — Now! 




























Order a dozen No. 938 Cheney 
Nail Holding Hammers and get 
the new attractive counter dis- 
play and one No. 938 Cheney 
Hammer free. Display measures 
15” x 15”, printed in 5 colors, 
self supporting. Get more ham- 
mer sales—let this new display 
help you. Order through your 
jobber—quantity available lim- 
ited to our stock. 










GstTas. 1836 
HENRYCHENEY “Cone. 


RATTLE FALLS, w. Y., U.S. A. 










Soles Representatives: 
JOHN H. GRAHAM & CO., INC. 








dise while resting in these chairs. 
Mr. Kitchen carries a ‘small stock 
of’picnic supplies to attract the at- 
tention of women. These supplies 
tie in well with the tackle depart- 
ment, as many women customers 
accompany their husbands on fish- 
ing trips. 

A reminder of fishing tackle is 
located at the ‘wrapping table. 
Under it are four shelves for dis- 


Wrapping table display of tackle which builds many impulse sales. 







playing smaller fishing items. Thus 
many customers getting packages 
of entirely different types of mer- 
chandise are reminded of fishing 
needs and make purchases of them. 

The tackle department is given 
good publicity by means of a daily 
radio program ttlling where and 
how fish are caught. Tide informa- 
tion and weather reports are in- 
cluded. 





ployed to canvass the city and 
rural trade. 

How well The Corral promotes 
appliances is indicated by last 
year’s sales effort which sold 1,000 
refrigerators of a single brand. 
This was just part of its refriger- 
ator business, since the firm sells 
other’ national brands. Incident- 
ally; the ~1,000-unit achievement 
led the nation in the sale of that 
one refrigerator brand. 








It is by training its sales staff 
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Appliance Rentals Average $500 Monthly 


(Continued from page 128) 


thoroughly and promoting its lines 
continuously that the Calcasieu 
Lumber’s main appliance depart- 
ment located in the headquarters 
store at 301-315 W. Second S&t., 
Austin, and its branch, The Corral, 
at 522 E. Sixth St., is able to ap- 
proach so closely a six figure 
appliance volume. President of 
Calcasieu Lumber is William S. 
Drake, Jr., and W. W. Gates is 
manager of all appliance sales. 
Carl Olson manages The Corral. 
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m Wicks 
FOUR BRIGHT SPOTS ON THE RANGE 


Here are four range wicks you can recommend wholeheartedly to any 
customer. R/M wicks are clean burning, long lasting. They’re priced right 
to give you a generous profit. They're the pick of the wicks. 


asbestos kindler. A sturdy long-lived wicking with wire core in 
both warp and filling 
yarn. Packaged 512 ft., 


K | N D L E ~ | T b R/M’‘s standard quality woven 










WOVEN GLASS iiic ccme of per 


fection in stove kindlers, assuring long life and maximum stove 





performance. The only 





glass wicking woven with 





6 ft., and 100 ft. to the 


a wire core in every 















































box, in widths of 7%”, strand to protect the 
1”, 1%" and 1%”. burning edge. Packaged 
5/2 ft., 6 ft., and 100 
ft. to the box, in widths 
of %”", 1”, 1%” and 
1%". 
S. 
QUIK FLAME QUIK FLAME SETS 
Thus The most efficient kin- : -E a, 
ckages dler ever developed for } 
=" range burners. Patented 
a open mesh construction 
given provides best possible 
daily results with distillate 
» and oils. The extra-heavy 
yrma- wire core yarn keeps 
e in- the kindler upright in the 
burner channel. Glass 
yarn at burning edge facilitates the removal of carbon deposits. 
Packaged 6 ft. to the box, 7s’ and 134” wide. 

The same Quik flame wicking that has proved popular in con- 
lines tinuous lengths is now available in crimped sets to fit all standard 
sieu 8” range burners. Packaged in sets of 4 oversize (1° wide) wicks. 
art- 
ters 

St., 
‘ral, 
nt RAYBESTOS-MANHATTAN, INC. 
‘ure ASBESTOS TEXTILE DIVISION » MANHEIM, PA, 

. Factories: Manheim, Pa.; No. Charleston, S.C. 

a RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings « Mechanical Rubber 

Products « Abrasive and Diamond Wheels « Brake Linings « Brake Blocks « Clutch Facings « Fan Belts 
les. Radiator Hose + Rubber Covered Equipment « Sintered Metal Products * Bowling Balts 
ral. 
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TO DO MANY JOBS LIKE THIS 








DESMOND -SIMPLEX 


Sm TR ABO Coo 


. . « and it’s easier to sell Desmond- 
Simplex Utility Vises because advertis- 
ing messages (like the one shown 
above) in Home Craftsman and Popular 
Mechanics constantly help build ac- 
ceptance. Moreover, Desmond provides 
sales-proven pennants, display stands, 
s, and literature that help you con- 
vert interest into sales. Write for full 
details on the Desmond-Simplex Utility 
Vise Display Deal. 





The Desmond-Stephan Mfg. Co., Urbana, Ohio 


Please send me, without obligation, full details 
on the sales-proven Desmond-Simplex Utility 
Vise Display Deal. 


Name si 





Firm 





Address 








IT'S EASIER AND MORE FUN 
p 
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A rather remote and dark cor- 
ner under the office balcony of the 
Harris Ace Store, Janesville, Wis., 
has been converted into one of the 
brightest spots of the store and not 
only attracts attention to the bath- 
room fixtures and equipment dis- 
played there but also draws more 
customers to the rear of the store. 
Because bathroom fixtures are 
light and bright it was easy to 
make this an attractive corner of 
the store by putting a number of 
fluorescent lights on the low ceil- 
ing. 

A number of metal and glass 





Bathroom Fixtures Brighten Rear of Store 


Frank Zancanaro, manager, demonstrates how easily toilet seats 
can be removed from wall brackets. 
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bathroom cabinets were hung on 
the wall and these serve to reflect 
light. 

Wall panel displays show a great 
number of bathroom accessories. 

Toilet seats are attached to the 
wall with metal clips, and can be 
instantly removed by clerks to show 
to a customer. There is no loss of 
time and the seats can be replaced 
as easily as they are removed. By 
handling the seats, the prospect 
can note construction details, which 
frequently helps to make the sale, 
according to Frank Zancanaro, 
manager. 





A wide variety of related accessories is mounted on the large 
panel doors covering storage shelves. 
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DRAINBOARD 


complete kitchen in 27 12" ces»soass 
Complete 48” Mie 


Kitchen-With-Oven 


[SS ORDA ca 






L & K 48” KITCHEN... For 
BURNERS . ) the first time here’s a 48” 
“ kitchen complete with oven 
—made possible by combin- 
| ing any 20” apartment = 
range with General’s L & K 
| Kitchen, Model S-550. Has 
rt ; 4 cu. ft. refrigerator, stor- 
age drawer, and features a one-piece 
REFRIGERATOR 12x16 inch porcelain sink-back 
splash-drainboard. 5 yr. guarantee. 






















MODEL $-550 





storace tae wie a. 
OSAWER gees, ™ a | 2 COOR on your REFRIGERATOR 


GAS-ELECTRIC GENERAL CHEF. Combines electric 
refrigeration with cooking top, gas or electric 











































s (110 or 220 v.) Requires only 4.1 sq. ft. of space. 
5 year guarantee. 
Distributors - Dealers - Builders - write: 
a on t&K 27%” KITCHEN ...Complete 2714” kitchen TT z 
reflect unit combines 4 cu. ft. refrigerator, sink, drain- . S 
board, storage drawer, and 3-burner gas range These units a! GENERAL 
adjustable to natural, manufactured, or bottled . “tt} air conditioning corp. 
great (LP) gases. Model R-520 also available with 3 @dvertised tla 
res. electric burners for 220 v., or 2 electric burners 4532-C E. Dunham St., Los Angeles 23, Calif. 
to the for 110 v. “plug-in” use. 5 year guarantee. in NATIONWIDE SALES AND SERVICE 
an be 
nog FAST SELLING — BIG PROFITS 
oss of ey 
rate Artmoore Self Wringing Sponge Rubber Mops for Scrub- 
By iu i iL ' t Y SI 00 LS bing—Dusting—Waxing—Wall Washing—Assure you of 
spect 
hi Sales and Profits because of consumer preference. 
which H Bete ‘ 
sale | Here are the utility stools with : 
Penang a “million and one” uses in Read these typical user comments 








every home. Smart looking and 
sturdy ... with colorful seats 
and brilliantly polished chrome 
plated legs and frame. No. 201 
is the “All Around Stool,” ideal 
for kitchen, den, workroom, 
playroom. ; * 


i 
} 








No. 200 is just perfect for the 
bathroom, a comfortable 17 
inches high. Both stools are 
fashioned of long-lasting, chrome ~ 

plated tubular steel. Washable Duran plastic seats in a 
choice of 5 decorator colors. Capped feet prevent ugly 
floor mars. 

SEND IN YOUR TRIAL ORDER TODAY! 
Write for prices and information on other Logan products. 





' No. 201 

i “Your Mop excels any others of that 

: type.” —California 

{ . “No other ‘so-called’ sponge mop com- 

| pares with yours.”—Oklahoma 

L No. 200 “No other mop will do.”—New 
Mexico 








LOGAN MANUFACTURING CO. 


NORTH TONAWANDA, NEW YORK 
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“Others on market costing less; gladly pay difference for 
a REAL Mop.”—Illinois 
“I've tried all new sponge mops; find yours 
the best.”—New Jersey ‘ 
“Prefer yours to others on the market.”— 
New York 
“None compare with yours in strength 
and durability.”—Massachusetts 


















“Your sponge mop is 
best made.” — South 
Dakota 


Original letters 
quoted above 
and hundreds 
of others, are in 
our files avail- 
able for inspection 
at any time. 







NATIONALLY 
ADVERTISED 


See your jobber or write for details 


ARTMOORE COMPANY 


1319 North Third St. Dept. H-22 Milwaukee 12, Wis. 
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NOW... 


ASBESTOS 
PAPER 


IN EASY-TO-HANDLE 
EASY-TO-SELL 
12-FOOT ROLLS 











Last year, we 
wrote a new 
chapter in mod- 
ern packaging 
history by introducing a new quick- 
sale, household-size package of As- 
bestos Paper. 


Today, you find Sal-Mo 
Asbestos Paper, in 12-ft. ready- 
wrapped rolls, displayed and sold 
from this attractive counter display 
carton by leading hardware stores, 
coast to coast. 


The paper is 18 inches wide, 
the rolls are 12 feet long, and 
18 rolls are packed in the dis- 
play carton. Try this new pack- 
age and you'll never go back 
to the nuisance of measuring, 
cutting and wrapping asbestos 
paper from a big roll in your 
basement or on the third floor. 


ORDER 

A SUPPLY 
FROM 
YOUR 
JOBBER 
TODAY 


Just specify “ 
Sal-Mo Asbestos Paper, Cata- 
logue No. 101.” 


SALL MOUNTAIN 
COMPANY: 


ROCKDALE LANE, HAMILTON, OHIO 


OTHER SAL-MO ASBESTOS PRODUCTS: Paper 
® Millboard © Roliboard @ Ductboard ® Corru- 
gated Air-Cell Paper @ Pipe Joint Tape ® Cloth @ 
Gaskets © Air-Cell Pipe Coverings and Sheets 
Range Boiler Jackets © Furnace Cement ® Rope 





cartons 








and Wick Packings @ Wool and Sponge Felts. 
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| Selling the Trailer Camp Market 


| 





| 
| 





trailer supplies and equipment 
volume. 

Trailer appliances are shown in 
the aisle along the inside of the 
store’s front window. In addition 
25 ft. of tool fixture shelving has 
been taken over for showing trailer 
parts and equipment. One-half of 
a center island is now used for 
lighting fixtures, plumbing accesso- 
ries and chrome items. Large heat- 


(Continued from page 134) 





ing units, dollies, toilet seats and 
other bulky items must, of neces- 
sity, be put on display in every 
available corner. 

Of the space problem Mr. Van 
Tine observes, “Our trailer custom- 
ers don’t seem to mind, but this is 
not the way we like it. We are 
going to expand our showroom and 
put up another building to enable 
us to go after trailer business. 





Pancake Day 


When farm people come to town 
to be entertained or to listen to 
some agricultural discussion, etc. 
they do like a free meal. Not that 
they can’t afford to buy one for 
themselves, but free food means 
hospitality and friendliness on the 
part of the giver. 

When merchants of Grinnell, 
Iowa put on a free pancake feed at 
one such event, they served 5,000 
people with pancakes and 200 gal- 
lons of coffee. It is reported that 
the total cost of the free cakes 
amounted to $467.70. Not bad 
when one considers the amount of 
money those 5,000 people must 
have spent in town, plus the good 
will which was built. 


Agricultural Week 


To give farmers a well rounded 
program, the Watertown, S. Da- 
kota Chamber of Commerce pro- 
motes its Northeastern South 
Dakota Agricultural Week. It is 
usually held the last week in Jan- 
uary. Featuring a progtam de- 
signed to satisfy’all agricultural 
interests, the 1951 program at- 
tracted more than 10,000 farmers. 
The South Dakota Angus Breeders’ 
Association, the South Dakota 
Sheep Breeders’ Association held 
their annual shows to climax the 
week, and the South Dakota State 
College Extension Service pre- 
sented it 11 booth exhibit Family 
Farming on the final day. Winners 
from 10 surrounding counties 
were honored at a banquet. 
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120% SALES INCREASE 


due to Style Guide and Companion... 
PORTER AND WEBER, STATE COLLEGE, PA. 









































ats and 
f neces- 
n every Th : 1 inl 
f Sst and | cre: USiness hag ; 
Ir. Van Read Mr. Porter’s letter. It tells a straight- ® Sty — tie increose se the gated 120% ee 
' ’ eh ™Panj Yle Guj 
custom- forward story of wonderful sales results Petten my 7 Style Guides hia vide ang 
i i . . . as a ‘ ' 
 geete from using the Sherwin-Williams Style ere "° Continually in A mle Guide c 
7 . ac lendin . Prospectiy, 
om and Guide and the Style Guide Companion. Prestige ona oe lly ncreasing oy, “ 
_ i i . k ve 10 these two q a, © House on, ond the 
38. “They are continually in use,” Mr. Porter NOW We hay Uthoritative 4, Ss or Styling 
ome h e [maz 
says. “We know we have two powerful the stone ep 4. fe Gu nd salesmen fat w 
. fe) . © hands of ° : 
salesmen at work in the home when our wien, fen ing prodvceg wr sistom Panions leave 
4 i ro ; - 
2k Style Guides and Companions leave the sa oMPlete home, 95 10 $63.93. business while 
° ” t/ a Othe no cre Gettin 
yunded store in the hands of our customer. Department feonPertant comttbetor 9 
=] . r ‘ ° Panion, le St . Our Sty] 
3. Da Are you cashing in on these twin sales Ooks right ny ter ont mt Gnd Sty on 
e pro- c i : : st de , 
South builders? Ask your Sherwin-Williams repre- Mein TOM these 
i i rely, 
r is : sentative how you can get this great paint i 
1 Jan- eecgl > 
n de- selling team working for you. ae 
ltural 
n at- 
mers. 
»ders’ 
akota 
held 
x the 
State 
pre- 
mily 
ners 
ities 
“7, «et. SHERWIN-WILLIAMS 
7o sell... 
1952 52 
HARDWARE AGE, FEBRUARY 21, 19 














PARADIZE PLASTIC 
FLOOR WAX 


e Anti-Slip ~ 
e Water Repellent 

Full 407; Profit to Deal- 
ers — Why sell Wax for 
less. Sold only in Hard- 
ware, Houseware and 
Department Stores. Full 
Department Store, Dealer 
and Jobber Promotion — 
Exclusive Jobber Ar- 
rangement. Nationally 
advertised — by the Mak- 
ers of the Fastest Selling 
Lowest Priced Line of 
Moth Preventatives,” 





Order and Inquire Today. 
Our salesman will be ready 
to call. 

Spring Dating Deal. 








PARADIZE PRODUCTS 


ee) ite) 7 -Vilel, 
FAIRVIEW, NEW JERSEY 





of fertilizer. The Peters brothers 
say that this mass display is a 
strong aid in selling fertilizer. For 
instance, when a clerk sells a gar- 
den tool or lawn mower—if a large 
bag of fertilizer is handy, the sight 
of it will suggest an additional sale. 
When a bag of fertilizer is sold, it 
can be put quickly on a hand truck 
and wheeled through the door to 
the customer’s car. 

If the sales clerk had to go into 
the warehouse to get the heavy bag 
of fertilizer, the customer might 








Up-Front Display Booms Lawn and Garden Sales 


(Continued from page 113) 


Open display of mowers, rollers, sweepers and spreaders. 
in front of the store for easy examination. At other times 
this section has display islands. 
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have to wait overly long for deliv- 
ery. Thus sales time, too, would be 
spent in warehousing at a time 
when rush-period sales time was 
urgently needed. 

“We find that grouping of spring 
merchandise needs, such as lawn 
and garden supplies, helps sell more 
of it,” declares William Peters. 
“Not only does it get the attention 
of more customers, but it gives the 
sales clerks more incentive to sell. 
We also use our spare time to 
bring fast-moving, seasonal mer- 





Steel goods line this front-of-the-store wall in the busy lawn and 
garden season. Galvanized ware gets attention on the display ledge. 
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BOKER TREES)“ BRAND 
MOVES AHEAD 


Now the entire TREE BRAND line 
is going into the Sat. Eve. Post! 







@ A year round schedule of sparkling, 
hard-hitting ads will boost this 
famous line to new sales records. 
That means more sales for You! 























@ Be ready with ample stocks of all 
BOKER Tree Brand Cutlery. Keep 
it well displayed! Store traffic will 
be more and more conscious of 
BOKER Tree Brand value. 


@ Tie in with this advertising. Dealer 
helps are available through your 
jobber or directly through us. Get 
the full benefit of this sales stimu- 
lating advertising to the POST 
millions. 


EST. 1837 


BOKER 
TREE @ 


BRAND 


ar UTLE RY or 


FOR OVER A 





The ads shown are two of 
many which will confirm 
BOKER Tree Brand as 
the household name for 
Fine Cutlery. Sell this fa- 
mous line and you'll profit! 


H. BOKER & CO., INC., Established 1837 + 101 Duane St., New York 7, N. Y. 


HARDWARE AGE, FEBRUARY 21, 1952 169 

















BIGGER SPRAYER 
SALES ‘zig 
for You 

oo "52 








When You Stock and Sell 


CHAPIN 


SPRAYERS 


Start the new year off right! Stock 
up with a good supply of CHAPIN 
Quality Sprayers. Attractive, effi- 
cient, and durable CHAPIN mod- 
els display well, sell well. Make a 
New Year's resolution now to 
“move” more sprayers in ’52 by 
selling CHAPIN . . . a great name 
since 1887! 


FAST MOVING HAND SPRAYERS 
’ No. 585 

















































2 qt. cap. Gives 
steady pressure 
with easy pump- 
ing. Galvanized 
tank with seams 
double locked and 
soldered for 
heavy-duty use. 
Tank opening 14%”. Pump size 13” x 1%”. 


Popular 


COMPRESSED 


AIR MODELS 
No. 140 


3% gallon capacity fun- 
nel top model in Armco 
Zincgrip galvanized steel. 
Great new features: dome 
top, die cast quick closure, 
and all seams _ electric 
welded. Has 11%” x 1%” 
seamless brass pump. 


WRITE FOR CATALOG NO. 51 





Free: Gives complete data on large Chapin 
line of hand and compressed air sprayers, 
dusters, knapsack, and wheelbarrow sprayers. 


R. E. CHAPIN 


MANUFACTURING WORKS, INC 





200 Chapin St. Batavia, N. Y. 
Canadian Representative 
FRANK HACKING (Canada) LTD. 
44 Yonge St. Toronto, Canada 














chandise up front where it is avail- 
able for quick sale and delivery. 
Customers like that kind of ser- 
vice.” 

Another excellent display idea 
which the store uses annually is the 
moving of its entire steel goods line 
to an up-front area along the wall. 
Glass shelving is removed and steel 
goods are attached to the wall 
strips. During the early spring and 
summer season, this arrangement 
gets the steel goods up where they 
catch the attention of more traffic, 
thus earning a higher turnover 
rate. 


Moved Seasonally 


Later when the seasonal sales of 
steel goods begin to slow down, the 
steel goods section is moved fur- 
ther back into the store. Customers 
can still see garden tools, late into 
the summer, but they must walk 
further back into the store. 

The up-front area, occupied in 
spring by the steel goods line, is 
— quickly converted to a house- 
wares exhibit, by replacing the 
shelves. 

“When we put shelving into the 
area several years ago,” William 
Peters said, “we counted on the 
flexibility of our display policy. We 
wanted to take advantage of the 
seasonal buying urge and also the 
heavy stream of traffic going in and 
out the front door, and also the 
traffic heading downstairs into the 
basement, where we have heavy 
appliances and power tools, as well 
as a mill supplies department.” 
Although Skandia Hardware’s 
flexible display policy entails con- 
siderable shifting, upon occasion, 
its profit from such_ seasonal 
changing more than pays its own 
way. 





HARDWARE HUMOR 
By Hardware Age 








"| trust that eliminates your doubt 








| as to the flexibility of our steel rule." 


Dealers everywhere 

have found they can recom- 
mend with contidence—anl 
sell with profit—Keystone Metal 
Insect Screening! Has the uni- 
formity and qualities that make 
it easy to handle and install either 
in today’s big replacement mar- 
ket or new work. Outstanding eye 
appeal, combined with strength 
and durability are extra pluses. 


A full range of meshes, gauges 
and finishes in Galvani 
Steel Wire Screening, Bronze 
and Clad Aluminum. Send 
today for details and 
prices. 
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American Gas Association annual con- 
vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 
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American Hardware Manufacturers 
Assn., semi-annual convention meet- 
ing jointly with the Southern Whole- 
sale Hardware Assn., April 6-10, 
at the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Arthur L. Faubel, 
342 Madison Ave., New York City 
17, secretary-treasurer of the manu- 
facturers Association; T. W. Mc- 
Allister, 814 Metcalf Bldg., Orlando, 
Fla., managing director, wholesal- 
ers’ association. : 


Builders’ Hardware Show and Con- 
vention, Sept. 28-30, Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
John R. Schoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. 


Hardware Week (irha), April 17-29, 
sponsored by the National Retail 
Hardware Association, 333 No. 
Pennsylvania St., Indianapolis 4, 
Ind. 


Housewares and Home Appliance 
Manufacturers’ Exhibit, July 7-11, 
at Atlantic City, N. J., Auditorium. 
Sponsored by National Housewares 
Manufacturers’ Assn., 1140 Mer- 
chandise Mart, Chicago 54. A. W. 
Buddenberg, secretary. 


Industrial Supply Convention, May 
19-21, at Atlantic City, N. J. Spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Association. R. Kennedy Hanson, 
general manager, 1346 Connecticut 





Ave., N. W., Washington, D. C.; 
the National Industrial Distributors’ 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


National Events 


Association, H. H. Rinehart, execu- 
tive secretary, 1900 Arch St., Phila- 
delphia 3, Pa.; Southern Industrial 
Distributors’ Association, E. , 
Pugh, secretary-treasurer, 712 Vol- 
unteer Bldg., Atlanta, Ga. 


International Trade Fair, March 22- 
April 6 at the Navy Pier, Chicago, 
Ill. Executive vice-president John 
N. Gage, Col. U.S.A. (Ret.). Head- 
quarters, Merchandise Mart, Chi- 
cago 54. 


Locksmith’s Convention and Trade 
Show, May 3-4, at the Hotel Park 
Sheraton, New York, sponsored by 
regional and locksmith’s associa- 
tions throughout the U.S.A. Con- 
vention headquarters, 110 E. 59th 
St., New York City; Robert Rog- 
non, chairman. 


National Association of Sheet Metal 
Distributors, Annual Spring Meet- 
ing, May 8-9 at the William Penn 
Hotel, Pittsburgh, Pa. Thomas A. 
Fernley, Jr., 1900 Arch St., Phila- 
delphia 3, executive secretary. 


National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by Nationa] Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City, Frank M. Yeager, 
managing director. 


National Retail Hardware Association 
Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 


Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Southern Wholesale Hardware Assn., 
annual convention meeting jointly 




















The Original 
Automatic Grip 


SCREWDRIVERS 


... backed by inviting 
displays, substantial 
national advertising, 
outstanding features, 
and unsurpassed 
quality—Hold-E-Zees 


P ORDER 
move steadily THRU 
from your shelves, YOUR 

JOBBERI 


each sale creat- 


ing a satisfied 
customer. 


Y 


a 


Ww 
del? 


FOR BOTH 
TYPES OF 
RECESSED 
HEAD SCREWS 


“EL +p) 
One Cb Both Types 


UPSON BROS., INC. 
ROCHESTER 14, N.Y. 
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You can profit by the good-will built 
up by Sanettes over 28 years. They 
are quality step-on cans,—sold exclu- 
sively to the independent retail trade. 
They sell easily, at full mark-up... 
and at popular 
prices. 


4 
SIZES 
White 

Red 
Yellow 


cover models, in 
2 sizes and 3 
colors. Write for 





Cat. No. S-12-C 
10°* dia., 15°" high 


SANETTE WAXED BAGS | 


Popular-Priced 


Packed 50 to a colorful dispenser carton,— 
save wrapping garbage and provide a con- 
venient, quick method of disposal. 3 sizes 
... fit all cans. 


MASTER METAL PRODUCTS, Inc. _ 


321 Chicago Street Buffalo 4, N. Y. 
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. also chrome | 


names of jobbers | 
in your vicinity. | 


with the semi-annual convention of 

the American Hardware Manufac- 
turers Assn., April 6-10, at the Palm 
Beach Biltmore Hotel, Palm Beach, 
Fla. T. W. McAllister, 214 Metcalf 
Bldg., Orlando, Fla., managing di- 
rector, wholesalers’ association; 
Arthur L. Faubel, 342 Madison Ave., 
New York City, secretary-treasurer, 
manufacturers’ association. 

Sportsmen’s Show, 15th National 
Sportsmen’s and Vacation Show, 
Feb. 16-24, at the Grand Central 
Palace, New York City. 


Toy Fair, March 10-19, at permanent 


Marshall- Wells Stores Congresses, 
sponsored by the Marshall-Wells 
Co., Duluth 1, Minn., Feb. 25-26; 
Billings, Mont., March 3-4. 

Pennsylvania Wholesale Hardware 
and Supply Association, annual 
spring meeting, March 6-7, at the 
Hotel Astor, New York City. James 
G. Krause, Geo. Krause Hardware 
Co., Lebanon, Pa., is secretary. 

Sportsmen’s Show: Detroit Congress 
Sportsmen’s and Boat Show (in- 
cludes annual Detroit News Travel 
Show), March 15-23, at the State 
Fair Grounds, Detroit, Mich. 

Sports Travel and Boat Show, Feb. 
29-March 9, at Civic Auditorium, 





Alabama Retail Hardware Assn. Con- 
vention and exhibit, March 30- 
April 1, at Whitley Hotel, Mont- 
gomery, Ala. Mrs. Euna G. Ramsey, 

1926 Fourth Ave., North Clark 

Bldg., Birmingham, secretary. 

Carolinas, Hardware Association of, 

convention and exhibit, June 10-11, 

at Charlotte, N. C. Mrs. Sally 

Couch Masten, 118% East 4th St., 

Charlotte, secretary. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. con- 
vention and exhibit, May 19-21, 

| at George Washington Hotel, Jack- 

| sonville, Fla. W. W. Howell, P. O. 

| 





Box 183, Waycross, Ga., executive 


manager. 
Illinois Retail Hardware Assn. con- 
vention, Feb. 26-28, at Chicago. 


Convention at Sheraton Hotel, ex- 
hibit at Navy Pier. W. F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
managing director. 

North Dakota Retail Hardware Assn. 
convention and exhibit, March 25- 
27, at Fargo. Exhibit, and meetings, 
Crystal & Avalong Ballroom; head- 
quarters, Graver Hotel. Miss E. J. 

| McGrann, 54% Broadway, Fargo, 

| secretary. 


| 


} 
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Regional Events 


State Events 





exhibits in 200 Fifth Ave., 1107 
Broadway, and other year-around 
permanent locations in New York 
City; hotel exhibits at the McAlpin 
and New Yorker. Sponsored by the 
Toy Manufacturers of the U.S.A,, 
Inc., 200 Fifth Ave., New York 
City; H. D. Clark, show manager. 


Trade Fair, Chicago International, 
March 22-April 6, Navy Pier, Chi- 
cago, Ill. Headquarters. Merchan- 
dise Mart, Chicago 54; executive 
vice-president, John N. Gage, Col- 
onel, U.S.A. (Ret.). 







San Francisco, Calif. Sponsored by 
California Sports, Travel and Boat 
Shows, Inc., 369 Pine St., San Fran- 
cisco 4, 

Texas Wholesale Hardware Associa- 
tion convention, June 19-21, at the 


Plaza Hotel, San Antonio. Secre- 
tary, Nat Johnson, P. O. Box 386, 
La Feria, Tex. 


Wisco Annual Merchandising School 
and Sales Show, March 25-27, spon- 
sored by the Wisco Hardware Co., 
Madison, Wis., at company head- 
quarters, 15 S. Brearly St. J. A. 
Fitschen is president and general 
manager. 





South Dakota Retail Hardware Asso- 
ciation convention and exhibit, April 
1-8, at Cataract Hotel, Sioux Falls. 
O. R. Baily, 1300 So. Jefferson Ave., 
Sioux Falls, secretary. 


Virginia Retail Hardware Assn. con- 








vention and exhibit, March 25-27, M 
at Hotel John Marshall, Richmond. — 
George T. Omohundro, Jr., Scotts- oO’ 
ville, secretary. is 
m 

E: 
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"Boss, how much um feather dusters 
without um handles?" 
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MEANS MOKE BUSINESS. { 


billing on the spot! You make 
more profit with Expello. 


Ss SPECIAL DISCOUNT 

o Yes, you get a special 10% 

bonus discount on ail 

e purchases of famous Expello 
Lg moth killer made through your 
ee wholesaler. It’s taken off your 













Millions of women will hear 
—read—and see demonstrated 
over television—why Expello 
is the most effective 

moth killer they can buy! 
Expelle acceptance is 
nationwide! 


Newspaper, Magazine and <(\\ 
Television Advertising __ \\ 
@ 













My Counter and Window Displays 
~ yx =. Eye-catching displays in 
ateatey |» natural colors feature 

gorgeous Expello Girl. 
Identifies your store with 
Expello advertising. Also, 
new consumer booklet 
contains useful moth 
preventive information. 
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LE Consumer-Survey Proved 


A recent survey in a number 

of large markets shows more 
women prefer the Expello 

type moth killer than any 
other because: 1. It’s more 

oO effective, 2. It’s easier to use! 








Ex-Ray Vapor Feature 


Expello Ex-RAY VAPOR 
kills moths, eggs and 
worms where ordinary 
spraying doesn’t reach. 
Ex-RAY VAPOR penetrates 
through every seam and 
fold of a garment. No work. 
No worry. No moths. 



















Give your profits a boost! 
Display fair-traded, high-quality, 
nationally advertised Expello in 
your store. It’s fast-moving. 

It means more business! 


JUDSON DUNAWAY 
CORPORATION 


Dover, New Hampshire 
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Hardware Week Promotions 





(Continued from page 13) 


tools, as a Hardware Week special 
to all dealers selling Trump gar- 
den tools. The display, measuring 
made 


12x6x6in., is of molded 





pulp and finished in four colors. 
The body of the wheelbarrow has 
raised lettering, and holes in the 
earth-like load hold each of the five 
Trump tools —cultivator, trans- 
planter, trowel, weed cutter, and 
fork. Animal Trap Co. of Amer- 
ica, Lititz, Pa. 


Adjustable Wrench Set 


Here is a new set of three ad- 
justable Utica wrenches, No. W-4, 
in an attractive package offered for 
Hardware Week. There is a sleeve, 
done in Hardware Week colors, de- 
scribing the special features of the 
6, 8 and 10 in. wrenches. Also in- 
cluded are two additional sleeves 
with each unit, one featuring the 








wrenches as a Father’s Day gift 
and the other for general use. Utica 
Drop Forge & Tool Corp., Utica 4, 
N. Y. 
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Garden Hose Selling Aids 


Retail sales aids for Koroseal or 
Garden Club rubber garden hose 
that can be tied in with Hardware 
Week are listed on a catalog sheet 
available to dealers. Koroseal hose 
coils feature a disc in the center of 
the coil, giving features of the hose 
as well as prices. Other sales aids 
include: window signs, 514x24in. 
for both rubber and Koroseal hose; 
934x12\4in. easel- mounted coun- 
ter cards; self-mailer order cards; 
newspaper mats; radio spot com- 
mercials; window trim sugges- 
tions, and distributors direct mail 
service. B. F. Goodrich Co., Akron, 
Ohio. 


Screwdriver and Drill Unit 


Here is a special tool unit, No. 
133HW, for Hardware Week only. 
It consists of the regular Yankee- 
Handyman spiral ratchet screw- 
driver, No. 183H, on which is taped 





a No. 333H drill point set. The 
screwdriver both drives and draws 
screws, and becomes a drill when 
used with No. 333H drill point set 
for boring small holes in wood or 
plastics. No. 183HW lists for $2.98 
each. Merchandising aids available. 
North Bros. Mfg. Co., American 
St. & Lehigh Ave., Philadelphia, 
Pa. 





All-Purpose Pad Deal 


Offered free with Pro-Tex As- 
sortment 1157 of Linen and Royal 
Anthurium all-purpose stove and 
table mats during Hardware Week, 
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is this Mighty Mite all-metal dis- 
play rack, holding 12 popular size 
mats. Assortment 1157 includes 
six each Linen mats in 18x20, 
15144x20 and 14xlTin. sizes in 
red, gray and yellow, six round 7 
in. mats in red and yellow, three 
7 in. square mats in gray, one 
Royal Anthurium each in 18x20, 
15144x20 and 14x1Tin. sizes, and 


i 
f 








three 7 in. square mats. Ballonoff 
Metal Products Co., 2536 Euclid 
Ave., Cleveland 15, Ohio. 





Plastic Hardwares 


A special feature for Hardware 
Week is. this Federal Hostessware 
matched plastic line of adhesive 
mounted housewares. It consists 
of waxed paper and aluminum foil 
dispenser, paper towel holder, knife 
holder, memo pad holder, match 
box holder, paper cup dispenser, 
and toilet paper holder. All feature 
the new adhesive mounting, which 
allows the items to stick to tile, 
linoleum, porcelain, wood, plaster, 
metal plastic and enameled or 
varnished surfaces. The line is 
backed by advertising in national 





consumer magazines. Federal Tool 
Corp., 3600 W. Pratt Blvd., Chi- 
cago 45, Ill. 


Screen Door Hardware 


Screen door hardware is being 
featured by C. Hager & Sons for 
Hardware Week, available in 
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THERMOMETER DEPARTMENTS 


delivered sinee August Ist 





















































W: knew that these self-selling ther- 


mometer merchandisers would be 
a hit, but we never guessed they’d go so 
fast! First we ordered 12,000 from the 
board supplier, then*increased the order 
to 30,000! He had labor trouble for awhile 
and has been able to deliver only 21,000. 


The picture is brighter now . . . we have 
an ample supply and we can fill orders 
promptly. Better get your order in early 
and capitalize on the thermometer busi- 
ness boom these hard-hitting boards will 
bring to your store. 


Both permanent merchandisers are green 





includes 11 popular priced 
cooking thermometers: 
3 Taylor Roast Meat, 2 
Candy-Guide*, 2 Frying- 
Guide*, 2 Oven-Guide*, 
2 Freeze-Guide*. 1 each on 
handsome merchandiser. 




















Home Thermometer Dept. > 
with 13 wall, 9 window 
thermometers, $.75 to $2, 
and permanent display. 








with cream trim, measure 12” x 15”, can 
be mounted on walls, doors, or pillars or 
set on counters or tables. Both of these as- 
sortments give better than 40% profit! 


FULL LINE THERMOMETER MERCHANDISER > 


Here’s a salesman for 13 high profit Taylor 
Instruments. The handsome, rugged 50” 
x 16” panel comes in horizontal type, for 
counters or tables: vertical model for walls 
and pillars. Hundreds of dealers report 
50 to 100% sales increase. Taylor Instru- 
ment Companies, Rochester, N. Y., and 


Toronto, Canada. 
*Reg. Trade-Mark 


Order through your wholesaler today ! 


TAYLOR INSTRUMENTS MEAN ACCURACY FIRST 
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matched sets and single units. A 
set of mats is offered free for use 
in flyers, mailing pieces, broad- 









sides, newspaper ads, and other 
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WELDED VETTING 
os 


try Netting 
@ Easier to erect — Just 
Hang It — No Stretching 
@ Longer lasting 18-34 ga. 
at price of ordinary 20 
ga. Galv-AFTER 
© Greatest improvement in 
poultry wire in 50 years 


‘PERMA-GARD 


LOL 2) Mts v4 


. stiffer and Stronger — 
Wire has greater tensile 
strength 

@ Galvanized After Weld- 
ing — Lasts years longer 
— No burned _intersec- 
tions 

@ Flush trimmed at angle 
for smooth edges 

Also Galvanized Before 

Welded Fabric where longer 

life is not a factor 


e Complete variety of 
both Light and Heavy 
Grades to suit every net- 
ting purpose 


HARDWARE 
CLOTH 


@ Full range of mesh — in- 
cluding popular grades 
of Heavy Cloth to fit all 
applications 

@ Most modern equipment 

for hot dip galvanizing 

produces brighter faster 
selling fabric with long- 
est life 


WIRE INSECT 
SCREENING 


In Three Price Classes 
































@ Acme — Electro-Galvan- 
ized Cheapest first cost. 

@ Bronze — Bright and An- 
tique High first cost but 
longest life 

@ Pearl — Richly beautiful 
and durable. A plastic 
coated screening ot a 
medium price 


Most 
COMPLETE 
LINE OF 


WIRE FABRICS 
Made by One 
Manufacturer. 


THE 
GILBERT & BENNETT 
MFG. CO. 










































@ New and Better 2” Poul- 


sales helps. Shown here is a typ- 
ical mat, of the No. 1 screen door 





hinge. There are also mats of a 
screen door set, screen door hinge, 
screen and storm hanger, and 
screen corner brace. C. Hager & 
Sons Hinge Mfg. Co., 139 Pictor 
St., St. Louis 4, Mo. 





New Tool Holder 


A new three-part Handy-Tool 
Holder of heavy steel has a special 
retail price of $1.49 per set for 
National Hardware Week. Regular 
retail price is $1.75. The unit holds 
a large assortment of hand tools, 
brushes, etc., for home or workshop 
use, and comes complete with self- 
tapping flat head screws. The three 
row tool holder can be used as one 





unit or each part separately. At- 
tractively packaged in a two-color 
box with mounting 


instructions. 





Chas. O. Larson Co., Sterling, Il. 


New Saucepan 


Here is the new Vogue %& at. all- 
purpose saucepan, pre-ticketed at 
the retail price of 23¢ for Hard- 
ware Week. A special promotion, 
No. WR-9352, offers the saucepan 
with an assortment of kitchen 
enameled-ware, and a free kit with 
display cards, window banner, news- 
paper mats, and pennants, featuring 
the saucepan. Dealer cost for the 
assortment is $47.95; retail value is 
$70.32. Federal Enameling & 
Stamping Co., McKees Rocks, Pa. 





Two Screwdriver Sets 


For Hardware Week, shown here 
is a five-piece screwdriver set that 
includes a stubby, pocket, recessed, 
mechanic and electrician driver. 
Handles are unbreakable amber. 





The set, 
$1.40, 
There is another “5-in-1” screw- 
driver set, retailing at 99¢ for 
Hardware Week. Packaged in a 
handy plastic roll kit is a strong 
chuck to take five blades—recessed 
No. 1, recessed No. 2, midget, cab- 
inet, and all-purpose. Dealer cost 
during Hardware Week per dozen 
kits is $8.00. Fuller Tool Co., Inc.. 
905 Faile St., New York 59, N. Y. 


retailing for 


usually 
is offered at 99¢ retail. 





Fountain Brushes 


Offered as a Hardware Week 
special is the EZee Wash fountain 
brush No. 395 with a 10-in. handle, 
and the No. 495 brush with a 36-in. 
handle. Shown here is No. 395, 
packed individually 12 to a case, 
and with a list price of $3.95 each. 
No. 495 is also packed individually 
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12 to a case and lists at $4.95 each. 
Both styles have a hose nut on the 
end of the handle for easy attach- 





ment to a garden hose. Laitner 
Brush Co., 2000 Brooklyn Ave., De- 
troit 26, Mich. 





Special Housewares Offer 


To tie in with Hardware Week, 
there are two offers from Heller 
Hostess-Ware. Offer No. 1 of im- 
ported aluminum pantry ware has 
two each of canister sets, range 
sets, cookie canisters, pop corn or 
snack sets, salt and pepper shaker 
sets, and cake fresheners, plus a 
free garlic press. Total retail value 
is $35.80, and dealer cost is $22.80. 
Offer No. 2 of anodized aluminum 
colorama serving aids includes 
eight- and four-piece tumbler sets, 
a copper stein set, a serving tray, 
coaster or ash tray sets, pitchers, 
and a “Big Apple” ice vault, plus a 
free aluminum garlic press. Total 
retail value is $45.65, and dealer 
cost is $29.37. Complete promotion 
kits with each offer. Heller Hostess- 
Ware, Inc., White Plains, N. Y. 





Wing Nut Merchandiser 


Ready for its initial promotion 
during Hardware Week is this new 





wing nut display box, a self-con- 
tained unit sturdily constructed 
for counter use. Four popular sizes 
are displayed in separate compart- 
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ments to retail at 3, 4, 5, and 6¢ 
each. Total retail value is $5.76. 
The wing nuts are zinc alloy, rust 
proof, brightly finished, and with 
clean threads. Gries Reproducer 


Corp., 789 E. 132 St., New York 
54, N. Y. 





Two Mop Deals 


Offered for National Hardware 
Week are 12 assorted Du-All mops 
with a sturdy welded steel wire 
rack holding all of the mops, 
shown here. This deal, DD-900, in- 
cludes six triangle reversible mops 
in tangerine and red, and six ob- 
long reversible mops in blue and 
green. Another deal, RH-4, offers 
12 mitt mops with handles and a 







































































wire counter display rack included 
with each 12. Mitts are packed in 
individual illustrated envelopes, 
and can be slipped off the frame 
for use as a hand mitt duster or 
car washing mitt. Du-All Mfg. 
Co., Geneva, Ohio. 





Paint Brush Offers 


There are two Whiting-Adams 
special offers for Hardware Week. 
No. 205 Minute-Man nylon varnish 
brush assortment has 48 varnish 
brushes in three sizes with red, 
white and blue handles. Total re- 
tail return for the unit is $28.20, 
and the special Hardware Week 
dealer price is $15.40. No. 206 
Minute-Man nylon wall brush as- 
sortment has 12 wall brushes in 
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DROP FORGED 


SNIPS 





NOTHING FINER... 
- - « at ANY price! 


COMPARE BLUE BIRD 
in QUALITY 
SALES APPEAL 
and PRICE! 


and you'll know why more people 
than ever before are demanding 
Blue Bird snips. 


© Drop Forged 

© Heat Treated 

® Accurately Adjusted 
® Hand Polished 

® Attractively Boxed 
® Fully Guaranteed 


MANUFACTURERS 
of the FAMOUS 











BLUE BIRD BATTERY TOOLS 


Bergman TOOL MFG. CO. INC 
: 15731575 MIAGARA ST BUFFALO 13. WY 



















Want to sell more rods? 



























Premium quality . . . properly 
priced for profits . . . Union 
Hardware fishing rods give your 
most exacting customers tops in 
P “fishability” .. . as well as in 
dollar-for-dollar value. A com- 
plete line, there’s a Union Hard- 
ware rod for every type of fish- 
ing . . . every fishing enthusiast. 


HERE’S PROOF YOU CAN’T 
- SELL BETTER RODS AT 
BETTER PRICES. 


Look over the Gillie, a Nyglax 
(tubular glass) rod designed 
especially for dry fly fishing. 
Just the rod for big water, it’s 
got every feature your “canny” 
customer will look for. 


Only manufacturer carrying out 
the entire process of making rods 
of all three materials . . . glass, 
bamboo and steel . . . Union 
Hardware designs and builds 
every rod to standards estab- 
lished over more than half a 
century in the rod business. 





It'll pay you to ask your jobber 
for Union Hardware rods. And 
why not write us directly today 
for our complete, illustrated 
catalog . . . sent without obliga- 
tion, of course. 

UNION HARDWARE ROLLER SKATES 


SET THE STANDARDS 
OTHERS TRY TO MEET 


me VEEeE YN 
SIViUsin 
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three sizes, also with red, white 
4nd blue handles. Total retail re- 
turn is $28.60, and the special 
dealer cost for the unit during 
Hardware Week is $16.12. Color- 
ful counter displays are offered 
free with each unit. Whiting- 
Adams Co., Inc., 690-710 Harrison 
Ave., Boston 18, Mass. 





New Hand Saw 

Here is the new Gem, a 26-in., 
8 point, four-gage, taper ground 
hand saw being offered for Hard- 





ware Week. The blade is Rockwell 
blued steel, and there is striped fin- 
ish and harmonizing apple finish 
beechwood handle. Retail price is 
$3.88. Every box of six Gems will 
contain a 5-ft. window streamer for 
Hardware Week and a 20-page in- 
struction booklet giving proper use 
and care of the saw. Rockwell 
Tools, Inc., 1814 Kinnear Rd., 
Columbus 8, Ohio. 





Plane Display Unit 


Complete with four No. 33 block 
planes as a Hardware Week special 
is this colorful plane display unit. 
The planes are 3% in. long, cutter 
width is 1 in., and they are razor- 





sharp, honed and ready for use. 








Retail list price for this special 
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deal is $3.56 for Hardware Week, 
instead of the regular $4.00. Millers 
Falls Co., Greenfield, Mass. 





Lantern Selling Aids 


The Dietz Red Comet !antern is 
being featured for National Hard- 
ware Week. Promotion material 
for the lantern includes a display 
card done in three colors, with a 
gold foil semi-circular stage and 
easel back, with each 6 lanterns 
ordered. Other material includes a 
streamer for window or counter, 
with a place for the special price, 
and free mats, etc., for advertising. 
R. E. Dietz Co., 225 Wilkinson St., 
Syracuse, N. Y. 





Safety Plate, Flashlights 


Two items featured specially for 
Hardware Week are the duplex out- 
let Safety Plate, shown here, and 
the Gits No. 33 flashlight assort- 
ment. The Safety Plate holds plugs 














firmly, even in worn outlets, and 
spring actuated disc covers live 
contacts. It is easy to install with 
no wires to connect, and comes in 
ivory and walnut. Retail is 49¢ 
each. The No. 33 flashlight assort- 
ment includes No. 100 Plastic Eye, 
No. 122 Right Angle, No. 200 Plas- 
tic Eye, and No. 200K Jr. Plastic 
Eye with belt clip. Both products 
are offered with displays. Gits 
Molding Corp., 4610 W. Huron St., 
Chicago 44, II. 





Slaw Cutter Display 


An attractive display stand for 
the Rapid slaw and vegetable cutter 
and Rapid salad sets is available 
for Hardware Week. It is 15x19 
in., green with red and white let- 
tering. The stand and a No. 8 
Rapid slaw and vegetable cutter 
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BOLT ACTION SINGLE SHOT .22 CALIBER 






Amazing . . . unprecedented — yet that’s the terrific 
guarantee that H&R is putting behind the new, improved 
1952 model of the “Pioneer”! 


Powerful full page national advertising will be telling your customers 
about H&R Performance Bond on the “Pioneer”. And there's a sales- 
building promotion kit FREE with each new merchandise order. 
Together, these two will build important volume ... volume you 
never expected in the single shot field. 


So climb aboard the profit train. Order your H&R 
“Pioneers” and be all set for the selling-est single shot 
season in history! 







QUALITY ARMS 
FAMOUS THE WORLD OVER 




















ARGOSY 

OPEN ROAD FOR BOYS 

20,434,400 people to be exposed to H&R BOY'S LIFE 
“Pioneer” promotion advertising in MECHANIX ILLUSTRATED 

POPULAR SCIENCE 

OUTDOOR LIFE 

SUCCESSFUL FARMING 



















Containing 


Rifle Display Stand - Newspaper Mats - Window Streamer - Instruction Folder 
National Ad Proof 


HARRINGTON & RICHARDSON ARMS CO. 


131 PARK AVENUE * WORCESTER 2, MASS. 
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Meet 


a Year ’round 
Money Maker! 
NON-INFLAMMABLE 


Renofab 


Custom Dry Cleaner 


IN THE SENSATIONAL 
"Whisk-Top” Bottle! 


complete! 


A terrific success in drug and depart- 
ment stores, non-inflammable 
Renofab is now being introduced to 
the hardware and housewares outlets. 
A quality product, Renofab cleaning 
fluid is safe, sure and fast and the 
self-moistening “whisk-top” removes 
toughest spots from clothing, uphol- 
stery, lampshades, etc. Wonderful for 
home, office, store or car! 


RENOFAB BUILDS REPEAT BUSINESS! 


After trying out the ‘‘Whisk-Top”’ 

ttles, consumers invariably re-order 
Renofab in the economy-size pint, quart 
and half-gallon cans. 


TAKE ADVANTAGE OF THE 
RENOFAB INTRODUCTORY DEAL! 


Two free bottles with each 24-bottle 
order! Colorful counter card and atten- 
tion-getting window streamers included 
with introductory offer. 


SEND THIS COUPON RIGHT AWAY 
FOR STEADY PROFITS EVERY DAY!>~ 
RENOFAB PRODUCTS CO. | 
507 E. 120th St., New York 35, N.Y. 


Send me your introductory carton of twenty- 
four 4-oz. bottles of Renofab Spot Remover of 
which two bottles are free of charge. I under- 
stand the regular dealer price is $3.92 per dozen. 
This order to cost me only $3.59 per dozen. 
MY JOBBER’S NAME AND ADDRESS 


4 
t 
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are offered free for Hardware Week 
with a No. 30 assortment, consist- 
ing of six each No. 6 and No. 8 
cutters, and No. 10 Rapid salad 


— 
i 
} 


RAPID CUTTER 
spitie) ete 


oz oF 
me : 


sets. Newspaper mats are available 
free. Bluffton Slaw Cutter Co., 
Bluffton, Ohio. 


Newspaper Tool Mats 


Stanley Tools and North Bros. 
Mfg. Co., are offering a _ special 
newspaper mat package, free upon 
request, promoting two special tool 
units for Hardware Week. Stanley 
offers one- and two-column mats 
on the special plane unit HW6, and 


Manganese 


"0. 1398 
SPIRAL RATCHET 
SCREW DRiveR 





VICTOR 
by Stanley 
PLANES 


DEALER'S IMPRINT 








North Bros. offers a one-column 
mat of the No. 133HW tool unit. 
Both Stanley and North Bros. mats 
are pictured here. The package is 
available from Stanley Tools, New 
Britain, Conn. 


Wheelbarrow Poster 


Available to the trade for irha 
Hardware Week is this_ special 
poster for the Whiz Buchbarrow. 
It measures 26x32 in., and is done 
in red, white and black. The Whiz 
is a completely packaged wheel- 
barrow that comes in a handy car- 


’ Bow one 
woe? . 
BUCHBARROW 
| 


% 
a 
; 


=z 


ton and can be easily assembled 
without special tools. An_ illus- 
trated instruction sheet is included. 
Buch Mfg. Co., Elizabethtown, Pa. 


WHAT’S NEW 


Dial Window Thermometer 


Here is an outside dial window 
thermometer, registering maxi- 
mum-minimum temperatures and 
with push-button setting, called the 
Taylor Remo-Set. There is a rug- 
ged Tenite plastic case with stain- 
less steel mounting bracket, the dial 
is open-faced, and the numerals and 





graduations are clear ivory on a 
green dial. Maximum-minimum 
hands can be pneumatically reset 
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LARVEX does things in a BIG way for your spring moth goods 
W) promotion. LARVEX is the. biggest advertiser, the biggest seller 
of all mothproofers for home use. Order LARVEX now. The 
demand will be heavier than ever. 
eter 
indow Larvex backs you with big new Advertising Campaign 
max1- ‘3 . 
| ona Hard-hitting LARVEX ads that presell your customers will ap- 
ed the pear in the nation’s top magazines with a combined circulation 
+ rug- of over 51,000,000. The LARVEX story of mothproofing de- 
— pendability will appear in Life, Better Homes & Gardens, Ladies’ 


e dial 


5 and Home Journal, Woman’s Home Companion, This Week, American 


Weekly, and many more popular publications. 


SAFE, SURE way to Mothproof LARVEX. 


Used for years by large woolen mills, LARVEX is the professional first in point - of - sale, too 


mothproofing method now available for home use. LARVEX FREE NEW DISPLAYS are yours for the 
gives positive protection against moth damage. One easy spray- ores comes Bae cae 


ing lasts a year. LARVEX penetrates each tiny fibre, makes the customers at the all important point 
cloth itself mothproof. LARVEX is a safe, sure way to mothproof. 1 th ncensinicth ostahecsta shits ichatell 
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LOCKS TIGHT 
TO FUEL TANK 


FILLER NECK A 


Wills 


THESE ITEMS 
SELL ON SIGHT! 


NIPPLE PAIL 
‘ — 


Farmers are buy- 
ing CALFEEDER 
NIPPLE PAILS 
now. It saves 
valuable calves 
during the haz- 

¥ ardous first 8 weeks of 
V life, reduces scours and 
helps calf add weight and 
2 Strength faster. Strong steel 
bracket spot welded on to sturdy 
hand-dipped galvanized pail. 
Equipped with pure rubber nipple 
fe-time brass nipple fittings. 










and Fi 
Nationally Advertised! Display This 
Popular Item Now! 


THE “MULTI-FIT” 


LOCK ON 


TRACTOR 


vs 


FUNNEL 


<a 









The safest tractor funnel on the 
market—fast, non-tip. It saves 
work, time, money. One of our 
best sellers because farmers want 
the patented LOCK-ON feature— 
it’s the only LOCK-ON Tractor 
Funnel made. A profitable item to 
show your farm trade. Nationally 
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advertised! Write today for prices 
—please include name of jobber. 


GENERAL METALWARE CO. 


Minneapolis 13, Minnesota 
Portland 10, Oregon 








WHAT’S NEW 








to the present temperature by a 
push-button located indoors. Range 
is —60 deg. to 120 deg. F. Taylor 
Instrument Cos., 95 Ames S&t., 
Rochester 1, N. Y. 





Portable Electric Fan 














This new portable electric fan, 
Model A-1, can be used as a ven- 
tilator as well as a circulator, and 
operates at two speeds, delivering 
1050 cu. ft. of air a minute at high 
speed. The mechanism is enclosed 
in a two-tone gray rectangular plas- 
tic case, mounted on a wide rectang- 





ular base. Front and back are cov- 
ered with louvered grilles. Fan can 
be tilted at any angle, from vertical 
to horizontal, and steel supports 
hold it firmly in position. Fair trade 
price is $34.95. General Electric 
Co., Bridgeport, Conn. 


Insulated Power Shear 


A new model of the No. 500 Sil- 
ver Giant power shear is now avail- 
able with complete insulation 
against electrical charges. The wide 
use of the No. 500 Silver Giant in 
line clearance and tree pruning 
makes the insulated model of value 
in this type of work. J. T. Henry 
Mfg. Co., Hamden, Conn. 


Can Lid Lifter 


This No. 8 Dual Electronic Can 
Lid Lifter attachment fits all Dazey 
Deluxe No. 80 can openers. Two 
powerful permanent magnets are 
swivel mounted and prevent cut-off 


lids from dropping into the can of 
food. An attractive self-service 
counter card will be furnished free 





with six No. 8 lid lifter attach- 
ments. Dazey Corp., Warne and 
Carter Ave., St. Louis 7, Mo. 





Electric Range 


The new divided top Preway elec- 
tric range, No. 25310, has a large 
oven with fully automatic controls, 
four high-speed burners, and a full 
stain - resistant porcelain enamel 








finish. Weight is 230 lb. Prentiss 
Wabers Products Co., 14-32nd St., 
Wisconsin Rapids, Wis. 


Portable Dehumidifier 


A new portable electric dehumidi- 
fier, Fresh’nd-Aire Model 750, has 
a convenient handle for easy move- 
ment and a removable _ In-A- 
Drawer, into which the water drops 
as it is removed from the air. The 
drawer is easily emptied when it 
gets full. The unit effectively de- 
humidifies areas up to 10,000 cu. ft. 
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of space, and has a % h.p. con- 
densing -unit. Operation is for 115 
volts, 50/60 cycles, AC only. 








he can of 
If-service 
shed free 











Fresh’nd-Aire Co., 221 N. La Salle 
St., Chicago 1, Il. 


Television Receivers 


A 17-in. television console re- 
ceiver and a 20-in. table model have 





























Good Cooking with Good Looking 
EVEREDY FRY-PIECES! 





Deep, well-rounded sides 

full 10” top diameter. Will 
fry as much as two cut-up 
chickens to a golden brown. 
Snug fitting covers are self- 
basting . . . available with 
swirl design, chrome-fin- 





ished stee] covers or new 





‘visual cooking’’ ovenproof 
glass covers. Cool, palm- 
fitting Bakelite handles. 


Two sizes— 2% and 3% at. 










attache ff been added to the 1952 Emerson » 

ne and television line. The console, Model 

| 714, with a 17-in. rectangular tele- ; : 
vision tube, comes in mahogany at In any kind of use or performance test, these Everedy fry pieces, 
a list price of $249.95, and in made of heavy gauge steel and triple-clad with copper, nickel and 
blond wood at $259.95. The table brilliant chrome, will rate as high as any you can sell! They heat 

ay elec- model, Model 709, has 20-in. rec- up quickly and evenly—holding their heat for most efficient fuel 

a large tangular picture tube, and has list consumption. No warping or denting in normal use. Heavily 

rs oa al pgs ne A od a blond weighted for long wear, but perfectly balanced for easy handling. 

enamel model. Both sets are equipped And, this is important, they clean as easily as glass or china. 





entiss 


with “Super-Fringe Compensator. 
Emerson Radio & Phonograph 
Corp., 111 Eighth Ave., New York 
ma, N. Y. 





Gardening Tool Set 


Six basic tools for home garden- 
ers and a handy wall tool holder 

























When your customer buys an Everedy fry-piece, you can be sure 
she’ll get good cooking . . . every time. 


Call your jobber now for details and prices, or write direct 
for Everedy Catalog No. 51. 


& 
Everedy Skillets 


Beautifully styled; made of heavy gauge 
steel for hard wear and long life. Finished 
in chrome for gleaming appearance and 
easy cleaning. Spiraled surface inside 
means smoother, even heat conduction. 
Cool, palm-fitting Bakelite handles. 
Perfect balance. Double pouring lips. 





d St Available in 3 sizes—734”, 9” and 
midi- re 
, has . 
nove- a 
[In-A- A 
irops make up the Garden Club set, ready- Sw 
The packed in a sturdy display carton. 
i 2 Each set includes a spading fork, re | Sav 
le- garden shovel, bow rake, garden : 
ied hoe, broom rake, four-tine cultiva- ERICK MA ny L An 8) 





tor, and tool holder. The forged 
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ROM 



















The sensational new FIRE- 
GUARD Fuse Coupling is 
an outstanding invention of the decade. It brings 
long needed safety and remarkable conven- 
ience to homes, offices, stores and institutions. 
Over 300,000 electrical fires occur each year. 
Many of these fires could be prevented by the 
use of FIREGUARDS. . . . saving millions of dollars 
in fire losses. Listed with the Underwriters Lab- 
oratories, Inc. ¥ 


FIRE PREVENTION 








ASK YOUR JOBBER FOR FIRE 
GUARD FUSE COUPLINGS. Write 
today for complete information re- 
garding FIREGUARDS, counter dis- 
play box, counter literature, etc. 


F. H. SMITH MFG. CO. 


NATIONAL SALES OFFICE 
3624 So. Blake St. Chicago 9, Ill. 















































another reason why 


WILSHIRE 


IS AMERICA’S FASTEST 
SELLING LINE OF 


FIRESIDE 
FURNISHINGS 


WHAT'S NEW 








steel heads are finished in gold 
bronze, and the ash handles are 
lacquered in yellow. True Temper 
Corp., 1623 Euclid Ave., Cleveland 
15, Ohio. 


Automatic Can Opener 


Here is a new automatic can 
opener, Model 1409 R-W-Y, avail- 
able in Kromite and red, white, or 
yellow finish. With a turn of the 





handle, it automatically pierces, 
locks the can in position and re- 
moves the lid in one operation. Mis- 
shapen cans will not hurt the work- 
ing parts, and the bracket provides 
five operating positions and swings 
away when not in use. There is 
also a No. 611 magnetic lid-lifting 
attachment that can be added. Sug- 
gested retail is $3.98. Swing-A-Way 
Mfg. Co., 4100 Beck Ave., St. Louis 
16, Mo. , 


Sportsman's Sewing Kit 


Here is a new Gudebrod sports- 
man’s emergency sewing kit, pack- 





aged in a ful-view plastic tube con- 
tainer measuring 4% in. long and 








5% in. in diameter. It contains 12 
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sections of sturdy sewing cotton in 
selected colors for outdoor gar- 
ments, needle, pins, and button. The 
tube is capped by a handy thimble 
Retail is 25¢ each. Available in 
packages of 36 with a stand-up sign 
ready to attach to each package, 
Gudebrod Bros. Silk Co., Inc., Phil- 
adelphia 7, Pa. 





Fuel Oil Heaters 


A new platinum finish Imperial 
series of fuel oil home heaters, 
shown here, is Model 622, with 
41,500 B.t.u., and Model 722, 53,000 
B.t.u., with attachable tank, auto- 





matic power-air blower, and a me- 
chanical or electric thermostat op- 
tional at extra cost. Models 624 
and 724 have mahogany finish. 
Also featuring the new platinum 
finish are Models 515, with optional 
high - velocity power-air blower, 
and 525 trailer heater. A new 
27,000 B.t.u. trailer heater, with 
built-in automatic power-air blower, 
has also been announced. Duo- 
Therm Div., Motor Wheel Corp., 
Lansing, Mich. 





New Bakeware Line 


Here is the new Ovenex Electr- 
O-Matic bakeware line, featuring 
an over-all “sunburst” pattern em- 
bossed in the metal. The pattern 
minimizes sticking of food in cook- 
ing by retaining uniform distribu- 
tion of the grease. There are 12 
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4.30 Leda |) 
ita CHASE MESH |) SCREENING 
pert SN ACED aor 

and a me- 
‘mostat op- 
meager This Seal of A |, issued by the Insect 

® is Seal 0 roval, issue: e insec 
ny finish. Wire Scentig oees, aan Chase 
Y platinum Screening meets all requirements of com- 
hetied ER too. lose en Your customers prefer Chase Insect Wire Screening 
” } gee because it lasts longer . . . stays neat and trim- 
* new 
ater, with looking for years and years. 
“4 — It’s fine for you, too—easy to handle, convenient 
eat Corp., to store, simple to cut. Both Chase Bronze 

and Chase Alclad Aluminum Wire Screening are 
quality products . . . the kind you /ike to sell. 
» 
x Electr- ( ‘h 
featuring ase « The Nation’s Headquarters for Brass & Copper 
ttern em- BRASS & COPPER Albenyt Cleveland Kansas City, Mo, New York San Francisco 
Atlanta Dallas Los Angeles Philadelphia Seattle 

e pattern WATERBURY 20, CONNECTICUT © SUBSIDIARY OF KENNECOTT COPPER CORPORATION Baltimore Denver Milwaukee Pittsburgh Waterbury 
1 in cook- oe oe a Providenee ties 
distribu- Ciacaneti ledlonaplio ‘low Oreuns St. Louis office only ) 
e are 12 
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TITE-ROPE 








| NATIONALLY ADVERTISED 
TO YOUR CUSTOMERS 
IN THE 
| SATURDAY EVENING POST 
x AND 
“ GOOD HOUSEKEEPING 


j 





More and more people are replac- 


ing their present clothes lines 






with Tite-Rope the finest wire- 


&\ centre, plastic-coated clothes 





line on the market. It lasts 






Jonger, won't stretch, won't 






rust. Strength tested over 







300 pounds. A top- 





quality line for faster 



















<n we P > 
S* Guaranteed by 
Good Housekeeping 
Ua Nop ~~ 


‘) 
AS apvenniseo WEY 






ASK YOUR JOBBER ca 

ABOUT THE 
COMPLETE SAMSON 
LINE including Whale, solid 


braided cotton clothes line; Spor, 
Phoenix and Aetna sash cords; 
venetian blind, awning and ma- 
rine cords. Or write us for free 
samples and complete informa- 
tion. 
























CORDAGE WORKS 


stot tiolsMm MOM atekiiolesltlt-1804 





WHAT’S NEW 
















cludes the new wire merchandising 
rack shown here. Ekco Products 
Co., 1949 N. Cicero Ave., Chicago, 
Ill. 


Nail-Holding Hammer Deal 


On all orders of 12 Cheney nail 
holding hammers, No. 938, a new 
display and one hammer for use 
with the display are offered free. 
The attractive display measures 
about 15x15in., is printed in five 
colors, and points out the features 











of the nail holding hammer. Henry 
Cheney Hammer Corp., Little Falls, 
i i @ 


Weather Stripping 


New Jack Frost weather strip is 
made of wool felt and rust proof 
white metal and is easy to apply 
with hammer and snips. It can be 
used for any type of door or win- 
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each of 15 of the fastest selling 
numbers offered in a pre-packaged 
introductory assortment that in- 
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proof 
apply 
an be 
win- 


1952 


ment. 18-ft. rolls, complete with 
nails, and sufficient for an average 
window or door, are packed in in- 


Scars eee 3 ; A 


dividual cartons. National Guard 
Products, Inc., 540 Jackson Ave., 
Memphis, Tenn. 


Dutch Oven Gas Ranges 


A complete new 1952 line of 
Maytag dutch oven gas ranges con- 
sists of 13 models, and retail prices 
range from $159.95 to $329.95. 
Basic features on each model in- 
clude: full 40-in. porcelain enamel 
body; divided top; center oven; 
oven thermostat, and cabinet base. 
There are also visual height safety 
controls, built-in burner bowls, 
heat reflector rings, broiler, and 


} ed 





vertical spiral flame burners. Shown 
here is Model 24-S, retailing for 
$159.95. The Maytag Co., Newton, 
Iowa. 


Rubber Stair Tread 


Here is a new rubber stair tread, 
available in 9x18 in. or 9x24 in. 
sizes. There are two styles — the 
Fremont standard with curved nose 
to fit stairs, and the Fremont 
patented double duty tread with a 
riser that gives the effect of a con- 
tinuous stairway. Treads have a 
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dow, either double hung or case- 
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Another 
Year ! 


WITT CANS keep time by the year... not by the month, 
week, or day! In every detail,.in every inch of metal are 
the best in materials, workmanship and design that give 
WITT CANS that “wear forever" quality. This built-in 
protection against weather, wear, even deliberate abuse 
is the reason why WITT CANS are “Guaranteed to Out- 
last 3 to 5 Ordinary Cans.” 





































COMPARE the WITT CAN with any other Can on 
these points... 


STRAIGHT SIDES—assure extra resistance to rough handling. 
DEEP ROLLING CORRUGATIONS—run full length of Can, 
adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 


STRUCTURAL STEEL BANDS—protect top and bottom of 
Can and act as shock absorbers. 


HOT DIP GALVANIZING—<a hand process after fabrication, 
insuring heaviest possible rustproofing. 


PINCH-PROOF HANDLES—for easy handling. 
STURDY LID—snug fitting, yet easy to remove. 





WITT CANS HAVE THE “RIGHT"’ ANGLE 





THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 


‘‘Originators of the Corrugated Can" 





Hitch your business to 


STAR BRITE 





ARE 
THE SHINING CABINET HARDW 
LINE THAT GIVES YOU EVERYTHING 





& STARRED for quality, design and precision fit. 


OLD THROUGH 
‘ SALERS 


#285 
CHAIN DOOR FASTENER 


Wrought steel; non-welded chain 
Size of plate: 4" x 1%" 
“STAR-BRITE” 

Nickel 

and brass 


Complete 
with 


#215 


ORNAMENTAL HINGE 
For flush doors 


Ore! — 
x Ld 
“STAR-BRITE" 
Chrome, nickel 
and brass 
Complete 
ith screws 








#275 
SCREEN HANGER 


Wrought Stee! 


Size: Eye plate 
2" x 1%" 


Cadmium piate 


Complete 
with screws 





#125 

SASH LOCK 
Wrought Steel 
Overall size: 
1%" x 2." 
"'STAR-BRITE" 
Chrome, nickel 
and brass 





Complete 
with screws 


% ef 
“STAR-BRITE” 


Chrome, nickel 
and brass 
Complete 

with screws 





#225 
SURFACE BOLT 


“STAR-BRITE” 
Nickel 

and brass 
Complete 
with 

screws 





#200 
CUPBOARD TURN 
Wrought Steel 
Overall size: 
“STAR-BRITE” 


Chrome, nickel 
and brass 


Complete 
with screws 
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#£217 STORM SASH HANGER 
doz. pr. to box; 36 doz. to carton 
1Y%4"" x 1%4"" Eye Plate: 14" x 244" 

“STAR-BRITE" Cadmium Plate 
Complete with screws 


1 
Hock Plate: 





STAR METAL 


7, Ws 
370 Butler Street, Brooklyn } 


#297 
CONCAVE KNOB 
“STAR-BRITE” 

Chrome 


3 Cone IYa""-1%y"-244"" 


‘ozen to Box 
with Screws 


36 Doz. to Carton 


PRODUCTS Co. 


Y. 














has been | 









locking bo! 

A A ee Me AEA yO to over 
Horseshoe 

— Duluth 7, 

pebble type finish, are slip-resis- Fireplac 
tant, easy to clean, and come in This ne’ 
fireplace c 

screen, CO! 





gray, burgundy, and green. Fre- 
mont Rubber Co., Fremont, Ohio. 








Wallpaper Brush 


Here is a new wallpaper brush 
with bristles made of Bakelite 
styrene monofilament. The long 


all firepla 
bar and 
assemblec 
on curta 
“Cool pu 
eliminate 
fingers. J 
finish. I 
wich, N. 


Three | 


Here 
snap swi 
to the 
swivelins 
size is 1 
and the 
swivel hé 





single row of 32 brush tufts is 
trimmed to one even length, and 
gripped tightly in a wood-block 
handle. Tufts resist strong soaps, 
hard water, oils, grease, mould and 
mildew, and will not rot or mat. 
Retail is about $1.09. Empire 

Brushes, Inc., Port Chester, N. Y. Oo0K 


Lock-Joint Pliers 


The new Diamalloy channel lock OOX 


plier, shown here, No. HL19'%, has 
a five-position lock-joint that pro- 
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lock-typ 

will no 

Bead C 
vides a parallel opening of 0 to 1% Conn. 
in. The jaws are positively locked 
in position by the rib and groove - 
joint Gilead tna cannot slip un- Bicycl 
der any pressure. It is of special Here 
analysis Diamalloy steel, and nickel that wil 
chromium plated. The Diamalloy wheel 
pump and utility plier, No. HP19%, 

HARDW 














has been redesigned with a larger 
locking ‘bolt, and has opening from 
0 to over 13%, in. Diamond Calk 
Horseshoe Co., 4612 Grand Ave., 
Duluth 7, Minn. 












slip-resis. 


a . Fireplace Curtain 
come in 


This new model of the Flexscreen 
fireplace curtain, the Hooded Flex- 
screen, comes in sizes to fit nearly 








en. Fre. 
nt, Ohio. 





all fireplaces. Hood, brackets, slide 
bar and Unipull come completely 
assembled in one carton, and snap- 
on curtains are put on easily. 
“Cool pull” tabs on the Unipull 
eliminate the possibility of scorched 
fingers. Available in black or brass 
finish. Bennett-Ireland, Inc., Nor- 
wich, N. Y. | 


er brush 
Bakelite 
he long 


























Three New Swivels 


Here are three new lock type 
snap swivels that have been added 





KESTER 


ufts i to the Monel line of rustproof 

th, and | swiveling tackle. The 36 Ib. test METAL MENDER 
\d-block size is 10¢; the 60 Ib. test is 15¢, 

- soaps, and the 150 Ib test is 20¢. Each 

uld and swivel has a ring at one end, and a 

yr mat. IT SELLS for you 

Empire IT SELLS again and again 


N.Y. Co000X 


el lock OOOO __) 
Yo, has 
t pro- The original small package of Acid-Core Solder 

introduced 30 years ago! Often imitated but never equaled. 


O0000<__) | 
ie The flux is of the Kester proven formula . . . correct 


diameter (1/8th inch) for best work. 














ed 
lock-type snap at the other that Remember, Kester is not a solder with /ess Tin 
— will not open accidentally. The so that it can be offered to you at a lower price. 
Bead Chain Mfg. Co., Bridgeport, 
01% 
acked Conn. FREE: “Soldering Simplified” 16 page booklet on 
: ’ how to solder most anything. Write for your supply. 
roove 
) une Bicycle Balancer KESTER 
pecial Here is a new step plate balancer SESTER SOLDER COMPANY SOLDER 
Lickel that will fit any size or type of two- 4207 Wrightwood Ave., Chicago 39 
a wheel bicycle. Features include Newark 5, New Jersey © Brantford, Canada 
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Here’s what to look for 
to give your customers 


TOP VALUE in a K\ 
| post HOLE DIGGER \\S 


the new y 


IWAN “HERCULES 
sets your VALUE standard 


~e Ic 24 f handle rounded to 1'4 
f d 


ee lmellsl-toMmalolae, 


Sa 


diameter 


ralel ate Mn ehi-lama- 


yutted against 
oMmme] oh Yolae) 
inting rivets 
e 6” x 9” 60-75 high c 
with hand ground cutting « 


ym earth removal with minimum 


COMPARE .. . you'll feature IWAN 
CALL YOUR JOBBER 


There’s an IWAN digger! 
for every | 


s 
4 
] 
f ' 


@ iwan atias 


! } | 
@ wan invincibte | 
Rigid one-piece high carbon 
steel construction. 4 point ; 
center hinges. Wt. 100 Ibs. doz. j 
i 
GIBBS FOR STONY son > | 
Gets under stones and lifts i 
them out. 4 ft. or 6 ft. handles. ' 
Wt. 150 Ibs. doz. i 


/ | 
Rigged 4-point center hinge. id 
High carbon steel blades. Wt, 
105 Ibs. doz. 
IWAN EUREKA > 
High carbon steel blades. 
2 point center bearing. 4 ft. 
split handle. Wt. 105 Ibs. doz. 
Distance between blades of various Iwan Post Hole Diggers are: Atlas 
5%", Hercules 5%”, Invincible 5%", Eureka 7”. 
| N 


IWAN BROS., INC. 1503 S. PRAIRIE AVE., SOUTH BEND, IND. 





WHAT’S NEW 





double vertical channel steel brack- 
ets on each side of the wheel, a 
reinforced angle brace of heavy 
steel that prevents bending or 


buckling, wide step plates, and ad- 
justable arms for adjustment of the 
balancer. Made of zinc-plated, rust- 
resistant steel, with solid steel 
wheels and % in. rubber tires. 
Available in 8B Universal Deluxe 
Model, suggested retail, $4.35, or 
8A Universal, which has no step 
plates or hub caps, suggested retail, 
$3.55. Darwin Products Inc., 2435 
W. 14th St., Chicago 8, IIl. 


Freezer Alarm 


Here is an alarm for attachment 
to deep freezers, the Thaw Alarm, 
that warns if the compressor fails, 
belts are off, gas line leaks, current 
is off, and of any mechanical fail- 
ure. It operates on flashlight bat- 
teries, and will sound a continuous 


alarm for over three days, as well 
as showing a signal flag, until the 
trouble is corrected and the alarm 
reset. Sperti-Faraday Inc., Cincin- 





nati 2, Ohio. 
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Plastic Canister Set 

This set of four Plas-Tex plastic Mm a e 
canisters features transparent tops 
and comes in red, yellow, blue, 


green or white, with rooster decals. 
The smaller sizes can also be used 


eS 






eel brack- 







wheel, a ; . 
of heavy as refrigerator containers. All are 
nding or rust-proof and color-fast, and will 











not absorb or transmit odors. The 








your 
first 
choice 






set of four retails at $3.95. Plas- 
Tex Corp., 2525 Military Ave., Los 





















and ad- Angeles 64, Calif. 

nt of the 

ed, rust- 

id steel - P E 

o tem Kitchen Carrying Unit 

- Deluxe Four white enameled ware pans 
4.35, or with black trim, stacked in a hot- 
no step dipped galvanized carrying rack, 
d retail, make up this new Kitchen-Karrier. 






c., 2435 





A detachable pan handle goes with 
each set and can be used with the 
pans in cooking. The 40-4 carrier, 
shown here, has four 28-0z. pans 
and retails for about $3.39. The ep 
50-4 Kitchen-Karrier has four 1% Ky 
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yh Expansion Screw Anchors 
yr fails, 

current 

al fail- For more than forty years Paine Fastening and Hanging 

ht bat- Devices have been the first choice of the best craftsmen. 

tinuous They have found, through use, that Paine’s high quality 





material and production assure ease and speed of 
installation. Today and tomorrow make Paine devices 
your first choice. 
Paine Expansion Screw Anchors will HOLD in any 
solid material. Anchors are stamped with size and thread 
of bolt or screw required, and have a directional arrow 
indicating which end goes in the hole. Setting tool 
furnished with cach box of anchors. 
For the holes use a Paine “Sudden Depth” Drill. 


AINE’s 













quart pans, retailing at about 
$3.98. Federal Enameling & Stamp- 


ing Co., McKees Rocks, Pa. THE PAINE COMPANY 2963 Carroll Ave., Chicago 12, Ill. 















Brush Display Deals the best craftsmen always take p 


Two new Oxco brush displays are 








=e being offered as Brush-Shopper Spring Wing Toggle Bolts Conduit Clamps Star Drills 

Hee Deals. Deal No. 1 includes a free, Expansion Anchors Pipe Hooks and Straps Malleable Shields 
incin- all-metal display rack that assem- Sudden Depth” Drills Hanger Iron, perforated Special Hanging and 
bles quickly, » colortul top. sign, Wood Screw Anchors Expansion Shells Fastening Devices 








and 114 of eight different brushes. 
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een proved in 
ests of one of 


America’s leading indepen- 
dent testing companies, and 


sor of Ento- 
of the coun- 


try’s leading Universities. It 
bonds to anything. Is as per- 
manent as cedar, and con- 
tains more than twice as 


cedar oils 
detest) as 


cedar wood itself. Cash in 


great and 


needed product. 


DISTRIBUTOR INQUIRIES INVITED 


CEDACOTE CORP. 
261 Gayoso 
MEMPHIS, 


TENN. 





ferent brushes. 
is $27.12. Ox 
Frederick, Md. 


New Lockset 


The new Chesler “Cyl-O-Latch” 
has a deadlatching feature for posi- 
tive security, and is reversible for 
any kind of door. Made of solid 
brass trim, with five-pin brass cyl- 
inder, sets can be keyed alike at no 





additional cost. It is easily in- 
stalled. J. Chesler & Sons, Inc., 43- 
47 Varick Ave., Brooklyn 37, N. Y. 





Self-Priming Water System 


A new packaged jet pump unit 
for all types of shallow wells, the 
Lancaster “Zephyr-Pak’ Model 170, 
tests particularly high for drive 
well points. It quickly eliminates 
the air between the check valve and 
the water level. Equipped with a 
¥Y, h.p., 110 volt capacitor type mo- 
tor, and furnished complete with 
pressure switch, air valve and 5- 
gal. galvanized tank. Lifts up to 
25 ft. can be handled. Lancaster 
Pump & Mfg. Co., Inc., Lancas- 











ter, Pa. 


Total retail value is $49.14. Deal 
No. 2 has a free, one-piece metal 
rack, a top sign, and 72 of four dif- 


Total retail value 
Fibre Brush Co., 


SELL 
COPROX 
IN 52 and 
WATCH YOUR 
PAINT PROFITS 





































COPROX is the 


copperized cement coating 
LFE wrote about 





COPROX PROTECTS MASONRY SURFACES 
AGAINST WATER SEEPAGE, DAMPNESS 
AND EROSION 


+ YOUR COPROX DISTRIBUTOR TODAY 
ABOUT HOW COPROX CAN BOOST YOUR 
"52 PROFITS OR WIRE, TELEPHONE OR WRITE US 
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COPROX, Inc., 1270 Ave. of Americas 


NEW YORK 20. %. Y. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





Steel Wool Uses Chart 


As an aid to merchandising steel 
wool, this Steel Wool Uses Chart is 
available free to help in the quick 
selection of the proper grade of 
steel wool for each job and suggests 




























































YOU'LL FIND SALES IN 


cloitttia closet 
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Why ?— | 


The one game the whole 









family can play 
Inexpensive 


12 models meet every family 


requirement 


Satisfies increased interest in 


So 6006 


family recreation 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 





RFACES South —Louis Williams & Co., 3rd National 
Bank Bidg., Nashville, Tenn. 
APNESS Midwest—South Bend Toy Mfg.,So. Bend, Ind. 


Calif, & S. W.—- Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif. 
Denver & Pac. N. W.—Leo Scherrer, 2840 W. 

93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 
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other uses. The colorful chart is 
printed on durable stock, with a 
protective covering to insure long 
life. A metal eyelet at the top is 
for convenient hanging. The Wil- 
liams Co., London, Ohio. 


Rack Display 


Here is the new “T” display for 
Kitchen K-Venience disappearing 
towel and pan racks, with samples 





of one No. 790 disappearing pan 
rack, one No. 793 disappearing 
three-bar towel rack, and one No. 
798 disappearing four-bar towel 
rack mounted on it. The display is 





HARDWARE AGE, FEBRUARY 21, 1952 


furnished without charge, except 


There’s a place for Shelby 
Closet Hanger Bars in 
every clothes closet 


WE Bis bad? wy 


They telescope to exactly fit 
any space. The large tubing and 
wall flange are spun into one 
part—extra strong. 







































They'll please your customers 
because they're easy to install 
—only four screws— more clothes 
can be stored, clothes and clos- 
ets are always neat. That means 
sales! 


Four sizes for spaces 18’’ to 
126’’. Order from your Jobber. 


THE SHELBY SPRING HINGE CO. 
SHELBY - OHIO 











CLOSET HANGER BARS 
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he gl haps 


You'll more 


NY < 


phy 


Jil-dit-te 


@ “Sets’’ fast | 

@ Dries hard 

@ Powders smoothly when sanded 

® Gives long wear and lasting beauty 
@ Always uniform in quality 


@ Code-controlled freshness 


THERE IS A BIG DIFFERENCE | 


IN SHELLAC! 


When you stock and recommend 
Parks quick-drying Shellac you offer 
your customers 4 superior product at 
no extra cost . . . build good will and 
profitable repeat sales! 

Feature the easily-identified Parks 
cans and jars by 5-gallon, 1-gallon, 
quart, pint, and -pint sizes. Clear 
White and lustrous sah for every 
surface. 


TRIPLE- GUARANTEED 
ied quality, purity © 

pit on garnets customer 

eets oF exceeds 


T-V-91e. 


ingredients, 
satisfaction! M : 
Federal Specification 


NATIONALLY ADVERTISED 
FREE SALES AIDS! 


FREE —— ! Examine and compare Parks 

uick-drying Shellac at our expense. Write 
top ODAY on company letterhead for your free 
sample! 


THE PARKS company 


FALL RIVER, MASSACHUSETTS 














TO HELP YOU SELL 


for the samples which are a perma- 
nent part of the display, with the 
following assortment: three No. 
790 pan racks, and five each No. 
793 and 798 towel racks. Knape & 
Vogt Mfg. Co., 658 Richmond Ave., 
N. W., Grand Rapids 4, Mich. 





Pipe Tool Catalog 
A new 1952 catalog and data book 


for Beaver pipe tools is now avail- | 
It gives information on pipe | 


able. 
tools in both the hand and power 
classifications. Four pages are de- 


voted to operating instructions for | 


pipe and bolt machines and hand 


tools, and there are drawings and | 


technical copy telling how to locate 
and correct pipe tool troubles. 
Beaver Pipe Tools, Inc., Dana Ave., 
Warren, Ohio. 


Mower, Trimmer Aids 


A new Pincor ad mat folder for 
spring is available free, illustrating 
19 different ad mats on Pincor 





RELAX!... | 


putea 





the 
SS 20" = of ragistabte cuted ing 
height %" 
RELAX AGAIN— tne Mowers 
all have the self sha 
takes onl: o 


a safer 
shut bg button plus lors a extra 
feacure: Medel Super 20” 


Come in and see It of... 5000” 


Dealer's Name 











power and hand lawn mower and 
electric hedge trimmer. Shown here 
is a mat typical of those shown in 
the folder. The folder opens up to 
17x22 in., and can be used as 4 
display piece. Other free sales aids 
include sales folders, radio and TV 
scripts, point-of-purchase display 
cards, window streamers, and 
photos of various models. Pincor 
Products, 5844 W. Dickens Ave., 
Chicago 39, II. 


Car Care Kit 


This new Shine Up kit contains 
a 7-oz. can of Simoniz, a 7-o0z. can 
of Simoniz Paste Kleener, and a 
special Car Care Manual giving in- 
formation on prolonging the life 





PAINTIN’ THE TOWN 
by Doggatt 





























“Boy , that was close. | almost dropped 
my Rubberset Brush!“ 


. small wonder that any man who 
knows good brushes holds on to his 
Rubbersets. After all, Rubberset is the 
nation’s most wanted brand, a 
Popular Mechanics Magazine survey ot 
dealers proves. So for quality brushes, 
always choose Rubberset. 


FREE! New 20-Page Merchandising Book- 
let: “‘How to Up Paint Brush Profits’. 
Send postal to Dept. H-22, address below. 


Russerset Co. 


Ave. & Lincoln H' way 


Newark 5, N. J 


Haynes 








“Alumaloy” bodies, 
Bsr hooks ond 
eyes. 


Eye Bolts 


Wrought nuts, 
bright zinc 


$ and 8 Hooks 


Bright of zia¢ 
pleted. 

° — 
SSO 


“plumaloy” 
SCREEN DOOR BRACES 


U-Bolts 
IN ALL POPULAR 
PIPE SIZES 
ASK YOUR DISTRIBUTOR 
OR WRITE TO 








‘Op \e) eserves Another” 
} 
"© Good Turn Bog, INC. 
TURN BU CRY cory, tiplana 
Ox 333 mICHIONS cH, sh 
ACTopy GRAS 
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SHARON HAS SHIPPED ITS 
ONE-MILLIONTH 


ASSORTMENT 
REFILL 


x As k 
Shavon Bolt andl, Serta (Co. 


BOSTON 10, MASS. 








No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 
cars. 





Sharou 7 
LICENSE 
PLATE 
FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts. For 
older 
model 


cars 





At your 
favorite jobber 
or write direct 


Ss 4} 
Sharon Boil. andl Sorta ‘Co. 


BOSTON 10, MASS. 
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and beauty of every car. The 
manual contains seven fundamen- 
tals for avoiding costly repair bills, 
a systematic program for checking 
and servicing the vital parts of a 


car, and a car servicing record, as 
well as other useful information. 
Manual is offered free with each 
Shine Up kit. Simoniz Co., 2100 S. 
Indiana Ave., Chicago, IIl. 


Fishing Equipment Catalog 


The new Shakespeare 1952 44- 
page catalog highlights recent 
tackle developments, including the 
new No. 1850 spinning reel, “‘For- 
mula 12-0-9” fly lines. Direct Drive 
Ideal reel, and a series of glass fiber 
Wonderods. It also features many 
angler-reference hints, pictures, 
and articles, and there is a section 
devoted to suggesting balanced 
fishing outfits for all types of terri- 
torial fishing. Two pages give bait 
and fly casting instructions. Shakes- 
peare Co., 241 E. Kalamazoo Ave., 
Kalamazoo, Mich. 


Iron Demonstrator 


Now available with an order for 
86 Casco steam and dry irons is this 
display, with a life-size manikin 
demonstrator realistically ironing 
marked fabric swatches. The front 


, 
eS 
% . ia 


of the base has a lighted mov- 
ing sales message, and glass panel 
highlights product features. Casco 
Products Corp., Bridgeport, Conn. 


(Resume reading on page 14) 





You con do a lof: 
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with a little 


GOLD SEAL TAPE 


Gold Seal Tape moves fast without 
a lot of sales-talk. Users know it 
goes further because there’s less 
waste. It sticks tight, produces more 
joints per roll. Features like these 
mean satisfied customers, and satis- 
fied customers mean repeat busi- 
ness ... more sales and profits for 
you. Packaged in single rolls and 
10-roll containers. Jenkins Bros. 
(Rubber Div.), HOO Park Ave., 
New York 17, N. Y. 


FRICTION and RUBBER TAPES 
MADE BY JENKINS BROS. 
PAAKERS OF FAMOUS JENKINS VALVES 
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Priority and Price Digest 





News and Interpretations of Government Orders 


Pressure Grows for 
More Decontrol of 


Steel; Also Prices 


The future, production-wise for 
consumer goods gives just a little 
promise that the metal situation 
will improve—at least as concerns 
steel. 

NPA has already decontrolled 
chrome steel and though action has 
been postponed, decontrol of other 
types of steel such as sheet, strip, 
and tool steel has been under dis- 
cussion. 

The agency is also keeping its 
eyes on low-end items and is urging 
manufacturers of consumer durable 
goods not to abandon production. 
The suggestion comes as a warn- 
ing that otherwise regulations will 
be issued to force continuation of 
low-end items. 

In the meantime, OPS appears 
to have slowed up the pace of issu- 
ing new price orders because as 
some observers feel, with DiSalle 
out, there may be policy changes. 
Also facing OPS is some pressure 
for decontrol, but top echelons in 
the agency are against any partial 
control within any industry until 
full effects of such action can be 
studied. 

However, despite the decontrol 
talk, Congress has already been 
asked to consider legislation ex- 
tending price and credit controls, 
priorities and allocations and other 
provisions of the Defense Produc- 
tion Act. Senator Maybank who in- 
troduced that proposal at the same 
time called for decontrol of prices 
now below current ceilings. 


OPS Files Service 
Trades Injunctions 


Approximately 75 injunctive ac- 
tions have been filed by OPA against 
service trades establishments 
throughout the country for failure 
to keep and file reports as required 
by CPR-34. 

Service establishments are re- 
quired under that regulation to 
post a statement of their ceiling 
prices in a conspicuous place, and 
to file a copy of it with the OPS 
District Office within a 30-day 
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period. They are also required to 
keep records, showing the prices, 
rates, or pricing methods used 
during the base period, and to 
make them available to OPS 
agents for inspection. 

Service trades establishments, 
according to OPS, have thus far 
paid to the United States Treasury 
more than $60,000 in single, 
double, and treble damages as a 
result of overcharges, and have 
also made restitution to customers 
of approximately $140,000. 


May Ease Cadmium Controls 


NPA is considering relaxation 
of controls on the use of cadmium 
it was announced at a recent meet- 
ing of the agency with the Hand 
Service Tools Industry Advisory 
Committee. The industry uses 
cadmium (also nickel, zinc, and 
chrome as plating on wrenches, 
pliers, chisels, screw driver blades 
and other hand service tools. 


OPS Field Offices 
Offer Display Posters 


OPS has announced that a num- 
ber of display messages have been 
prepared in poster form and are 
available through the agency’s 
field offices. Preparation of this 
material, the agency reports, is 
in answer to requests from busi- 
nessmen who ‘have -expressed a 
desire to assure their customers 
they are cooperating with the 
price stabilization program. 

The material available includes 
posters, car cards and billboard 
sheets for use by advertisers or 
in space contributed by advertis- 
ing companies. OPS itself does 
not pay for advertising space. 

A special poster, suitable for 
display in stores, service estab- 
lishments, and other similar 
places, carries the OPS emblem 
with the words “Cooperating to 

(Continued on page 198) 





——Questions and Answers 


given below. 





Interpretations of Retail Regulation 


OPS recently answered 12 questions on CPR-7 submitted to the agency by the American 
Retail Federation. Those which will be of particular interest to hardware retailers are 





Q—How is merchandise to be tagged under Section 51 (B) of CPR-7 
where two prices are maintained, one at regular retail and the other a lower 
price given to those who hold special discount cards under regular com- 
pany practice? 
A—Under CPR-7, the chart was prepared by listing the offering 
prices to the largest class of purchasers. Under Section 51 (B) of 
CPR-7, where two prices are maintained, merchandise is tagged by 
reference to the pricing chart. Where a seller had other differential 
prices for different classes of purchasers, he tags his merchandise 
with his chart price. However, he must maintain the differential 
prices for his different classes of purchasers. 





Q—May advertising allowances be deducted from invoice costs to find “net 
cost” under Section 16 (A) of CPR-7. 
A—Advertising allowances should not be deducted to find “net cost.” 





Q—Where a retailer knows from experience that if he has a certain volume 
during the fiscal year he will receive a volume discount in the form of a 
rebate at the end of the year, should he deduct such volume discount in 
listing his net cost under Section 16? 
A—No. A retailer only deducts those discounts which are certain 
and which were or could be taken on the invoice. 
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Ave the tinest—-bar none! 


HERE’S WHY— 


You carry a quality line with a quan- 
tity demand when you stock Kimble 


Glass Bars. 


Made by one of the world’s foremost 
makers of precision glassware. 18" and 
24" Kimble Glass Bars are a full 44" 


thick... 


their metal 


saler or write direct. 


Priced for fast sales . 
¢,extra profits. Order from your whole- 


are velvet smooth right out to 
spun-on 
vidually packaged with matching screws. 


fittings. Indi- 


. . priced for 


A GLASS BAR FOR EVERY purposs-A VAI LABL r N OW! 


~ 








= 
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Kimble Bent-End Glass Bars—!/.” crystal 
or opal glass with strong, modernistic metal 
fittings. 18” and 24” lengths. 


Kimble Double-Purpose Glass Bars—crys- 
tal glass with adjustable fittings for partial 
or full-length use. 24” long. 


Kimble Button-End Glass Bars—crystal or 
opal glass with adjustable metal fittings. 





L 


i) 18” long. 





KIMBLE GLASS haicol) oa 


mn ot Owens-Illinois Glass Company 





HOW TO MAKE PROFITS 
IN SPITE OF EVERYTHING 


By W. “BILL” MODGLIN . 


And our SOAP BOX 
for any standard bar of toilet soap. 
Useful for every home and a neces 
sity for every traveler. These three 
products, like all the Modglin line, 
come in various gay colors. 


And our new PICK-ETTE, 
/ new, fine toothpick of smooth, 
{ flexible plastic in assorted colors. 


! 
wes ’ You'd be amazed at the way 
~ ==> they sell. We've been swamped 





If all you want to do is swap dollars, this is a 
wonderful time to be running a store .. . overhead 
going up, margins coming down, biggest tax bite 
in history, products that either turn over fast but 
carry no margin, or products that would pay a 
profit if only somebody would buy them! 


There isn't much that our folks at the MODGLIN 
COMPANY. can do about your overhead, shrinking 
average margins or taxes. But we have done 
something about your profits. We've developed a 
family of revolutionary new plastic household 
necessities that give you BOTH fost turnover AND 
big mark-up. About all you have to do is stock 
them and display them. They sell themselves. 


For example, our PERMA-SCRUB. 
Introduced three years ago. . 
we've already sold about 6,000, 000 

of them. There never was a kitchen 
gadget that could clean pots and 
pans so quick andeasy. Polystyrene 
bristles slide under grease or burned 
food and flick ‘em off in a jiffy. 
Comes in gay colors. Keeps a 
woman's hands out of dishwater, 


Then there’s our WHISK-OFF. 


It’s no exaggeration to say that 
it’s made ordinary whiskbrooms 
obsolete. Electrene Bristles gen- 
erate a sort of “magnetic ac- 
tion” that picks up lint and dust. 
Made in many beautiful colors 
and three handy sizes. 
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And, our famous 


PERMA-BROOM! 

Greatest advance in brooms in 100 
yeors. Light weight; very durable; 
“Magnetic Pick-Up’’ of Electrene 
Bristles picks up dirt as you sweep! 
Sudses clean as new after every 
use so the customer always sweeps 
with aclean broom. Over 9,000,000 
sold in four years. Comes in many 
attractive colors. 


Our PERMA-BROOMETTE 


is a child size version of the . 
Perma-Broom, ‘‘just like 
Mother's’. Kids go for it on 
sight. And we have ( 


DUST-ETTE, 
a toy plastic dust- 
pan, as a compan- 
ion piece .. . both 
in assorted colors. 


Then there's our 
CIGARETTE CASE, 

«@ handsome, inexpen- 
sive plastic case that 
sells like hot cokes 
everywhere. Designed 
for either standard or 
King size cigarettes. 


And our 
TOOTHBRUSH CASE Colorful, 


durable, lightweight Ventilated to keep brush dry. 


— with orders. 


— — and BRUSHES, 


—— 


in all populer colors in- 
cluding new pastel shades 
which we introduced. 


know nd t 

for ph are yer 
fully designed and — 
of finest materials, com 


sobew, 

bea _—. SRE 

aba PRL ALBLS, 

csutkarn y 

And finally our brand new PERMA-KLEEN 

mop with durable, thirsty synthetic 

SY) ? sponge fibres which soak up water 

¥ and clean floors in a flash. | pre 

KO . dict that this will be the largest 
= SS selling mop in the country. 

All of ol MODGLIN products are popularly 

priced, sell on sight, and carry extra high margins 

They combine the turnover of a staple with the 

profit of a specialty. | don’t know of anything 

that'll make you as much money from such a sma!! 
investment and so little floor or shelf space 

If you're not already carrying these Modglin items, 


write me today for details, and maybe we con 
both make some money in your store! 


MODGLIN CO., INC. 


LOS ANGELES 65 NEW YORK 1 CHICAGO 9 


197 





plated, bright heads. 
e than ever before. 


5- or 6-piece sets in handy container 
TO SHOW ‘EM is to SELL ‘EM 


THE VLCHEK TOOL COMPANY « 3001 East 87th Street, Cleveland 4, Ohio 
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and car owner. Made of high carbon steel. Bright 
Attractively priced, offering much greater valu 
Also in natural black and Velco bright. 


GEST a ieee 





Hold Prices Down.” The emblem 
itself is a red, white, and blue 
shield on which an outline map 
of the United States is imposed, 
and which bears the legend, “Help 
Fight Inflation.” The poster is 
about 9 by 12 in. 

Other types of posters, in vari- 
ous sizes, inform the public what 
they as individuals can do in the 
fight against inflation. Each 
poster bears an anti-inflation de- 
sign including the words: “Pay No 
More than Ceiling Prices; Save 
All You Can; Buy Defense Bonds.” 


Chrome Stainless Steel 
Removed from CMP 


NPA has_ removed straight 
chrome stainless-steel from cover- 
age under the controlled mate- 
rials plan and has also begun to 
consider similar action with re- 
spect to insect wire screening. 

Directive 9 to CMP 1, while re- 
taining sufficient control to see 
that defense needs are met, pro- 
vides that it is no longer neces- 
sary to apply for CMP 4B 
allotments for purchasing non- 
nickel-bearing stainless steel. 

This is the first major decon- 
trol action in the metal field al- 
though limitations on the use of 
bismuth were lifted in mid-Janu- 
ary. A proposal that tool steel 
also be removed from controls was 
discarded after study. NPA offi- 
cials say they want first to be sure 
that controls would not have to 
be re-imposed at some later date. 


Copper Use in Light 
Fixtures Reduced 


NPA on Feb. 4, in Order M-97, 
effective Feb. 15, limited the use 
of copper in electric lighting fix- 
tures to specific functional parts, 
as follows: 

1. Residential lighting fixtures: 
current-carrying parts and wir- 
ing, tubing, plating, rivets, eye- 
lets, screws, and small fasteners. 

2. Exterior lighting fixtures (ex- 
cept residential): current-carry- 
ing parts and wiring, plating, 
rivets, eyelets, screws, small fast- 
eners, threaded parts, clamping, 
sealing, and attachment devices. 

3. Explosion-proof, dust-type or 
vapor type lighting fixtures: cur- 
rent-carrying parts and wiring, 
plating, rivets, eyelets, screws, 
small fasteners, threaded parts, 
clamping, sealing and attachment 
devices. 

4. All other lighting fixtures: 
current-carrying parts and wir- 
ing, plating, rivets, eyelets, screws 
and smal] fasteners. 


OPS Moves New York Office 


The New York District Office of 
OPS has been moved to 346 Broad- 
way, New York City, from its old 
location, 401 Fifth Ave. The new 
telephone number is REctor 
2-8000. The office covers the five 
boroughs as well as Dutchess, 
Nassau, Orange, Putnam, Rock- 
land, Suffolk, Sullivan, Ulster, and 
Westchester Counties. 


NPA Forecast—Garden Equipment Will Be 
In Adequate Supply Throughout 1952 


Enough garden. equipment to 
meet demand in 1952 was forecast 
Jan. 31 by NPA in a pre-season 
survey. There are an estimated 
17,000,000 U. S. families with 
home gardens. 

Garden implements like hoes, 
spades, rakes, mattocks, spading 
forks, weed cutters, shovels, and 
wheelbarrows are expected to be 
in adequate supply for Spring and 
Summer purchase, officials said. 
This is true also of small hand 
tools like nursery and transplant- 
ing trowels, turf edgers, weeders, 
clippers, and pruning shears. 

The public may have less choice 
of styles of equipment because 
some manufacturers are consoli- 
dating their lines, NPA explained, 
and at the same time pointed out 
that there should be enough basic 


type models to satisfy require- 
ments of newcomers to gardening 
as well as replacement of broken 
tools. 

NPA is making as liberal an 
allotment as possible of carbon 
steel for production of garden 
tools, officials said. This is be- 
cause of the desirability of home 
vegetable gardens as an adjunct 
to the commercially-raised food 
supply; the relatively better sup- 
ply of carbon steel among the 
scarce metals, and lack of substi- 
tutes for carbon steel in these 
products. 

Supplies of hand sprayers and 
dusters, though somewhat lim- 
ited, are also expected to be suffi- 
cient, NPA reports. The major 
pesticides like DDT, 2, 4-D and 
benzene hexachloride and fungi- 
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BLOW TORCH 


tom. The Wall blow-proof pump 
means added safety. Available in 
brass or steel. No extra cost for this 
new handle. It will sell on sight! Write 
today for complete catalog. 















You get added safety and added 
performance in Wall Blow Torches 
with the revolutionary new Pisto-Grip 
handle. Drawn steel tank has brazed 
inserts and electrically seamed bot- 






















COMPOUND KETTLES © FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 
e SOLDERS e Oli CARRIERS © PAINT POTS © ACCZSSORIES 


FULL CONFIDENCE 
With Quality B & C 


=" 
CLAMPS 


Craftsmen everywhere know 
B&C “C” Clamps to be de- 
pendable . . . worthy .. . 
better for all around results. 
Made of Malleable Iron. The 
full face swivel button per- 
mits perfect seating on angu- 
lar surfaces with minimum 
marring of work. Provides 
rigid “‘vise-like-grip”. Profit 
wise retailers stock Brink & 
Cotton “C” Clamps because 
they SELL FASTER and 
STAY sold! 










MANUFACTURING CO. 
Grove City, Pa. 














PRICE $385.00 
1/2 to 2-Inch 







































BEAVER 
MODEL “E” 
give and bot machine 


@ Cuts, threads and reams all kinds 
of pipe from % to 2-inch. With a drive 
shaft and geared tools cuts and threads 
pipe up to 8-inch. Cuts off bolts and 
rods up to %-inch. Threads bolts and 
rods to 12-inch in one cut; up to 2-inch 
in two cuts. 

Write Beaver for detailed bulletin—or 
order through your supply house! 

“Over 50 Years of Friendly Service” 


BEAVER PIPE TOOLS 
234-300 Dana Ave. 
Warren, Ohio, U.S.A. 
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SPINOLE “WHIP” AMD WORM BEARINGS 
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RUGGED STAND 
AVAILABLE 





















See Your Jobber or Write 
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RENEWABLE 
BRONZE BEARINGS 


33 POLAND STREET @ BRIOGEPORT, CONN 


NO SPINDLE WHIP 





SAFETY SWITCH 
LOCK 
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Keep after 
this brand 


with its little 
“trade’”’ man 


S&S 


famous to 
so many people 












— 











‘for so many 
good reasons! 








They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart’ casters 


and rubber cushion 
, glides. First in cus- 
) tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 
ville, Ont. 
STEWART 
















cides are not expected to be 
scarce during the gardening sea- 
son. Chemical fertilizers of the 
formulas commonly used by home 
gardeners also should not present 
any purchasing difficulty, NPA 
said. 


May Cut Aluminum Use 
In Doors and Screens 


The possibility of an order re- 
stricting the use of aluminum in 
combination doors, storm sashes 
and screens was discussed at the 
first meeting, Jan. 29 of the Com- 
bination Storm Sash and Screen 
Industry Advisory Committee with 
NPA. 

Such an order would permit alu- 
minum to be used only in inserts 
and slides of double-hung win- 
dows, which constitute 90 pct of 
the windows made by the industry. 
Other conservation measures also 
probably would be applied to case- 
ment windows and storm and 
screen doors. Due to the extreme 
shortage of aluminum at present, 
allotments of aluminum to the in- 
dustry are at a level of approxi- 
mately 20 pct of base period 
usages. 


Manufacturers Warned 
About Illegal Pricing 


OPS has issued a warning that 
manufacturers who are now re- 
quired to establish ceiling prices 
under the general manufacturers’ 
Ceiling Price Regulation 22, and 
the machinery manufacturers’ 
Ceiling Price Regulation 30, may 
not legally continue to use ceiling 
prices established under the Gen- 
eral Ceiling Price Regulation 
where their computations under 
the applicable regulation (as in- 
dicated by the filing of OPS Public 
Form No. 8) result in a rollback 
from GCPR ceilings. 


Plumbing Fixture Group 
Asks Price Adjustment 


Members of the Vitrous China 
Plumbing Fixtures Industry Ad- 
visory Committee recently asked 
OPS to establish an industry-wide 
price adjustment to be applied to 
ceilings established by the industry 
under the GCPR. Currently the 
industry is pricing under CPR-22. 

Committeemen pointed out that 
the industry, like other segments 
of the plumbing supply industry, 
has historically maintained an 
uniform pricing pattern as be- 
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tween products and among pro- 
ducers, and that this uniform 
price relationship prevailed dur- 
ing the GCPR base period. Under 
CPR-22, they said industry pric- 
ing, as between individual com- 
panies, has caused a serious dis- 
tortion of the historical price 
relationship within the industry. 


OPS Promotes Randolph 


In Durables Unit 


J. Hepner Randolph, Jr., has 
been promoted to assistant direc- 
tor, Consumer Durable Goods Di- 
vision, OPS. He has been chief 
of the division’s housewares and 
accessories branch and will be 
succeeded in that post by Edward 
J. Leavitt, chief of the accessories 
section. 

Mr. Randolph joined OPS, Jan. 
29, 1951, as a consultant. Pre- 
viously he had been district sales 
representative for Wear Ever Alu- 
minum Products in the Michigan- 
Ohio area since 1946. From 1942 
to 1946 he was a buyer for the 
Aluminum Co. of America, and 
from 1933 to 1942, was sales rep- 
resentative for Wear Ever in Min- 
nesota, Iowa, North and South 
Dakota. 


Aid to Small Plants 
Gets Under Way 


Telford Taylor, Administrator, 
of the Small Defense Plants Ad- 
ministration, recently inaugurated 
a nation-wide program of local, 
on-the-spot assistance to small 
business by appointing the first 
four of 138 SDPA directors to have 
offices in New York City, Chicago, 
Dallas, and Seattle. Their juris- 
diction covers 12 states. 

They are: Casper H. Citron, 
512 Fifth Ave., New York City 
for New York and New Jersey; 
Yngvar Brynildssen, headquarters 
at Chicago for Wisconsin, Illinois, 
and Indiana; Allan Willard, head- 
quarters at Seattle, for the states of 
Washington, Oregon, and Idaho, 
and Henry H. Ritter (deputy di- 
rector) headquarters at Dallas, for 
Texas, Oklahoma, Arkansas, and 
Louisiana. 


NPA Revokes M-47 


NPA on Jan. 22 revoked Order 
M-47 on the use of iron and steel 
by producers of consumer durable 
goods. This order limited iron and 
steel use during the second quarter 
of 1951. 
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RESALE LINE 
on the Market! 


@ Tapered ‘design and balanced 
weight distribution for easier grip- 
ping and handling without fatigue. 


@ WRENCHES with thin, strong head 
walls reach narrow openings. 
Tapered necks angled and scien- 
tifically reinforced at points of 
stress. Accurate broaching for per- 
fect fit and rigid, non-slip grip.- 





@ PLIER teeth accurately milled for 
j powerful gripping. Scientific 
i angling and non-slip joints. 


@ SOCKETS and ATTACHMENTS hot 
forged! Thinner walls, lighter 
weight, deeper broach, stronger. 


xclusive features \. 

= pobeee ~ 
America's Most 
Popular Tools! 

e NO DUPLICATION S| 


OF SIZES 
¢ NO OBSOLESCENCE 








\. 


















Sold only through 
authorized jobbers 


METAL ENGINEERING CO. 


PLANO, ILLINOIS 
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GLASSY 
BRASS 


ASA P 


Here's an eyeful of real class! Smart designing... 
cast beautifully in durable brass. Polished 

and lacquered for permanent sparkle... then 
dressed-up in individual packages that make 
customers stop, look and buy. Yes, AJAX brass has 
loads of class—the kind that pays off in bigger, 
quicker sales. Competitively priced. And all 

AJAX hardware is unconditionally guaranteed. 
Order today for prompt delivery ! 
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Monogram door Drawer pulls 


knockers and grilles 




















Dutch-door quadrants 





Entrance door handles 


(3061) 





House numbers 
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Escutcheons for 
bockset 













AJAX HARDWARE MANUFACTURING CORP. 
4351 Valley Bivd. « Los Angeles 32, Colifornia 





































SEE YOUR JOBBER 


HANSON SCALE CO. 


525 N. ADA ST., CHICAGO 22, ILLINOIS 
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THE HOOK OF HOLLAND 


ON THE NORTH SEA 


Every other kind of hook is 
made and sold by us. We have 
specialized in wire forming for 
many years, and we know that 
the wise retailer is buying ham- 
mock hooks and other summer 
items now. 


M. S. Brooks & Sons., Inc., Chester, Conn. 


Since 1848 


BROOKS i HOOKS 


~ Washington 


NEWS and ViEWS 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


Consumer Information 
May Become Mandatory 


Detailed instruction booklets 
could become, by Congressional 
authorization, integral factors in 
the sale of household appliances. 

Purpose of such booklets would 
be to give the buyer information 
he might need to operate and 
maintain a given item. These pub- 
lications would have to be pack- 
aged with or attached to the ap- 
appliance, so as to be readily 
available to the user. 

If the booklet becomes sepa- 
rated from the purchase anywhere 
between manufacturer and buyer, 
the handler causing that sepa- 
ration would be guilty of “an un- 
fair or deceptive act or practice,” 
as defined under the Federal 
Trade Commission Act. 

This stipulation is part of a 
bill introduced by Rep. Walt 
Horan, R., Wash., who is sponsor- 








ing the idea of adequate instruc- 
tion pamphlets for the _ buyer. 
The bill is in the hands of the 
House Committee on Interstate 
and Foreign Commerce. 

Horan’s measure directs that 
Federal Trade Commission would 
prescribe rules governing the 
form of the required booklets. It 
also specifies that a willful vio- 
lator of the Act could receive a 
fine of as much:as $5,000 or be 





subject to one year’s imprison- 
ment, or both. 


| Ban on “Dangerous” 


| Toy Guns Sought 





Rep. Harold C. Hagen, (Minne- 
sota Republican) is calling for a 
government investigation aimed 
at prohibiting sales of dangerous 
toy guns. 

If Congress approves Mr. Ha- 
gzen’s plan, the Federal Trade 
Commission will investigate and 


recommend federal legislation to 
prevent bodily injury and prop- 
erty damage resulting from the 
use of toys which are inherently 
dangerous or which are dangerous 
when improperly used. 

(Resume reading on page 11) 








McGill Brand 
mouse and rat 


TRAPS 








@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 
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MARENGO, ILLINOIS 























Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
STICKS AND STAYS Dur it WORKS BETTER. 
t i 














Most dealers report: (4 

“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on_ 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 















DURHAM 
COMPANY 
Des Moines 4 
lowa 

































economical, Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 






industrial users. Order frgm your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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fa acres ENGINES 
“Help YOU Sell MORE © 


Roto Power Vertical 
Single, Model 200—1 H.P 
Standard on MOST Leading 

Rotary Mowers 





E és pecially for better Rotary Mower 
PO the @} Roto Power Engine gives you 
all these exclusive SELLING ADVANTAGES: 


®@ Lighter weight for easier mower handling. 
ust “heft” a Roto Power Equipped mower; 
it’s often 20 pounds lighter. Think what this 
means to the owner! 


®@ No Lubrication Problems. No oil changes, 
no oil checking. Gasoline-oil mixture main- 
tains positive lubrication in any position or 
angle. 

@. Easier Starting — More Dependable Pow- 
er. 2-Cycle design assures instant starting, 
smoother power, full power output — with 
less maintenance and servicing. 


CHECK . .. You'll find many more reasons why 
Roto Power engines help you 
to easier selling in popular 
Rotary Power Mowers. 

Write for 
Power Pr. 










booklet of facts on 
Engines. 


LOOK for this label on the 
Rotary Mowers You Sell... 







Designed and Produced by 


omer LP aoduclry 


GRAFTON CORPORATION WISCONSIN 
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Att-TeanTRAFFC ITEMS 





Smith & Egge 


CHAIN 


Feature the balanced assortment 
of popular types in the handy 
space-saving display rack, where 
your customers can see and choose. 
Profitable in their own right, the 
quality of Smith & Egge chains 
makes satisfied customers, means 
extra business from the other 
merchandise in your store. 

If they are not in your stock, 
check and mail the coupon for 






complete information. 


MANY TYPES TO CHOOSE FROM 


Among the more popular Smith & Egge chains 
for the Hardware Trade are the following: 
SASH CHAIN BRASS SHIP'S UNIVERSAL CHAIN 
REGISTER CHAIN TELEGRAPH CHAIN cots mack 
SAFETY CHAIN —t wanes 
NAVY LINK SAFETY SINGLE JACK CHAIN 


HANGING BASKET 
CHAIN CABLE CHAIN CHAIN 
















In addition, we also make a wide variety of such accessories 
as sash chain fixtures, cable chain fixtures; split links, 8 or S 


books. All types and sizes are illustrated and described in 
our catalog. 


Mail the coupon for your copy, today. 
THE TURNER & SEYMOUR MFG. CO. 
SMITH & EGGE DIVISION 


QUALITY PRODUCTS FOR OVER A CENTURY 
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TORRINGTON 

























THE TURNER & SEYMOUR MFG. CO. 











SMITH & EGGE DIVISION, Torrington, Conn. 





Please send me information on the dealer display rack 





with chain assortment......... 





Please send your chain catalog.. 
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American Hardware Supply Co. 
Reports 17 Pct Sales Gain 


At the 42nd annual mer- 
chandise fair and stockhold- 
ers’ meeting, of the American 
Hardware Supply Co., com- 


pany officials reported to 
their stockholders a 1951 
sales volume of approxi- 


mately $13,500,000, a gain of 
17 pet over 1950 sales which 
were about 11% million dol- 
lars. 

Dealer registrations at the 
two-day event Feb. 28-29, 
held in company headquar- 
ters, 41 Terminal Way, Pitts- 
burgh, reached a record 375, 
the company today having a 
total of 408 stockholder mem- 
bers. 

The exhibits, open each 
morning and afternoon to 
buying, also broke previous 
American records, there be- 
ing 125 individual manufac- 
turers represented with dis- 
plays of merchandise. A new 


feature of this year’s mer- 
chandise fair was a _ col- 
orfully decorated room set 
aside for new merchandise. 

Featured speaker at the 
opening session of the stock- 
holders’ meeting was Merrill 
D. Graham, hardwdre mer- 
chandising consultant, who 
suggested means of tighten- 
ing up selling methods and 
fortifying the position of the 
independent hardware dealer 
in America’s merchandising 
picture. 

Pointing out that dealers 
were in business to make 
money by selling, Mr. 
Graham urged that they 
create more sales by strong 
advertising programs. An ad- 
vertising program as he has 
outlined it consisted cf dem- 
onstrations, special days such 
as Open House events, radio, 
service club programs, con- 


sistent use of sales helps, 
show cards, better window 
displays. 

The function of a mer- 
chant, as Mr. Graham saw it, 
was to stock properly; to dis- 
play merchandise so it could 
be seen; to advertise it, so 
that the public would know 
about it, and to have the type 
of trained sales staff that 
would convince the people to 
buy it. 

(Continued on page 215) 


H. Schultz & Sons Will 
Hold Merchandise Show 


H. Schultz & Sons, hard- 
ware wholesaler at 620 Mar- 
ket St., Newark 1, N. J., will 
hold its Spring Merchandise 
Show at the Newark Armory 
on Mar. 23-25. More than 100 
manufacturers of hardware 
and housewares will partici- 
pate in the three-day dealer 
show, and more than 7,000 
are expected to attend. 








E. T. Brown Heads New Townsend Co. Unit; 
To Supervise Wholesale Policies, Sales 


Edward T. Brown, former 
special representative, has 
been appointed to the newly 
created position of manager 
of jobber sales for Townsend 
Co., New Brighton, Pa., man- 
ufacturer of rivets, special 
nails, fasteners, locknuts, and 
formed wire products. 

Mr. Brown has been con- 
nected with the industrial 
fastener business for 28 
years, 23 of which have been 





American Hardware Supply Co. officers are, front row, left to right: William R. Ritter, 


Ritters’ Hardware, Mechanicsburg, Pa., 


vice-president; W. 


M. Stout, 


executive vice- 


president and general manager; S. M. Wylie, Wylie Bros., Inc., Elizabeth, Pa., president; 
E. A. Hastings, treasurer, and D. C. French, Murphy-Benham Hdwe., Wilmington, Ohio, 
director. Rear, left to right: W. R. Conoway, Perry Hdwe. Co., New Lexington, Ohio, 
director; T. R. Caltrider, Pikesville, Md., director; C. W. Cunningham, George & Cun- 
ningham, Mt. Pleasant, Pa., new director; Earl Wyant, Gilbert & Co., Huntington, W. Va.; 
secretary; H. L. Kirchner, Kirchner Hardware Stores, Youngstown, Ohio, new director, 


and F. H. Smith, Smith Brothers, Buffalo, N. Y., diector. 
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EDWARD T. BROWN 


in the Townsend sales de- 
partment. He formerly 
headed the eastern division 
of the company as sales man- 
eger, with headquarters at 
Philadelphia. In his new post, 
he will administer the Town- 
send wholesale policy, and 
coordinate wholesale sales 
throughout the country. His 
cffices will be at New Brigh- 
ton. 





Periman Buying Hours 


T. L. Perlman & Co., dis- 
tributors of hardware and 
housewares, 86 Jackson Ave., 
Jersey City 5, N. J., has an- 
nounced that its buying hours 
have been changed. Here- 
after all salesmen will be 
seen on Wednesdays from 1 
to 4 p.m. 
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New Officers Named by 
Noma Electric Corp. 


Cecil Dunn, Alden P. Lunt, 
and Raymond P. Vogele have 
been elected vice-presidents 
of Noma Electric Corp., 55 
W. 18th St., New York 11, 
N. Y., and Fred Schwartz- 
stein was elected treasurer 
and controller of the com- 
pany. 

Mr. Dunn is presently vice- 
president and general man- 
ager of the Estate Heatrole 
Div., and will continue in this 
capacity. Mr. Lunt serves as 
executive vice-president of 


the Ansonia Electrical Div., 
and Mr. Vogele is executive 
vice-president of the K-D 
Lamp Div. Both will continue 
in these posts. Mr. Schwartz- 
stein was formerly assistant 
treasurer and controller for 
Noma Electric. 





Crosley Appoints Head 
Of Refrigeration Sales 


Herbert F. Koether has been 

appointed manager of the 
refrigeration sales section of 
Crosley Div., Avco Mfg. 
Corp., 1829 Arlington St., 
Cincinnati 25, Ohio. 








Select 15 Hardware Stores to Compete for 
‘Brand Name Retailer of the Year” Award 


Fifteen hardware stores 
have been selected as final- 
ists to compete for the 4th 
annual “Brand Name Re- 
tailer of the Year” award for 
the hardware trade, it was 
announced on Feb. 5, by 
Henry Abt, president of 
Brand Names Foundation, 
Inc., 37 W. 57th St., New 
York City. 

The Foundation will pre- 
sent a plaque to the “Hard- 
ware Store Brand Name Re- 
tailer of the Year’ and 
“Certificates of Distinction” 
to four other outstanding 
hardware merchants. There 
will be similar awards in 19 
other retail trades. 

The 15 finalists in the 
hardware field represent 14 
cities and 10 states. All the 
states, the D. of Col., Canada, 
and Hawaii were repre- 
sented in this year’s compe- 
tition. 

The hardware finalists are: 
Alson Hardware Co., Brook- 
line, Mass.; H. H. Bennett 
Hardware Co., Easton, Pa.; 


Bramer Hardware, Omak, 
Wash.; Brown Bros. Hard- 
ware, McKeesport,  Pa.; 


Brown Hardware, McKinney, 
Texas; Day’s Hardware & 
Music Store, Inc., Elyria, O.; 
Horace W. Green & Sons, 
Long Beach, Cal.; Red Top 
Paint & Hardware Co., Mc- 
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Keesport, Pa.; Schlafer’s, Ap- 
pleton, Wis.; Stafford Hard- 
ware, Inc., Stafford Springs, 
Conn.; The Tool Box, 
Darien, Conn.; Universal 
Supply Co., Inc., Eagle Lake, 
Texas; Vonnegut Hardware 
Co., Indianapolis, Ind.; War- 
ner Hardware Co., Minneapo- 
lis, Minn., and Zina Goodell 
Corp., Salem, Mass. 

One of the finalists, Von- 
negut Hardware Co., received 
an award in last year’s com- 


petition. 

John B. Valentine, Valen- 
tine’s, Boulder, Colo., 1950 
“Hardware Store Brand 


Name Retailer of the Year” 
and top award winners in 17 
other retail fields, will make 
up the Judging Committee to 
select this year’s winners. 

Final judging will be held 
in two sessions, in New York 
on March 5 for eastern and 
southern members of the 
committee, and in Chicago on 
March 10 for mid-west coast 
members of the committee. 
The composite of the two 
scores will determine the 
winners. Results will be an- 
nounced within a few days of 
the final judging. 

Presentations submitted by 
the winners will be shown at 
a special display on Brand 
Names Day—1952, April 16, 
at the Waldorf-Astoria. 


Feir Retires; Marshall-Wells 
Advances Hatfield, Others 


After 50 years of service 
with Marshall-Wells Co., 301 
Lake Ave., S., Duluth 1, 


Minn., James Feir, executive 
and 


vice-president member 





JAMES FEIR 


of the board of directors, has 


announced his retirement as 
of April 1, 1952. 

Taking over Mr. Feir’s 
sales and merchandising 


duties is L. M. Hatfield, who 
has been named general sales 





L. M. HATFIELD 


and merchandise manager of 
the entire United States 
operation. He was formerly 
sales manager of the firm’s 
Portland branch. 

Harry Gundry, former 
manager of the tool, builders’ 
hardware and paint depart- 


ments, has been advanced to 
the position of sales manager 
of the Portland branch, and 
John D. Jessen has been 
named to succeed Mr. Gun- 
dry. 

Mr. Feir has held his pres- 
ent position with Marshall- 


bead ay” i 










HARRY GUNDRY 


Wells since 1950. He started 
with the Canadian operations 
of the company a half cen- 
tury ago, and advanced 
fhrough various positions 
until, in 1933, he was made 





JOHN D. JESSEN 


manager of the firm’s Duluth 

branch. In 1935 he was 

named manager of the Port- 
(Continued on page 219) 
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American Toy Fair to Show 
Record Number of New Toys 


A record number of new 
tuys reflecting advances in 
research and manufacturing 
techniques will be shown at 
the 49th American Toy Fair, 
to be held March 10-19. Em- 
phasis will be placed on toys 
reproducing the best in 
American life. 

Exhibit space for the fair 
will cover seven floors at the 
Hotel New Yorker, eight 
floors at the Hotel Mc Alpin, 
as well as permanent show- 
rooms in New York City. Ex- 
hibit space booked is about 
the same as that of the 1951 
American Toy Fair, which 
established an all-time rec- 
ord. 

This year’s Toy Fair is 
three days shorter than pre- 
vious fairs, at the request of 
the buyers. Toy manufac- 
turers with permanent New 
York exhibits have agreed to 
have their lines ready for 
buyer inspection a week or 
ten days ahead of the Toy 
Fair opening. Lines will be 
available for buyers after the 
fair has closed. 

H. D. Clark, secretary of 
the Toy Manufacturers of the 


U.S. A., 200 Fifth Ave., New 
York, N. Y., sponsors of the 
Toy Fair, pointed out that 
what toys can be made will 
depend on available mate- 
rials, and that nothing can be 
forecast with certainty. “Un- 
der the material allocations 
for the first quarter, metal 
toys can be produced only in 
quantities sufficient to meet 
immediate demand and no in- 
ventory can be built to meet 
holiday requirements,” he 
said. 





Named Arvin Radio, TV 
N. Y. District Manager 


J. Stephen Katopah has 
been appointed distrTét mana- 
ger for Arvin radio and tele- 
vision in the metropolitan 
New York area, it was an- 
nounced by Arvin Industries, 
Columbus, Ind. 

Mr. Katonah was formerly 
a district manager for the 
major appliance division of 
Landers, Frary & Clark, and 
prior to that was associated 
with Apex Electrical Mfg. 
Co., as district manager in 
the southeast. He has also 
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served with Yale & Towne 
Mfg. Co., Eversharp, and Ses- 
sions Clock Co. 





W. D. Peabody Advanced 
By Wood Shovel & Tool 


William D. Peabody has 
been named assistant mana- 
ger of sales for Wood Shovel 
& Tool Co., Piqua, Ohio. 

Mr. Peabody has covered 
several midwestern states for 
the firm since 1949, and will 
continue to contact the trade 





WILLIAM D. PEABODY 


as well as assume his new 
duties in the Piqua office. 
Prior to joining Wood Shovel 
& Tool, he was sales manager 
for four years of the Anchor 
Mfg. Co. 








Hardware Trade Association 





- 





of N. Y. Elects Officers 





Some of the newly elected officers of the Hardware Trade Association of New York, 
at the annual meeting, Jan. 5, at the Railroad Machinery Club, 30 Church St., New 
York City. In the photo left to right are: Robert Richards, J. H. Williams & Co., third 
vice-president; Joseph Walker, Buffalo Bolt Co., chairman of the board and retiring 
president; James Bosted, H. W. Mills Co., Passaic, N. J., new president; Gustave Fischer, 
Black & Decker Mfg. Co., first vice-president; Arnold Martin, Fayette R. Plumb, Inc., 
secretary-treasurer; and John Ryan, Joseph C. Ryan Co., Yonkers, N. Y., chairman of 
the executive committee. Not in the picture is David Stagg, Patterson Bros., New York, 


new second vice-president. 


Members of the board of directors are: Kenneth E. Yorke, 


Hansen & Yorke; J. Brunson Williams, Ames Baldwin Wyoming Co.; Herbert Dienst, 
A. P. Dienst Co.; Kirk Hobert, Allen Mfg. Co.; Andrew Diehm, Franklin Hardware Co. 
and M. T. Townley, Gilbert & Bennett Mfg. Co. 
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Wichita Hardware Co. 
Builds New Quarters 
New headquarters for 
Wichita Hardware Co., hard- 
ware wholesaler, 1010 Scott 
Ave., Wichita Falls, Tex., are 





LEROY R. SCHEURER 


under construction in a new 
industrial and warehouse 
area, the Beverly Industrial 
District, located at Beverly 
Dr. and Iowa Park Rd. The 
new industrial section is 
owned and is being developed 
by L. R. Scheurer, R. S. 
Scheurer, and P. A. Menke, 
who are also partners in 
Wichita Hardware Co. 

A fireproof brick structure, 
with floor space of 21,000 sq. 
ft. will house Wichita Hard- 
ware. The building will oc- 
cupy a five-acre site of land, 
and will be built dock-high 
for loading purposes. It will 
be served by an 865 ft. pri- 
vate railroad spur. 





Hoeynck, Rowlands on 
Housewares Program 


Kansas City Housewares 
Club, 506 Merchandise Mart, 
Kansas City 8, Mo., will hold 
a banquet on Mar. 7 at the 
Hotel Continental. Principal 
speaker of the evening will 
be Henry A. Hoeynck, vice- 
president of Shapleigh Hard- 
ware Co., St. Louis, and the 
guest speaker will be Leon- 
ard V. Rowlands, publisher 
and general manager of 
HARDWARE AGE. 





May 8, New York Square 
Club's Shore Dinner 


The Hardware Square Club 
of New York has announced 
that its annual shore dinner 
will be held at the Hotel 
Astor, New York, on Thurs- 
day, May 8, 1952. Howard H. 
Jungkind is chairman of the 
entertainment committee. 
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H. E. Masback Heads 
Heart Fund Division 


Harold E. Masback, presi- 
dent of Harold E. Masback, 
Inc., 330 Hudson St., New 


HAROLD E. MASBACK 


York, N. Y., hardware whole- 
saler, has accepted the chair- 
manship of the Hardware 
Division of the 1952 Heart 
Fund drive. He will solicit 
corporate and employee (lo- 
nations in the hardware in- 
dustry during the annual 
tampaign, which opened on 
Feb. 1. 


Hoover Promotes Nine 
To Branch Managers 


Nine field sales executives 
of the Hoover Co., North 
Canton, Ohio, have been pro- 
moted to branch manager 
posts. 

Schley E. Calmer, for- 
merly district manager in 
Los Angeles, will direct 
Hoover sales in the branch 
composed of southern Cali- 
fornia, southern Nevada, and 
Arizona. William A. Golden, 
formerly branch service 
manager in Chicago, will su- 
pervise sales in Illinois and 
eastern Iowa, while James E. 
Lynch has been named to 
head sales in northern Cali- 
fornia and parts of Nevada 
and Utah. 

Felix N. Mansager, previ- 
ously district manager in 
Milwaukee, will direct sales 
in Wisconsin, the Dakotas, 
and Minnesota, and Frank J. 
Hranka was named (for 
Hoover sales in northern 
Ohio. George F. DiBelius will 
direct sales in eastern New 
York state, having previous- 
ly served as branch service 
manager in the New York 
area. 

Stephen A. Krupa _ will 
head a newly created branch 


for southern Ohio, southern 
Indiana, and Kentucky, with 
offices in Cincinnati. John J. 
O’Donnell will guide Hoover 
sales in eastern Pennsylva- 
nia, Delaware, and part of 
New Jersey, having served 
as district manager in Phil- 
adelphia. Floyd H. Gilliland 
was promoted to branch 
manager of the newly cre- 
ated branch with headquar- 
ters in East Orange, N. J. 
He will direct sales in most 
of New Jersey and in north- 
ern New York state. 


Paul Emery Heads Sales 
For Everite Pump Co. 


Paul B. Emery has been 
appointed general sales man- 
ager of Everite Pump & Mfg. 
Co., Lancaster, Pa., succeed- 
ing J. B. Trotman, who re- 
tired recently. 

Mr. Emery has been man- 
ager of Everite’s southeast- 
ern territory for the past 
three years. He has also been 
associated with Fairbanks 
Morse Co., has served as sales 
manager of the Domestic En- 
gine & Pump Co., and before 
joining Everite, was sales 
manager of the American 
Hydro-Vac Co. 


PAUL B. EMERY 


Mr. Trotman had been with 
the firm as executive vice- 
president and sales manager 
since 1949. 


Penens Expands Plant 


Penens Corp., Schiller 
Park, IIl., maker of Chal- 
lenger Tools, is enlarging its 
plant in both floor space and 
modern machinery. The firm 
has also acquired additional 
land adjoining the plant to 
accommodate still more man 
ufacturing facilities. 
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CHESLER 


Cyl-O- Latch 


LOCK SET 
with DEADLATCHING feature 


COMPARE 
Wiaya 
FEATURES: | 


Brass Auxiliary Deadlatch; 7/16'’ Throw 
All Solid Brass Trim 

Reversible for Any Hand of Door 

5-Pin Brass Cylinder 

Inexpensively Priced 


Easy to Install 


$¢¢0¢0404 


Positive Lifetime Security 


J. CHESLER & SONS, INC. 


Manufacturer »f Quality D t Herdwar 


BROOKLYN NEW YORK 








Quality at Every Point! | 










| 


SWEDISH 


When you sell wood chisels—why 
not offer your customers the best. 
Famous Gensco Swedish wood 
chisels cost no more than better 
domestic brands, yet they offer 
the finest quality, point for point, 
of any chisel you can sell. 





MACHINED 
TENITE IT HANDLES 
ARE TOUGHER 


BLADES HEAT-TREATED 

TEMPERED, SHARPENED, 
TANGED BUTT HONED 
FOR 


LONGER LIFE 


BEVEL EDGE FOR 
STRAIGHT CUTTING 
AND CHIPPING 











EACH BLADE DELIVERED WITH 
PROTECTIVE PLASTIC COATING 


to protect the fine blade from rust or 
chipped edges. Strip it off for instant 
use. 


SPECIAL INTRODUCTORY DISPLAY OFFER 


To help you get started, Gensco will give you a three-color point 
of sale display board of Duron and wood absolutely free with the 
purchase of only 16 chisels (1 each of 11 sizes plus 1 extra of 5 
most popular sizes). We'll gladly tell you the jobber that stocks them 
in your area. 


GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue e Chicago 39, Illinois 
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United Drill & Tool Purchases Controlling 
Interest of J. H. Williams & Company 


The controlling interest 
in J. H. Williams & Co., Buf- 
foe 7, RF manufacturer 
of drop- forgings and drop- 
forged tools, has been pur- 
chased by the United Drill & 
Tool Corp., of Plymouth, 
Mich., and Chicago, II. 

At the annual meeting of 
the J. H. Williams & Co., 
held Jan. 15, the following 
officers were elected: A. D. 
Armitage, chairman of the 
board; M. J. Kearins, presi- 
dent; W. C. Kress, vice-presi- 
dent; C. M. Fleming, secre- 
tary and treasurer; Jack 
Malugen, assistant to the 
president; R. H. Runnalls, 
assistant secretary and assis- 
tant treasurer, and William 
Henry, controller. 

E. J. Wilcox was re-elected 
vice-president until Mar. 1, 
1952, at which time he will 
retire after 50 years of ser- 
vice with the company. He 
will be succeeded by J. B. 
Perkins as_ vice-president. 
A. C. Nuth, sales manager of 
the forgings division, will 
also retire on Mar. 1, to be 
succeeded by H. N. Maurer. 
Mr. Nuth is completing 50 
years of service with this in- 
dustry. 

The previous board of di- 
rectors was re-elected, and 


members include: Mr. Armi- 
tage, Herbert Beckstrom, 
Edward Burling, Jr., John L. 
Burling, C. M. Fleming, R. B. 
Flershem, Mr. Kearins, W. C. 
Kress, and Konstantin Kron- 
wall. 





Landers, Frary & Clark 
Names District Manager 


M. F. Moriarty has been 
named district manager of 
the electric housewares di- 
vision of Landers, Frary & 
Clark, New Britain, Conn., 
covering Maine, Vermont, 
New Hampshire and eastern 
Massachusetts. Mr. Moriarty 
has been associated with 
Proctor Electric Co., and is 
known to the trade in New 
England. 


General Mills Appoints 
Pacific District Head 


Edward M. Schindeldecker 
has been appointed Pacific 
southwestern district mana- 
ger for the home appliance 
sales department of General 
Mills, Inc., 400 Second Ave., 
S., Minneapolis 1, Minn., 
replacing George A. Gil- 
lespie. Mr. Schindeldecker 
has been with home appli- 
ance sales department since 
1939. 








Orchid to Columbia Bicycle Saleswoman 





Ray Wurth, sales representative for Columbia bicycles in 


| the Midwest is shown presenting an orchid to Mrs. 


Harriett 


Speer, sales lady on heavy hardware lines for Richards & 


Conover Hardware Co., 200 W. 


Fifth St., Kansas City 10, Mo. 


Mrs. Speer has done an outstanding job of selling Columbias, 


made by Westfield Mfg. Co., Westfield, Mass. 


The presenta- 


tion was made at a recent sales meeting at the President Hotel 


in Kansas City. 
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H. B. Ives Company Celebrates 75 Years 
Of Manufacturing Builders’ Hardware 


The H. B. Ives Co., New by this firm was the Cres- 
Haven, Conn., manufacturer cent Sash Fastener, a sash 


of builders’ hardware, has 





HOBART J. HENDRICK 


marked the 75th anniversary 
of its founding. The presi- 
dent of the firm is Hobart J. 
Hendrick, and John B. 
Morse, Jr., serves as vice- 
president and general sales 
manager. 

The firm had its beginning 
in 1876 in a barn at Fair 
Haven, Conn., and today oc- 
cupies its own five-story 
manufacturing plant at New 
Haven. Hobart B. Ives, the 
firm’s founder, started pro- 
duction on a mortise door 
bolt, which was so well ac- 
cepted by the trade that 
within a short time the move 
to larger quarters in New 
Haven was made, 

The interests and activities 
of H. B. Ives Co. have been 
devoted exclusively to the 
production of builders’ hard- 
ware, and its products have 
been specified and installed 
in some of the nation’s 
largest and most famous 
public buildings. The second 
product to be manufactured 





JOHN B. MORSE, JR. 


lock that gained immediate 
recognition and is still used 
in private and public build- 
ings. A new version of this 
product - was introduced in 
1949, known as the Ivesfast 
Sash Fastener. 

Other essential items of 
builders’ hardware have been 
added during Ives’ 75-year 
history. The most recent in- 
novation to the Ives line has 
been in the field of aluminum 
hardware. 

Donald G. Brooks is trea- 
surer of the firm, George W. 
Bradley serves as secretary, 


and Dwight H. Keeler holds | 


the position of superinten- 
dent. 

H. B. Hazelton Jr. Heads 
Imperial Knife Sales 


Harry B. Hazelton, Jr., has 
been appointed general sales 
manager of Imperial Knife 








HARRY B. HAZELTON, JR. 


Associated Companies, Inc., 
1776 Broadway, New York, 
N. Y. Mr. Hazelton has repre- 
sented the company as a 
salesman in the Chicago 
area, and his new post gives 
him jurisdiction over the 
firm’s national sales staff. 





Matheis In New Sales 
Post for Thermoid Co. 


A. F. Matheis has been ap- 
pointed assistant sales mana- 
ger of industrial rubber 
products at Thermoid Co., 
Trenton, N. J., Mr. Matheis 
has been with the firm for 24 
years, and was formerly sales 
promotion manager of the in- 
dustrial rubber products di- 
vision. 
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The Power Mower 
Made for the 
Millions... 





Priced to sell. Ideal for weed-cutting and lawn 
. rugged construction, easily maneuvered. 


LOOK AT THESE EASY-SELLING 
‘““SUBURBANITE”’ FEATURES 


Self-Propelled reel and wheel drive, throt- 
tle adjustable to any convenient walking 
speed. 
Spring Loaded Clutch... constantly en- 
gaged, fingertip throwout to two positions: 
1. Automatic re-clutch. 

2. Permanent de-clutch. 

1 H.P., 4 cycle 

Floating" Handle...vibration-free because 
it ‘‘floats,’’ is not tied to engine or frame 


Engine 








RUGG-ed 
MOWERS 


Hand mowers with all the wanted 
features .. . at economy prices. 
Precision-built, modern design 
and rugged construction. 


3 PRICE LINES: 
AIR WHEEL ° 


E-Z WHEEL ° FLEET-WHEEL 


Write for Specifications * Power and Hand 


syerefq) The E. T. RUGG Company 
ess | 51 MILLER ST. * NEWARK «© OHIO 
Manufacturers Since 1883 
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E. J. Flood Heads Central States Hardware 
Clab; Other Officers and Directors Named 


The Central States Hard- man of the advisory com- 


ware Club, Inc., held its 14th 
annual meeting and dinner 





LOWELL 8S. PICKUP 


party on Monday, Jan. 21, at 
which time E. J. Flood, 
American Chain & Cable Co., 
was elected president for the 
coming year, and Lowell S. 
Pickup, The Stanley Works, 
Inc., was elected vice-presi- 
dent. 

The dinner was held in the 
LaSalle Hotel, Chicago, and 
was attended by 200 mem- 
bers and their guests. Club 
membership at that date was 
365. 

Ben Leve, The Carborun- 
dum Co., was re-elected sec- 
retary for the 14th year, and 
James A. Billings was named 
treasurer for the eighth year. 
Elected to the board of di- 
rectors for three years were: 
John P. Ansink, The Round 
Chain Co.; Willard B. Dun- 


ham, Russell, Burdsall & 
Ward Bolt & Nut Co.; 
Dwight L. Myers, Swan 


Rubber Co., and the chair- 
man of the board is Frank 
J. Koch, McKinney Mfg. Co. 
Will J. Feddery, HARDWARE 
AGE, was re-elected chair- 
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mittee. 

The Central States Hard- 
ware Club’s annual golf 
party will be held Friday, 
June 27, at the Sportsman 
Country Club, Northbrook, 
Ill., and the annual dinner 
party will be at Atlantic 
City, Sunday, Oct. 12, during 
the National Hardware Con- 
vention. 





Emerson Names Brown 
National Sales Head 


Roger Brown has_ been 
named to the post of national 
sales manager of Emerson 
tadio & Phonograph Corp., 
111 Eighth Ave., New York 
11, N. Y. Mr. Brown has been 
connected with the firm for 
the last six years, during 
which time he served as re- 
gional sales manager in the 
southern and _ southwestern 
territory. He will make his 
headquarters in New York. 





Field Sales Manager for 
Nat'l Pressure Cooker 


Samuel H. Fein has been 
appointed field sales manager 
of National Pressure Cooker 
Co. Eau Claire, Wis., and 
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Thomas G. Haney will con- 
tinue as general sales man- 
ager. 

Mr. Fein will have direct 
supervision and contact with 
the field sales force. His pre- 
vious post was assistant sales 
manager, which followed his 
initial assignment as a sales- 
man in 1947. 





Veselsky to Represent 
Westfield Mfg. Co. 


Rudolph Veselsky, Jr., has 
been appointed a direct fac- 
tory representative in the 
greater New York area by 
Westfield Mfg. Co., West- 





RUDOLPH VESELSKY, JR. 


field, Mass. Mr. Veselsky has 
been with the firm for about 
five months, and prior to that 
had selling experience in the 
automotive line. 


General Sales Head for 

20th Century Paint 
Joseph W. Johnson has 

been appointed general sales 


manager of 20th Century 
Paint & Varnish Corp., 456 





JOSEPH W. JOHNSON 
Driggs Ave., Brooklyn 11, 
ae 2 

Mr. Johnson has spent his 
entire career in the paint in- 
dustry, starting with a small 
paint manufacturer in Bos- 
ton, Mass. In 1919 he joined 
the sales force of John W. 
Masury & Son Co., and for 
the past 10 years was vice- 
president and sales manager 
of the firm. In his new ca- 
pacity, Mr. Johnson will di- 
rect the firm’s expansion pro- 
gram by increasing its sales 
coverage and national pro- 
motion. 








Indiana Hardware Dealers Elect Officers 





At the annual convention of the Indiana Retail Hardware Association, at Indianapolis, 
Jan. 29-30, officers elected were: president, Charles L. Hancock, Irvington Hdwe. Co., 
Indianapolis; vice-president, Lorie C. Powell, Powell's Hdwe., Plymouth; directors, P. H. 
Pardieck, Westermeier Hdwe. Co., Columbus (newly elected); Clair R. Reed, Raupfer’s 
Hdwe., Columbia City; Thurman E. Rinker, Rinker’s Hdwe., Anderson, and Charles L. 


Couger, C.H.&C. Hardware, Bainbridge. 


Fred W. Kuester, Kuester Hdwe., Evansville, 


retiring president, was elected to the advisory board. Herman J. Keller, Keller's, Jefferson- 
ville, is the holdover member. G. F. Sheely, Indianapolis, is secretary-treasurer. Officers 


in the photo above, left to right, are: Messrs. Sheel 
Powell, Rinker, Reed, and Couger. 


y, Keller, Pardieck, Kuester, Hancock, 
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A. C. Louden Elected President of Loudon 
Machinery; Two Vice-Presidents Are Named 


A. C. Louden, formerly 
vice-president and production 
manager of Louden Machin- 





A. C. LOUDEN 


ery Co., Fairfield, lowa, has 
been elected president of the 
firm, succeeding his brother, 
the late R. B. Louden. W. L. 
Fry and R. W. Louden were 
elected vice - presidents, and 
will serve with A. C. Louden 
on an executive committee 
having charge of all general 
management functions of the 
firm. 

Wilbur Mayer, sales mana- 
ger of the Monorail division, 
has been named to the board 
of directors to fill the vacancy 
caused by the death of R. B. 
Louden. 

A. C. Louden, a son of 
the company’s founder, has 
been associated with Louden 
Machinery for more than 50 
years, and formerly served 
as vice-president and produc- 
tion manager. 

The two new vice - presi- 
dents are both grandsons of 
the firm’s founder. Mr. Fry 
joined the firm in 1930 and is 
company auditor, and R. 
the 


W. Louden came with 





Ww. L. FRY 


company in 1932 and is mana- 
ger of the Farm Line di- 
vision. 

Mr. Mayer has been asso- 
ciated with Louden Machin- 
ery Co. in Fairfield since 





R. W. LOUDEN 


1942, and prior to that time 
was in charge of the Buffalo 
district office. 





Heads Eastern Sales for 
Greenfield Tap & Die 


Ben Butterfield has been 
named manager of the east- 
ern, sales district of Green- 
field Tap & Die Corp., Green- 
field, Mass., succeeding Glenn 
Chapman, who has retired. 
Mr. Butterfield is succeeded 
in handling the Philadelphia- 
Baltimore - Washington area 
by John Barr, formerly of 
the New York City staff. 
Daniel Wehn will assume the 
duties of New York office 
manager. 





BEN BUTTERFIELD 


Mr. Butterfield will make 
his headquarters at Green- 
field’s New York City offices, 
located at 15 Warren St. 
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hef field 


Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE Olt 
COLORS FOR YOU ON SIGHT 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
OlL COLORS AND WHITE 













Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH...and at popular 
prices! Get this display cabinet. . . 
and watch your oil color sales 
zoom up! 


ShettieldZrmge 


PAINT CORPORATION 


SE ee ee yy URmTY 











SELF-SERVICE ISLAND 


New Low- 
Cost Store 
Fixture 


Add Sales Company is 
introducing a new Self- 
Service Island called 
FLEXO-SPACE. This 
new self-service island 
displays all types of 
merchandise regardless 
of shape or size. FLEXO- 
SPACE gives you Self- 
Service, Mass Display, 
Ee More Selling Space, Fix- 

= ed ture Flexibility, and 
many other time-saving and money-making features. 
Thousands of retail dealers have found Self-Service in- 
creased sales as much as 25% and more. FLEXO-SPACE 
displays 4 times more merchandise than the conventional flat- 
type counter, yet it takes only 12/2 Sq. Ft. of floor space. You 
sell more merchandise with FLEXO-SPACE because you can 
display more. Adjustable shelves make it easy for quick 
changes in display. Heavy steel tubular supports for rigidity. 
Neutral finish to match or blend with other fixtures. Immediate 
Delivery. Write for Free catalog page on FLEXO-SPACE— 
Today. 


ADD SALES COMPANY 


724 Commercial Street, Manitowoc, Wisconsin 
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J. J. Barnes and L. H. Wallhaus Appointed 
Vice-Presidents for Witte Hardware Corp. 


John J. Burnes and Louis 
H. Wallhaus have been 
elected vice-presidents of 





JOHN J. BURNES 


Witte Hardware Corp., 704- 
706 N. Third St., St. Louis 
2, Mo. 

Mr. Burnes has spent his 
entire business career with 
the Witte Co., joining the 
firm as a clerk in 1905. In 
1912 he became a traveling 
representative in central II- 
linois, which post he relin- 
auished in 1946 when he was 


made sales manager. In his 
new capacity as vice-presi- 
dent, Mr. Burnes will retain 
his duties as sales manager. 

Mr. Wallhaus joined the 
firm in 1918. In 1938 he was 
promoted from city buyer to 





LOUIS H. WALLHAUS 


a regular buyer, and has 
done this work since that 
time. In 1950 he was ap- 
pointed head of the purchas- 
ing department, and as a 
vice-president, he will be in 
charge of purchasing. 





Three Skilsaw Branches 
Move to New Quarters 


The Boston and Charlotte, 
N. C., factory branches of 
Skilsaw, Inc., 5033 Elston 
Ave., Chicago, IIl., have been 
moved into new buildings as 
part of Skilsaw’s expansion 
program. The Dallas branch 
has moved into larger quar- 
ters in a newly remodeled 
building. 

All three branches will 
provide off-street parking for 
customers, and have enlarged 
service departments and com- 
pletely fitted demonstation 
rooms. 

The Boston branch is man- 
aged by William F. Nealey, 
the Dallas branch by Norman 
H. Huseby, and the Charlotte 
branch by E. Allen Lindley. 





Federated Metals Adds 
to Eastern Sales Force 
Federated Metals Div., 
American Smelting & Refin- 
ing Co., 120 Broadway, New 
York, N. Y., has made three 
additions to its sales force. 


Alfred L. Lee will sell 
Federated’s general line of 
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products in Philadelphia, 
South Jersey, and eastern 
Pennsylvania, and Edward R. 
Bergin will be sales repre- 
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sentative in the metropolitan 
New York Area. Alfred 
Blackstone has been named 
to cover North and South 
Carolina, the eastern half of 
Georgia, and all but the west- 
ern part of Florida. 





Rheem Mfg. Co. Elects 
Two Vice-Presidents 


Robert P. Williams, Jr., 
and Clarence Graham, Sr., 
have been elected vice-presi- 
dents of the Rheem Mfg. 
Co., 570 Lexington Ave., 
New York, N. Y. 

Mr. Williams, Washington 
manager, joined the firm fol- 
lowing discharge from the 
U. S. Army. Mr. Graham was 
formerly president of the 
James Graham Mfg. Co., ac- 
quired last year by Rheem 
Mfg. Co., and now being oper- 
ated as the Wedgewood Di- 
vision. 





O. A. Petty Heads Schick 
Eastern District Sales 


Orville A. Petty has been 
appointed eastern district 
sales manager for Schick 
electric shavers, made %y 
Schick, Inc., 644 Atlantic 
Ave., Stamford, Conn. 

Mr. Petty formerly served 
as sales manager of Embree 
Mfg. Co. for six years, and 
prior to that was a sales 
representative for Container 
Corp. of America. 


Gstalder and Reese Are 

Advanced by Perfection 
John Gstalder has been as- 

signed to the Cleveland dis- 


trict sales staff of Perfection 
Stove Co., 7609 Platt Ave., 





JOHN GSTALDER 


Cleveland 4, Ohio, to handle 
southwestern Ohio, and Sid- 
ney C. Reese has been named 
assistant to the furnace sales 
division manager. 

For the last year and a 
half, Mr. Gstalder has been 
sales and service engineer in 
the Cleveland district. Mr. 
Reese joined Perfection in 
1916 as a rate clerk in the 
traffic department. He was 
transferred to the furnace di- 
vision in 1932, and since 1945 
has been office manager of 
that division. 











Texas Association Meets for Annual Convention 


33 





At the 54th annual convention of the Texas Hardware & Implement Association held 


in Dallas, Jan. 28-30, members 
Alice, director; R. H. Lindop, 


chine & Equipment Co., 


elected the following officers: B. O. Goldthorn, Parr Ma- 
Lindop Hardware & Paint, Dallas, 


director; C. A. Washmon, Aldridge-Washmon Co., Harlingen, director; Ray M. Souder, 
Dallas, secretary, whose title was changed to executive director; L. P. Nolen, Nolen Farm 
Machinery Co., Seymour, director; J. C. Stevens, J. E. Stevens Co., Coleman, first vice- 
president; E. M. Schaefer, H. P. Schaefer Hdwe. Co., Schulenburg, president; Dick Bowser, 
Rice Belt Implement Co., Alvin, second vice-president; Rex G. Payne, Payne & Payne, 
Center, director; Frank L. Halla, The Myers Co., El Paso, director; C. W. Scheurer, 
Scheurer Brothers, Sherman, new director; Dan H. Tudor, Laramey-Tudor Co., Temple, 


new director. 
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by GRIFFIN 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 

guality produced by 

Griffin. 
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THE B. S$. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y 
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HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS 
4638 Nichols Porkway 917 St. Charles Avenue 
Kansas City, Missouri Atlanta, Georgia 

WILBUR H. DAVIS H. C. GLOVER 
1639 W. Fargo Avenue 2611 Garrison Blvd. 
Chicago 26, Illinois Baltimore 16, Maryland 
GEORGE A. GREGG ROY L. ROGERS 

17134-6 Wyoming Avenue 1620 Garfield Street 

Detroit 21, Michigan Denver 6, Colorado 

AUSTIN & EDDY INC. W. C. MEIBAUM & CO. 

115 Broad Street 6954 Oleatha Avenue 

‘on, Massachusetts St. Louis i 


E. H. FARRAR 
6637 Golf Drive 
Dallas 5, Texas 
CHARLES L. LEWIS 
1355 Market Street 
Son Francisco 3, Calif, 
R. F. BEVERS 
4524 East 60th Street 
Seattle, Washington 
L. G. FULLER, JR. : 
644 Wellington Rood 
Jackson 6, Mississippi_= 










HARDWARE AGE, FEBRUARY 21, 1952 


























our "Fan Mail" gets 


IMMEDIATE ATTENTION 


SOUTHERN 


WOOD 


SCREWS 


(Slotted or Phillips Heads) 


are shipped promptly, accurately 


Here at Southern we pride ourselves on the service 
we give our customers. And that could mean you! 
We've been told we're mighty nice to do business with, 
which pleases us because we make a special effort to 
be prompt, thorough and reliable. 


Your orders are shipped as soon as received. Spe- 
cial orders are filled without delay. Southern screws 
come to you well packaged and securely packed. Bulk 
screws are shipped in indestructible steel cans with 
sealed locking covers. 


And, of course, you are always sure of receiving a 
full measure of uniformly perfect screws, made from 
the finest steel or brass wire. Slotted or Phillips 
heads, as you prefer. 


Write today for our catalogue. 


FACTORY WAREHOUSES 
325 W. Ohie St. 


4100 Dell Ave. 
Chicago 10, Ill. 


North Bergen, N. J. 
280 Decatur S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
104 RICKERT ST. 
STATESVILLE, NORTH CAROLINA 


®o ®© © © @ @ 
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Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 
trade prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 








187.3) 











ELECTRIC SOLDERING TOOLS 
MERCURY 


No. 4. 80 watts 


No. 5. 100 watts 





No. 6. 150 watts 





STOUTLY BUILT. Rarely come back for serv- | 
icing. | 
DURABLE. Will give years of 
use to the home mechanic or 
shop man who has occasional 
soldering jobs. 

DISPLAY BOARD. Free with 
an order for one each of the |° 
three sizes. 








ASK YOUR JOBBER 
VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 


Electric Soldering Tools — Screw Tip, Plug Tip, Pygmy 
and Mercury. Electric Solder Pots, Glue Pots, Branding 
Irons and Heating Units. 
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| Westinghouse Distributors Not Relieved of 
Service Responsibilities in Pilot Program 


Distributors of Westing- out. Independent surveys 
house Electric Corp., Electric showed that Westinghouse 
Appliance Div., Mansfield, service in that area was 
Ohio, have not been relieved among the top service in the 
of service problems because country. “—we wanted a lo- 
of the opening of the factory cation where improvements 
operated Westinghouse Cleve- would be of greatest value t» 
land Service Center, it was all distribution, not neces- 
announced by L. K. Baxter, sarily valuable to the imme- 
manager of the Electric Ap- diate area,” said Mr. Baxter. 
pliance Div. service depart- Cleveland was selected for 
ment. the service laboratory because 

Mr. Baxter said that the it is located near the head- 
Cleveland Service Center has (uarter’s factory for constant 
been set up to establish a pat- consultation and supervision, 
tern for improved service because as a city it duplicates 
policies, plans and tech- 4pproximate service condi- 
niques, to be passed on to tions and problems found in 
other distributors, and that Metropolitan areas and is sur- 


no plans had been made to rounded by small city and 
extend to all distribution lo- *™4ll town problems, and be- 


cations additional service cen- CUS the proportion of West- 


ters operated by the factory. + megane ag ence 
The Cleveland Service Center ci “ ee ti - bane 
will serve as a permanent ee Te 


problems. 
laboratory. The scope of the Cleveland 


The selection of Cleveland gervice Center covers the 
for the pilot operation was serving of all consumer prod- 
not based on lack of service ycts and post sale demonstra- 
by the Westinghouse Elec- tions, and emphasis will be 
tric Supply Co. branch office placed on courteous, prompt 
there, Mr. Baxter pointed and efficient service. 








| DuBois Heads New Thor manager of the western di- 


Consolidated Division vision, continues in the same 
capacity, and the territory of 
C. D. DuBois has been John Southmayd, San Fran- 
named head of the new mid- cisco district manager, has 
western-western division of been expanded to include the 
Thor Corp., 2115 S. 54th Pacific northwest. 
Ave., Chicago 50, Ill. maker Mr. DuBois has been Thor’s 
of home laundry appliances. midwestern sales manager 
The new division was formed for the last year, and has 
by a consolidation of the moved from Kansas City, Mo., 
firm’s midwestern and west- to San Francisco in his new 
ern sales divisions. capacity. 
The new division will di- 
rect Thor distribution in all 
states west of the Mississippi §g@les Manager of United 


Ri . * *_¢ 
yo Brush Western Division 


Paul 

Roy C. McBride has been 
appointed sales manager of 
the western division, United 
Brush Manufactories, 116 
Wooster St., New York 12, 
a. ¥. 

Mr. McBride has _ repre- 
sented the firm for a number 
of years in southern Cali- 
fornia and the Southwest. In 
his most recent appointment, 
he will concentrate on the 
sale of painter tools, varnish 
brushes, and Rubens Artist 
brushes to distributors and 
wholesalers in that area as 
well as northern California. 


Chalfant, assistant 





Cc. D. DUBOIS 
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American Hardware 
Sales Gain 


(Continued from page 204) 


Fulfilling those functions, 
he remarked, would discharge 
the merchant’s responsibility 
to the manufacturer who dis- 
tributes exclusively through 
the hardware trade; his re- 
sponsibility to his sales staff 
in insuring their livelihood; 
his responsibility to the pub- 
lic. 

Continuing, he made the 
point that it was necessary 
to lift the level of salesman- 
ship up to the “buymanship” 
level of the public through 
store meetings and intensive 
training of sales staff. The 
store owner is only the col- 
lector of wages, he also 
pointed out. It is the cus- 
tomer who pays them, he re- 
marked, offering as proof the 
fact that 64 pct of the sales 
dollar goes toward salaries. 

William A. Baker, Ameri- 
can’s sporting goods buyer, 
outlined a new advertising 
service the company was of- 
fering its dealers. This ser- 
vice, as he explained it, was 
a means for them to tie-in di- 
rectly with the consumer ad- 
vertising campaigns run in 
such publications as The 
Saturday Evening Post, Bet- 
ter Homes & Gardens, and 
Country Gentleman. 

As Mr. Baker explained the 
new service, which is under 
his supervision, dealers re- 
ceive in advance of the pub- 
lication dates, copies of the 


consumer ads, newspaper 
mats, counter and window 
display cards, and selling 


pointers for the salespeople. 
This enables them to be 
ready to sell the merchandise 
advertised on the same day 
that the magazine reaches its 
readers. 

E. A. Hastings, treasurer 
of American Hardware & 
Supply Co., in his address to 
stockholders said that to 


Closing session of American Hardware & Supply Co. meeting. 
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them signs of the company’s 
progress lay in more cus- 
tomers, more employees, more 
sales volume, more _ profit, 
more assets, more net worth. 
He commented further 
that American’s progress also 
depends on the cooperation of 
its stockholders and that this 
cooperation in turn is earned 
by the company’s service and 
merchandising functions. 
Looking to the future, Mr. 
Hastings promised improve- 
ments in the company’s illus- 
















trated price service, its IBM | 


procedures, 
shipping of orders; studies 
being planned that would re- 
sult in improved deliveries 
and lowered delivery costs; 
better convention and mer- 


scheduling and | 


chandise display facilities; | 


better dissemination . of 


in- | 


formation and merchandising | 


methods that would result in 
continued overall growth. 
Three directors re-elected 
for a three-year term at the 
stockholders’ business meet- 
ing were: S. M. Wylie, presi- 
dent, Earl Wyant, secretary, 
and F. J. Smith. Other di- 


rectors with whom they will 


serve are: W. R. Conaway, 
Charles W. Cunningham, 
H. L. Kirchner, W. R. Ritter, 


vice-president, D. C. French, | 


and T. R. Caltrider. 
Operating officers of the 
American Hardware & Sup- 
ply Co. are W. M. Stout, ex- 
ecutive vice-president and 
general manager; E. A. Hast- 
ings, treasurer and assistant 


general manager; H. Leslie | 


Gould, vice-president in 
charge of sales; Virgil O. 
Hall, vice-president of pur- 
chases. 

These officers are assisted 
by Ben W. Hill and Miss 
Beulah Rich, assistant trea- 
surers; Leo B. Hollein, as- 
sistant vice-president of pur- 
chases; C. C. Raisig, vice- 
president, warehouse opera- 
tions and labor relations and 
William A. Baker, assistant 
vice-president of advertising. 














» Sell the 
| power mower 
that never 
becomes obsolete! 














HURRICANE 


Satisfied customers are the backbone of any successful 
business. And that’s why the Hurricane line appeals to 
money-minded dealers. For Hurricane quality never remains 
a secret in any neighborhood. Homeowners rave about 
the way this sturdy mower slashes through tall weeds 
and wiry grass. They like its ease of handling, its 
rugged construction, its vast amount of reserve 
power for tough cutting jobs. They like the as- 
sured availability of parts and service, and that 
every new improved feature fits any 
Hurricane ever made. Yes, the 
word’s out on Hurricane .. . so 
be ready to meet the increas- 
ing demand! Find out how 
profitable it is to carry 
the line of proven qual- 
ity ... Hurricane! 












































Two 
Easy-to-Sell 
Models 


THE HURRICANE_.. big, rugged rotary mower that takes heavy 
cutting jobs in its stride. No clutch or gear to adjust . . . just move it 
along and knock a 20-inch swath through the toughest tangles of 
weeds or grass. Z 

















HURRICANE JUNIOR —here’s concen- 
trated cutting power for the small city 
lawn. A compact, lighter replica of the 
big Hurricane. 





























WHY CUSTOMERS PREFER HURRICANE 
e 4-cycle, air-cooled 2 h.p. © Malleable aluminum 
gasoline engine — “over- carriage 
powered” for assured per- » Ball-bearing wheels (punc- 














~ mance f ture-proof-tires ) 

e Automatic governor for © Tempered steel fan-tip ro- 
os tary blade 

@ Full-floating friction y p . 
drive e Adjustable cutting height 

e Rust-proof, silver-plated | ¢ Turning crutch for greater 
drive shaft maneuverability 

















ORDER NOW Be Ready [| THIS COUPON 
this Fast-S ciling Bis. Get Details amd Prices Now. 














Profit Power Mower! 













r 
| neg Metal Products Co., Inc. | 
. H-5 
NOTICE TO JOBBERS: | 2722 Cherry Street j 
A oe ane pectenstes | Kansas City 8, Mo. | 
are still open. You may 1 want to meet customer demand for 
qualify—write for infor- | Succtnanes. Rush me complete outline of ! 
maton. | this year’s selling plans. i 
| Name ; Seamiaed f 
NATIONAL METAL | address i 
PRODUCTS COMPANY |! City i 
2722 Cherry Street | gris ! 
Kansas City 8, Mo. L =n aw a a a os ee ea a ow oe eee ! 












Assigned to Housewares 
Post by National Can 
James T. Kiernan has been 


appointed to the position of 
assistant sales manager of 





JAMES T. KIERNAN 


the housewares division of 
National Can Corp., 110 E. 
42nd St., New York 17, N. Y., 
according to an announce- 
ment by John S. Morrison, 
sales manager of the house- 
wares division. 





Distributors of Sheet 
Metal to Meet May 8-9 


The National Association 
of Sheet Metal Distributors, 
1900 Arch St., Philadelphia 
8, Pa., will hold its 42nd 
spring meeting at the Hotel 


William Penn, Pittsburgh, 
Pa., on May 8-9, it was an- 
nounced by Thomas A. Fern- 
ley, Jr., executive secretary 
of the group. 

Requests for accommoda- 
tions should be addressed to 
Joseph J. New, resident man- 
ager, Hotel William Penn, 
Pittsburgh 30. 





Simon Named Kyanize 
District Sales Head 


O. C. Simon has been ap- 
pointed to the position of 
Kyanize district sales man- 





0. C. SIMON 


ager for New York state and 
Pennsylvania for the Boston 
Varnish Co., Everett Sta., 
Boston 49, Mass. 

Mr. Simon, who has served 
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for the last five years with 
Boston Varnish Co., has also 
spent 13 years with Sherwin- 
Williams Paint Co. Other ex- 
perience includes serving as 
a building contractor and as 
a paint manufacturer. 


Burlington's Sno-White 
Sold to Textile Mills 

Textile Mills Co., 2792 N. 
Clybourn Ave., Chicago, IIl., 
has announced the purchase 
ef the Ironing Board & Cover 
division, including all ma- 
chinery, raw materials, fin- 
ished inventory and the trade 
name of “Sno-White” from 
the Burlington Mills, Burling- 
ton Wis. 

Textile Mills has also pur- 
chased new buildings adjoin- 
ing its present quarters, 
adding an area of 40,000 sq. 
ft. 


Accurate Mfg. Names 
Scholl in New England 


Charles E. Scholl has been 
named New England sales 
representative for the Ac- 
curate Mfg. Co., Garfield, 
N. J. Mr. Scholl will repre- 
sent the firm’s entire line in 
all six of the New England 
states, from headquarters 
in Bridgeport, Conn. 





Members of the Kentucky Retail Hardware Association, meeting for their recent annual 
two-day convention at Louisville, elected the following officers: president, Kenneth Cayce, 

' Jr., Cayce-Yost Co., Hopkinsville; first vice-president, Clyde S. Gibson, Brandenburg- 
Gibson, Pineville; second vice-president, Holly F. Skidmore, Skidmore Hdwe. Co., Eliza- 


bethtown; directors, Leon B. Parker, Minges Hdwe. 


Co., Newport; J. C. Maggard, Mag- 


gard’s Furniture & Hardware, Paintsville; Roy Cornette, Monarch Supply Co., Morehead; 
advisors: Joe Kirchdorfer, Jr., Louisville; Gus E. Hank, Hank Brothers, Paducah, and B. F. 
Norfleet, Norfleet Hardware & Implement, Harrodsburg. Dwayne W. Laws, Louisville, was 
again named secretary-treasurer. Shown in the above photo, left to right, are: Messrs. 
Kirchdorfer, Skidmore, (retiring advisory board member), Cayce, Norfleet, Hank, Parker, 
Gibson, Laws and Holly Skidmore. Not in the photo are directors Maggard and Cornette. 
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Gus E. Doerck Retires; 
58 Years in Hardware 


Gus E. Doerck, after 58 
years in the hardware busi- 
ness, 50 of which were with 





GUS E. DOERCK 


Henkle & Joyce Hardware 
Co., Inc., wholesaler, Lincoln 
1, Neb., retired on Jan. 1, 
1952. 

Mr. Doerck started his 
hardware career as a clerk in 
a retail store in 1894, and 
was associated with several 
before he joined Henkle & 
Joyce in 1902. Mr. Doerck 
was one of the first salesmen 
for the company, covering his 
territory for the first few 
years with a horse and 
buggy. After 12 years on the 
road, Mr. Doerck joined the 
office staff, and worked 
through every department in 
the firm. 

In 1947, Mr. Doerck was 
elected president of Henkle & 
Joyce, which position he held 
until 1949 when he was made 
chairman of the board. 

A wrist watch was pre- 
sented Mr. Doerck by the 
company in appreciation of 
his 50 years of service. 





Barefoot Named Head of 
Resistance Welder Group 


J. R. Barefoot, Jr., has been 
elected president for 1952 of 
the Resistance Welder Manu- 
facturers Association, 1900 
Arch St., Philadelphia 3, Pa. 
Mr. Barefoot is manager of 
operations for Federal Ma- 
chine & Welder Co., Warren, 
Ohio. 

Other officers of the associ- 
ation are: vice-president, F. 
C. Learman,’' Resistance 
Welder Corp.; executive sec- 
retary, George A. Fernley, 
Philadelphia, and secretary- 
treasurer, H. R. Rinehart, 
Philadelphia. 
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5 Crrmbcans Se 


LS 
DISPLAY 
WILL SELL 
FOR YOU! 


JEWELER'S ROUGE 
POLISHING CLOTH 
FOR SILVERWARE 


“Jeweler’s rouge is in the cloth”’ 
Beautifully packaged in gleaming silver 
and blue box with matching display car- 
ton. Now nationally advertised. 


No.DS 50 $3.60 per doz. Retail Price 50¢ 
No. DS 100 $7.20 per doz. Retail Price $1.00 


CADIE line is available from leading jobbers 


CADIE CHEMICAL PRODUCTS, Inc. 
549 West 132nd Street, New York 27, NvY. 


a 














distinctive fea- 
advertised, compet- 


® Top-quality, outstanding beauty, 
tures, complete line, nationally 
itively priced. Leads in value. 
or write us for full information. 


See your distributor 


SHIRLEY CORPORATION - INDIANAPOLIS 2, INDIANA 








QUALITY FOR VOLUME SALES 


UNITED CUTLERY 


sells readily because of its 
fine quality and precision 
workmanship. Our complete 
line of Shears: 


© Trimmers 

© Tailor 

© Pinking 

e Editor Shears 

¢ Paper Hanger 

¢ Kitchen and Poultry | 
Shears 


® School Scissors, etc. | 





is a real profit-maker. 





PINKING 
SHEARS 


A_ variety of imported 
& domestic Pinking Shears. 


Retail prices range from 


$1.98 to $5.95 


ha 


Write for the new UNITED Catalog and 1952 Gift line 
UNITED GUARANTEES THE QUALITY OF ALL ITS MERCHANDISE! 


UNITED CUTLERY AND HARDWARE PRODUCTS CO. 
108 E. 16th ST. NEW YORK, N. Y. 
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BIG DEMAND 
CONTINUES FOR 


VALS 
and TAIT 


ALL-PURPOSE 


WwWinDOow 
MATERIALS 


HEAVY SELLING MONTHS 
STILL AHEAD! 

New VIMLITE types and wider uses 
continue to bring you EXTRA VOL- 
UME right through the Spring repair 
season now at hand. 

@ DISPLAY YOUR R-V-LITE PROMINENTLY 
@ CHECK YOUR R-V-LITE RESERVES 

@ ORDER AMPLE STOCKS TODAY 


Exch s of R-V-AITE 


SINCE 1905,) 3462 NM. Kimbell Ave. Chicege 1s 


a As 
ts \, i 
aN Neh 


Syaaar 
?\aagan® 


 * ee 


~~ 


AQaar® 


fo 





POPULAR TYPES 
Fit every need 
suit every purse 
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| News of the Trade 
4 RIGHT CONNECTION | Jacobsen Expands Johnston Lawn Mower I 
for volume sales Operation; to Build Plant in South 
' Because of the growth of of its location in the projected 
| its normal business, as well market for the products of : 
oo me a Gate een oS the Johnston Corp. Indiana 
| Se effort, Jacobsen Mig. The building is to contain Coope 
@ | Co., Racine, Wis., will ex- approximately 100,000 sq. ft field, he 
B | pand the operations of one . oe niga a . ante ] 
a BS Sie in addition to office space cently. 
» B of its subsidiaries, the Johns- ai ae lated th ‘ ager. 
ton Lawn Mower Corp., Ot- rate Se come gin paste 
W 6 | temen ce. its initial operation will re- , 
the Crigimal a It has been decided to erect Wire more than 200 employ- on 
F F ees. is further anticipa arr 
GLASS-TOP FUSE §  ” plant in Brookhaven, Miss., It is furth t ted Harry 
for the manufacture of that under normal condi- chased f 
and LEADER B | power lawn mowers as well tions, the employment may ilton’s 1 
g | 3s defense work in which the be substantially increased. Ave., WV 
ever since! company is engaged. Construction is expected to Mrs. BI 
5 Brookhaven was selected start as soon as priority and was ass 
ms | for this expansion because other details can be cleared. for “A y' 
has been 
Hardwa 
Offer Retail Kits for fic, and many merchandising Kansas 
| National Hobby Week = *U28estions. 
% ROYAL WIRE © : Y ; Hobby merchandise manu- W. L. 
a f Store promotion kits, hobby facturers and suppliers are 2415 Th 
a engineered for §& — and reer a ng a supporting this drive through — pu 
g stores are part of the special direct participation and co- R. Haye 
a psi nin: aoe 7 tl LI | promotions that will be con- peers asians, It will 
5 merchandised for E. | ducted during National Hob- cover all forms of leisure The i 
VOLUME SALES | by Week, Mar. 17-23, accord- time activities. ern Har 
B Ask for details of the | ing to the Hobby Guild of Fifth ar 
3 No. 1 deal — 1250 feet at = Ries Ave., a City, ha: 
i of ROYAL quality wire ; The kits contain visual Cox Heads Rona Sales Massac 
a je « — counter ' merchandising aids, posters, Charles A. Cox has been 
t isplay rack. | ad mat proof folders, display appointed general sales man- Ranto 
and promotion ideas, and ager of Rona Plastic Corp., Rantoul 
lane ee ~~ me | similar sales helps. Also in- 1525 Blondell Ave., New been so 
fon beak | cluded are plans for staging York 61, N. Y. He formerly and ine¢ 
hobby shows, information served as sales manager of ws on 
about tie-ins with the Guild’s Rogers Plastic and prior to Alphone 
| special contests, ideas for that was sales manager of gelo Di 
stimulating extra store traf- Wilton Tool Co. 
Michig: 
| Soo ] 
~ Minnesota Retail Association Officers —s 
P Racibe 
display-pack- §g the brat 
aged for quick g 
turn-over and g 
greater volume g Feir Re 
Hatfiel 
(Contir 
land bra 
operatio 
Mr. H 
r, Marshal 
shew coming 
| Montgor 
operatio 
7A: Coast. ] 
ey livision 
: New officers of the Minnesota Retail Hardware Association Marshal 
-t: | were elected at the 55th annual convention of the group, held tnaehs 
+ | at the Lowry Hotel, St. Paul, Jan. 24. Shown here, left to 4 ates 
> | right, are: vice-president Fred Baumann, Weise & Kuhlman — 
; | Hardware, Lester Prairie; president, Jarl Sjordal, Sjordal ago. In 
Hardware, Ada; retiring president, Douglas Carlson, Carlson have tl 
Hardware, Minneapolis, and secretary-treasurer, C. J. Chris- supervis 
topher, Minneapolis. concern¢ 
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News of the Trade 











HARDWARE BRIEFS 








Indiana 


Cooper Hardware, Plain- 
field, held its opening re- 
cently. Lewis Olds is man- 
ager. 


lowa 


Harry Osborn has pur- 
chased full interest in Ham- 
ilton’s Hardware, 115 High 
Ave., W., Oskaloosa, from 
Mrs. Blanche Dalbey, who 
was associated with the firm 
for 26 years. The store name 
has been changed to Osborn’s 
Hardware. 


W. L. Hansen Hardware, 
2415 Thomas, Oakland, has 
been purchased by Charles 
R. Hayes. 





The interior of the West- 
ern Hardware & Supply Co., 
Fifth and Washington, Scott 
City, has been redecorated. 





Massachusetts 


Rantoul Hardware, 311 
Rantoul St., Beverly, has 
been sold by Jerry Vitale, 
and incorporated. New own- 
ers are Nicholas Ventola, 
Alphone DiLuiso, and An- 
gelo DiLorenzo. 





Michigan 


Soo Hardware Co., Mar- 
quette, will soon open a new 
branch in Iron River. F. O. 
Racibe will be manager of 
the branch. 


Minnesota 


Floyd Arndt has acquired 
an interest in the Heins & 
Byers Hardware, Olivia, and 
the firm name changed to 
Heins & Arndt, Inc. The 
business was opened nearly 
75 years ago. 





Angus Vandersluis has 
purchased the interest of 
Frank Markus in the Be- 
midji Hardware, 


The two men have been | 


partners in the business for 
the past 13 years. 





Pennsylvania 


Otis S. Shingler has pur- 
chased the Wilford G. Cor- 
nelius Hardware, Orbisonia, 
and is operating it under the 
name of Shingler’s Hard- 
ware. Mr. Shingler managed 
the store for eight years. 





Texas 


Damage estimated at $2,000 | 


was suffered by English 
Hardware Co., 304 N. Fourth 
St., Lamesa, when a fire was 
started by defective wiring. 





Arlington Hardware Co., | 


Arlington, was re-opened re- 
cently after a thorough re- 
modeling job. 





Wisconsin 


Joseph Jungwirth, proprie- | 
tor of Jungwirth Hardware, | 


Sister Bay, has purchased 


Pahl Hardware, also in Sis- | 


ter Bay, from John Pahl. 








Feir Retires; 
Hatfield Advanced 


(Continued from page 205) 


land branch, and directed this 
operation for 15 years. 

Mr. Hatfield has been with 
Marshall-Wells for 11 years, 
coming to the firm from 
Montgomery Ward retail 
operations on the West 
Coast. He served as stores 
division manager for the 
Marshall-Wells Portland 
branch, until his appointment 
as sales manager three years 
ago. In his new post, he will 
have the responsibility of 
supervising all the activities 
concerned with the purchas- 


ing and sales of all merchan- 
dise for the six American 
branches of the company. 
The Marshall-Wells Co. 
travels 450 salesmen, employ- 
ing approximately 2800 peo- 
ple in its combined U. S. and 
Canadian operations. 





Crosley Opens Branch 


The activation of a factory 
branch to distribute Crosley 
appliances and electronics in 
the Pacific northwest was an- 
nounced by Crosley Div., 
Aveo Mfg. Corp., 1329 Arl- 
ington St., Cincinnati 25, 
Ohio. The branch is located 
at 1534 First Ave., S., Seattle, 
Wash. 
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Bemidji. | 





| 


every price classification. 


TURNER 
Cualiiy Strce /F// 


TORCHES 


@ Turner’s complete line of blow torches 
...from the top-quality Double-Jet burner 
to a handy little half-pint model for the 
home craftsman... gives you a range of 
torches ideally suited for every use and in 
Several models 







feature Turner's exclusive “Carburetor Con- 
trol”... each one is built to exacting speci- 


See 
Your 
Jobber 


fications for quality and performance... 
each one is actually burn-tested before final 


check-out at the factory. Reasons a-plenty 


why you can always look to Turner torches 
(and fire pots, too) for the acknowledged 
product leadership that wins money-making 


sales and satisfied customers for you! 


THE TURNER BRASS WORKS 
Ee OTE 


sean eee 


up 


1871 
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Three Named to Inland 
Steel Sales Positions 


William A. Jahn has been 
elected to the new post of 
vice-president in charge of 





WILLIAM A. JAHN 





ROBERT S. SCHMIEDER 


sales for Inland Steel Prod- 
ucts So., 4157 W. Burnham, 
Milwaukee 1, Wis. Robert S. 
Schmieder remains as gen- 


eral sales manager, and H. 
B. Brewn has been appointed 
to the post of general man- 
ager of distribution and mer- 
chandising. 

Mr. Jahn, formerly assist- 
ant to the president, will head 
all sales and distribution ac- 
tivities. He has been with the 
company since 1929, and pre- 
viously served as assistant 
treasurer and manager of 
business methods and pro- 
cedures. 





H. B. BROWN 


Mr Schmieder will continue 
tu direct the company’s field 
sales activities, including its 
nine branch offices and two 
district sales offices. He start- 
ed with the firm in 1913, be- 
coming general sales man- 
ager in 1945. 

Mr. Brown, formerly as- 
sistant general sales man- 
ager, will supervise the pro- 
gram of product distribution 
and merchandising. He join- 


News of the Trade 





ed Inland Steel in 1948 as 
head of the metal lath prod- 
ucts division. 


Mastic Tile Advances 


Miller; Werder Named 
John F. Miller has been 
named southern midwest 


sales district manager of the 
Mastic Tile Corp. of Amer- 
ica, Newburgh, N. Y., and 
Arthur Werder has been add- 
ed to the company’s sales 
force. 

Mr. Miller, who has been 
employed as sales represen- 
tative for Mastic Tile since 
1951, will supervise all sales 
of Matico tile products in 
Kansas, Missouri, Oklahoma 
and Texas. Mr. Werder, with 
headquarters in St. Louis, 
Mo., will cover southern IIli- 
nois and all of Missouri. 


Cory Honors 10 for 100 
Pct Sales Performance 


Nine territory managers 
and one division manager of 
Cory Corp., 221 N. La Salle 
St., Chicago 1, IIl., have been 
appointed to the firm’s re- 
cently organized Cory Club 
100, each receiving a gold 
watch as token of member- 
ship. 

The club was designed to 
honor those on the Cory na- 
tional sales force persistently 
turning in an average of 100 
pet or more on sales of Cory 
domestic merchandise. 








Elected by Mountain States Hardware Association 








Officers elected at the recent annual convention of the Mountain States Hardware & 
Implement Association at Denver, Colo., are: front row, left to right: Ed Perlenfein, Yuma, 
director; Louis Hunter, Fort Collins, Colo., first vice-president; Lel and Schmidt, Burling- 
ton, Colo., retiring president; T. W. Backlund, Grand Junction, Colo., president; Clyde 
Hammons, Greeley, second vice-president; James F. Ellis, Greeley, advisory board member. 
Rear row, left to right: F. W. Reich, Boulder, Colo., secretary-treasurer; William Duncan, 
Holly, Colo., director; William A. Davis, Goodland, Kan., director; Tom McWilliams, Den- 


ver, Colo., director; 


Henry Brown, Eaton, Colo., national counsellor; Fred Kroeger, Jr., 


Durango, Colo., director and Ed C. Romine, Casper, Wyo., advisory board member. New 


director, Ernie Gaunt, Montrose, does not appear in the photo. 
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Gibson-Homans Makes 
Three Appointments 


Cornell has 
vice-president 
manager, con- 


Norman M. 
been named 
and general 





NORMAN M. CORNELL 





WILBUR SCHMIDT 


trolling all operations of 
Gibson-Homans Co., 2366 
Woodhill Rd., Cleveland, 
Ohio, and Wilbur Schmidt 
has taken over the duties of 
sales manager. Alwyn Mor- 
gan, Jr., was named general 
purchasing agent for the 
company. 

Thomas P. Buckman, ad- 
vertising director of Gibson- 
Homans, will call upon 
wholesalers in the Ohio ter- 
ritory to test company pro- 
motional plans by _ direct 
sales efforts. 

Previous to his new ap- 
pointment, Mr. Cornell serv- 
ed as sales manager, and Mr. 
Schmidt was formerly as- 
sistant sales manager. 


——) 


Joins Remington Arms 


R. H. Coleman, vice-presi- 
dent and director of sales, 
Remington Arms Co., Inc., 
Bridgeport, Conn., has an- 
nounced the appointment of 
David F. Andrews as a mem- 
ber of Remington’s staff of 
field representatives. 
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LUBRIPLATE 


The white, clean, semifluid lubricarit 
cam [that stays pul! 


. 





} 
’ The finest lubricant there is for: 
ae: Sports Equipment: Guns, Fishing 
\ Reels, Outboard Motors, etc. 
é Ps Household Uses: Bicycles, Lawn 
: fe. ate Mowers, Casement Windows, Elec- 
7 tric Fans, Tools, Children’s Toys, 
ne" Home Workshops, etc. 
/ ast ee 
: it’s better 
because= 


1 LUBRIPLATE is semi-fluid— 
applies easily, but does 


NOT AN OLD 

not run off. Neither does it 

FASHIONED OIL THAT herder or gum ope 

LU! is white an 
RUNS OFF a, clean... nicer to work 
with, no dirty hands . . . 
GETS GUMMY . housewives particularly like 

this feature. 

3 LUBRIPLATE is absolutely 
waterproof — neither salt 
nor fresh water will affect 

nee it or wash it awoy. 

” & WwoentPLaTe prevents fric- 
aot tion and wear because of 
its remarkable film strength. 

Stops rust and corrosion 

because of its exclusive 

protective properties. 
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ATTRACTIVELY PACKAGED eye die. 
IN COUNTER DISPLAY . ie 
CARTONS aks . 
“"B” Tube Display A 
~5 AD fy ~ 
~~ 
= f 
| 
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3Ya inches, ‘ ~~ i “cn 
Pt fy Tune 
fishermen-1d0%- “B" TUBE lone inches 
or dos. . Pid economy 
* counter disp’ 1 x 6 inches, for | beerg””, Out. 
carton. general house- @nd o Otors 
hold and sport- x USe5. Ind Other 
meal ing uses. | doz ly bon ‘vidual 
to counter dis- play ae dis 
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NATIONALLY ADVERTISED TO 46,358,721 
SPORTSMEN - HOME OWNERS - HOBBYISTS 
IN THEIR FAVORITE MAGAZINES: 
Saturday Evening Post, Life, Field & Stream, Sports Afield, Motor 
Boating, Country Gentleman, Popular Science, Home Craft ° 
Model Railroader, American Rifleman, Salt Water Sportsman. 





Jobber inquiries invited—Dealers write for name of nearest jobber 


LUBRIPLATE DIVISION 


Fiske Brothers Refining Company, 129 Lockwood Street, Newark 5, N. J. 





No. 36—A volume-seller. Quality- 
built but popularly priced. 8 ball 
bearings per 2-piece wheel, welded 
chassis, rubber shock absorbers and 
other features. Attractively packaged. 





No. 197 — Fast-selling beginner's 
C7 skcte with laced leather toe straps 
Se S that need no key. 


7 





wey 


No. 97 — low-priced model hos 
many features of more expensive 
skates. Welded two-piece chassis 
extends to 84”. Balloon type plain 
bearing wheels. ® 

















HERE’S THE PROFIT LINE OF CHILDREN’S SKATES 


‘The fastest in town” .. . fastest over the counter, 
too. Smart, rugged designs with colorful, shelf- 
clearing packaging — rapid turnover, bigger profits 
for you. Globe has specialized in children’s skates 
for over 20 years. Models cover every age group 
from tots to teens, every trade requirement. 


GLOBE-UNION INC. 


MILWAUKEE 1, WIS. 


Eastern Sales Offices: SOLLMANN & WHITCOMB 
200 Fifth Avenue ® New York 10, N. Y. 
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¥ AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


i 
MADE OF COLD ROLLED STEEL 
OUTSIDE TUBE 1” DIAMETER 


4 BRIGHT NICKEL FINISH 
PACKED WITH SCREWS 





SIZES AVAILABLE 
No. 10-18"’--Extends 18" to 30” 
No. 10-30"’--Extends 30” to 48” 
No. 10-48’’--Extends 48"' to 78”’ . 
No. 10-72’’--Extends 72’’ to 108’ om \ 


ROCKWOO 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 



























9 OUT OF 10 CLOSETS 
ARE IN THE DARK 
9 OUT OF 10 PEOPLE 
'''' WILL BUY THE 
SNAP IT 


AUTOMATIC 


pele) Saha - 


PEN DOOR 2 oe eee | 
LOSE DOOR 2 See ee 
2 than Ang Semlar Vlem 

ANY ONE CAN INSTALL 


N A MINUTE 


CATALOG 
NO. 990 
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CABLE ELECTRIC PRODUCTS INC. 


PROVIDENCE, R. lI. 
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News of 





the Trade 








NEWS OF 


MANUFACTURERS’ AGENTS 








Robertson, Reed Form 

Manufacturers Agency 
John F. Robertson Co. and 

H. E. Reed Co. have combined 


selling efforts to form a new 
firm of hardware and house- 





JOHN F. ROBERTSON 


wares manufacturers’ repre- 
sentative known as John 
Robertson & Hal Reed Co., 
with offices and display room 
at 501 Merchandise Mart 
Bldg., Kansas City, Mo. 





HAL REED 


Both Mr. Robertson and 
Mr. Reed have been active as 
houseware manufacturers’ 
representatives in Missouri, 
Kansas, Iowa and Nebraska 
for the past five years. 





John H. Graham Makes 
Sales Staff Changes 


John H. Graham & Co., 
manufacturers’ representa- 
tive, 105 Duane St., New 
York 8, N. Y., has announced 
changes in the company’s 
sales staff. 


James B. Baker, formerly 
representing the firm in New 
York state and northern 
Pennsylvania, has been named 
assistant to the sales mana- 
ger in the New York office. 
He is succeeded in his former 
territory by George D. Nich- 
ols. Jerry Jacobsen, who has 
been connected with the sales 
department in the New York 
office, has been assigned to 
the Chicago office. He suc- 
ceeds P. J. Putignano, who 
has resigned. 





Paul Moeller, manufac- 
turers’ representative in At- 
lanta, Ga., has been appoint- 
ed by American Extruded 
Products Co., 1023 N. La- 
Brea Ave., Hollywood 38, 
Calif., to handle its Amepco 
Realite line of plastic garden 
hose in the _ southeastern 
states. 





Northwest Factory Agents, 
Inc., Seattle, Wash., will rep- 
resent Aluminum Industries, 
Inc., Cincinnati 25, Ohio, on 
its line of Permite aluminum 
paints and varnishes. The 
territory covered _ includes 
Washington, Oregon, Idaho, 
British Columbia, Alberta, 
and Alaska. 

Atlantic States Sales Corp., 
Union Sq., Poughkeepsie, 
N. Y., will move on Feb. 18 
to its new building at 165 
Garden St., Poughkeepsie. 
The new location has about 
30,000 sq. ft. of space. 








J. E. Shull & Son, 350 E. 
Central Ave., Los Angeles 13, 
Calif., has been named manu- 
facturers’ representative for 
Fasco Industries, Inc., Roch- 
ester 2, N. Y. The firm will 
cover southern California, 
Arizona, and southern Ne- 
vada. 





J. Herschel Campbell & 
Son, 63 Longcommon Rd., 
Riverside, Illl., representing 
A. G. Jacobus’ Sons Inc., 
Verona, N. J. in Illinois for 
some time, has been given 
the additional territory of 
Wisconsin and Iowa. Robert 
D. Campbell has _ recently 
joined his father in the firm 
of manufacturers’ agents. 
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Joins L. T. Hudson Co. 


George A. Gardner has 
joined the sales staff of 
Louis T. Hudson & Co., man- 
ufacturers’ agent, 409 Pres- 
byterian Bldg., Nashville 3, 





GEORGE A. GARDNER 


Tenn., and will travel Ala- 
bama, Mississippi, Louisiana 
and Arkansas. 

Prior to joining the firm, 
Mr. Gardner was with E. C. 
Atkins Co. He has also 
served as general buyer for 
the McWhorter - Weaver 
Hardware Co. 





Middleton & Brown, Mer- 
chandise Mart, Chicago, IIl., 
has been named manufactur- 
ers’ representative for Ca- 
millus Cutlery Co., Ca- 
millus, N. Y., to handle the 
sale of household cutlery 
and Camco pocket knives in 
Minnesota, Wisconsin, and 
parts of Illinois. 





C. Hager & ‘Sons Hinge 
Mfg. Co., St. Louis, Mo., has 
named Hardware Agency Co., 
1169 Tremont St., Boston 20, 
Mass., the firm’s representa- 
tive for New England. 


News of the Trade 





Maxwell & Truitt, Bourse 
Bldg., Philadelphia 6, Pa., 
has been appointed manu- 
facturers’ representative for 
the Majestic Silver Co., New 
Haven, Conn., maker of 
stainless flatware. The firm 
will cover eastern Pennsyl- 
vania, southern New Jersey 
and Delaware for Majestic 
Silver Co. 





Ardmore Products Co., 
Ardmore, Pa., has announced 
the following manufacturers’ 
representative for the firm’s 


Alert friction - free flush 
valve guide: 
Blunt, French & Young 


Co., 170 Summer St., Boston 
10, Mass. will cover New 
York state in addition to its 
present territory of New En- 
gland. Charles O. Miller & 
Co., 823 Fisher Bldg., Detroit 
2, Mich., has been named 
for Michigan and Toledo, 
Ohio, and James E. Marshall 
& Associates, 2951 S. Forest 
St., Denver, Colo., will cover 
Idaho, Montana, Wyoming, 
Utah, Colorado and New 
Mexico. Lee Arter Co., Gre- 
nada Bldg., Los Angeles, 
Cal., will service Oregon and 
Washington. 

Eastern Pennsylvania, 
southern New Jersey, Dela- 
ware, Maryland, Virginia 
and District of Columbia will 


be covered by Theobald Co., | 


1617 Pennsylvania’ Blvd., 
Philadelphia, Pa. and S. M. 
McKenzie, Temple Bar Bldg., 
Cincinnati, O., will handle 
the southern half of West 
Virginia. In Canada, Fox 
Agencies Ltd., 346 Marf 
Ave., Port Credit, Ontario, 
has been named exclusive 
distributors. 








Andrews Retires; Emigh 
Named by American 


Joseph C. Andrews has re- 
tired as vice-president in 
charge of purchasing for the 
American Hardware Corp., 
New Britain, Conn., and Eu- 
gene D. Emigh, Jr., has been 
appointed purchasing agent 
to succeed him. 

Mr. Andrews joined Amer- 
ican Hardware in 1912 as a 
chemist. After two years of 
duty in World War I, and 
several years with Scovill 
Mfg. Co., he returned to 
American Hardware in 1921. 
That same year he became 
assistant purchasing agent, 
and in 1931 was made pur- 


chasing agent. He was 
elected 
charge of purchasing in 
1940, and became a director 
of the corporation in 1943. 

Mr. Emigh joined Ameri- 
can Hardware in 1951 as as- 
sistant purchasing agent, and 
prior to that served as pur- 
chasing supervisor for United 


Illuminating Co. 





Anderson Brass Builds 
New Plant in Detroit 


Anderson Brass Co. has 
crected a spacious new plant 
at 5303 12th St., Detroit, 
Mich., for the company’s line 
of Kantleak products. Ex- 
ecutive and engineering staffs 
are housed in the plant. 
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greatest innovation 
in stair tread history! 








de 


AKRO’S RUBBER 
RISER CARPETREDS’ 


A SENSATIONAL NEW ITEM!! 


Here’s carpeting’s luxury loomed in resilient rubber — 
it’s AKRO’S Rubber Riser Carpetreds . . . a stair 


tread that covers the riser as well as the step in one 





contour-molded easy-to-clean piece. It’s just what 
millions of women want and need for covering bare 
stairways. They'll want AKRO’S Rubber Riser 
Carpetreds because they cover bare stairs with beauty, 
safety, and noise-free texture, all without putting a 

big dent in the family budget! And they’re so easy to 
install — with upholstery tacks or linoleum paste! 
That means Riser Carpetreds are going to sell, 


sell, sell! Better make sure you have ’em on hand! 


five rich 
colors: 
Axminster Wine 
Wilton Green 
Sculptured Gray 
Velvet Blue 


Broadloom Beige 
















two convenient 
widths: 
18” and 24” 







* patent applied for 





Actual size photo 
of carpet-like texture 


rubber housewares 


are manufactured by 


THE BUXBAUM 
COMPANY Canton 1, Ohio 
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Joseph E. Stone 


Joseph E. Stone, 77, re- 
tired vice-president in charge 
of all sales of Stanley Works, 
New Britain, Conn., died 





JOSEPH E. STONE 


Feb. 4 after a prolonged ill- 
ness. Mr. Stone retired in 
1946, and had been in ill 


health for several years. 

At the age of 17, Mr. Stone 
started to learn the hard- 
ware business in his uncle’s 
hardware store, and four 
years later joined Simmons 
Hardware Co. in St. Louis, 
serving with that firm for 
three years. He then joined 
Knapp & Spencer, Sioux 
City, Iowa, and six years 
later became a salesman for 
Stanley Rule & Level Co. in 
the mid-western territory. 

Mr. Stone traveled the 
Midwest for 14 years, and 
in 1918 went to New Britain 
as sales manager for the 
company. After the consoli- 
dation of the Stanley Works 
and Stanley Rule & Level 
Co., he was made general 
sales manager, and later a 
vice-president and a director 
of the corporation. During 
his years of service for the 
Stanley Works, Mr. Stone 
traveled every state in the 
union, visited Europe six 
develop the 
export business, 


times to help 
company’s 





and went as far west as 
Hawaii. 

Mr. Stone also served as 
president of the American 
Hardware Manufacturers 
Association in 1929, and that 
same year was named a 
member of a committee ap- 
pointed by the U. S. Cham- 
ber of Commerce to choose 
members of the “Business 
Clinic.” He was a member 
of the HARDWARE AGE 50- 
Year Club. He was appointed 
to the Connecticut Interstate 
Commerce Commission in 
1935. 


B. C. Knodle 


Ben C. Knodle, 83, founder 
and senior partner of B. C. 
Knodle & Son, DeKalb, III, 
died Jan. 26 after a short ill- 


ness. He had been in the 
hardware business for 65 
years. 





BEN C. 


KNODLE 


Mr. Knodle started clerk- 
ing in Colonel B. F. Sheets 
Hardware, Oregon, IIl., when 
he was 18, and seven years 
later he and the Colonel 
opened a hardware business 
in DeKalb known as Sheets 
& Knodle Hardware Co. Colo- 
ne] Sheets’ interests were 
taken up by Mr. Knodle in 
1912, and the firm continued 
until 1922. At that time, Mr. 
Knodle’s son, Edgar L., 





the Trade 


joined him, and formed the 
present firm of B. C. Knodle 
& Son. 

Mr. Knodle was a member 
of the Illinois Retail Dealers 
Association and of the Harp- 
WARE AGE 50-Year Club. He 
is survived by his son. 





H. W. Pomeroy 


Harold W. Pomeroy, 59, 
secretary, director and sales 
manager of the Shakespeare 
Co., Kalamazoo, Mich., died 
Jan. 21 in Borgess Hospital, 
Kalamazoo. 


Mr. Pomeroy started his 
career with the Bell Tele- 
phone Co., and _ following 


World War I was associated 





HAROLD W. POMEROY 


with Onondaga Steel Co. He 
joined Shakespeare Co. in 
1934 and was manager of the 
bait and specialty division 
until his appointment as 
sales manager in 1945. His 
widow and two daughters 
survive him. 


G.L. Clay _ 


George L. Clay 76, sales- 
man for the Lake Erie Hard- 
ware Co., hardware whole- 
saler, 1234-1236 W. 11th St., 
Cleveland 13, Ohio, died Jan. 
23 at his home. 

Mr. Clay had been a travel- 
ing salesman for over 50 
years, traveling for  Bost- 
wick-Braun Co., Standard 
Simmons Co., and for the 
last 16 years for Lake Erie 
Hardware Co. 


R. Ray Meeks 
R. Ray Meeks, 


61, vice- 
president, director of pur- 
chases, and a member of the 
board of directors of Miller 
Brothers Hardware Co., Rich- 
mond, Ind., died suddenly 
Jan. 27 of a heart attack. 
Mr. Meeks started working 
for Miller Brothers as a bill 





R. RAY MEEKS 


clerk, and at the time of his 


death had been associated 
with the firm for over 40 
years. He was also affiliated 


with the Hardware Golf As- 
sociation. Survivors include 
his widow, a son. Robert A. 
Meeks, and a daughter. 


Stephen G. Hirsch 


Stephen G. Hirsch, for- 
merly in charge of manufac- 
turing for Ocean City Mfg. 
Co., A & Somerset Sts., Phila- 
delphia, Pa., died recently of 
a heart attack. 

Mr. Hirsch joined Ocean 
City in 1918. He was respon- 
sible for developing proce- 
cures which allowed the com- 
pany to turn out large mass 
production of ordnance com- 
ponents during World War II. 


Bernard Wankel, Jr. 


Bernhard Wankel, Jr., 55, 
for many years operator of 
B. Wankel & Son, New York 
City hardware firm, died Jan. 
17. He had been president of 
the Manhattan & Bronx 
Hardware Association. 











Tricolator Moves Office 
To New Jersey Factory 
Tricolator Co. has moved 
its office from 230 Fifth Ave., 
New York, N. Y., to 321 
Jelliff Ave., Newark, N. J. 
The firm has now taken 
over the entire factory there, 


224 





consisting of two buildings 
with ample modern office 
space. All operations, includ- 
ing sales, will be conducted 
from there. The move from 
New York was made in an 
effort to consolidate the Tri- 
colator operations. 











Jacobus Will Make Only 
Paint Brushes, Rollers 


A. G. Jacobus’ Sons, Inc., 
Verona, N. J., has discon- 
tinued manufacturing house- 
hold brushes so as to better 
exert its efforts in paint 
brush manufacturing and the 


HARDWAR 





manufacture of Master 
Painter Rollers. 

The firm’s recently acquired 
plant at Depot St., Verona, 
is being renovated for the 
complete manufacture and 
assembly of the new painter 
rollers. 






E AGE, FEBRUARY 21, 1952 























Gathere 
Binghamp 
are sales 
Left to rig 
O. W. Sc! 
Adam Sct 
Taylor, ar 
row: 
berg. Bac 
bia, Fran! 
Cc. S. Bur, 


v 





Inc 
bra 
mo 
Joh 
firn 
der 


Salesm 
Ave., Me 
home of 
Hover c 
of floor 


Mass. O: 





News of the Trade 


a report in pictures of people and 


61, vice- HA P hoto Angles events in the hardware trade 


of pur- 

er of the 

of Miller 

o., Rich- 

suddenly 

attack. 

working Gathered at the home offices of BMC Mfg. Corp., 

as a bill Binghampton, N. Y., to preview the firm's 1952 line, 
are sales representatives and home office executives. 
Left to right, front row: S. L. Katz, E. L. Redman, and 
O. W. Scheiterle, advertising manager. Second row: 
Adam Schuster, assistant sales head, E. L. Rolls, L. E. 
Taylor, and Philip Forman, general sales head. Third 
row: J. W. O'Hara, Paul Chichester, and G. O. Sand- 
berg. Back row: S. W. Botnick, president, Frank Geb- 
bia, Frank Finnerty, L. A. Scull, C. S. Burgess, Sr., 
C. S. Burgess, Jr., and G. A. Durland. 


* 


William Davies, president of 

New England Builders’ Hard- 

ware Club, left, accepts a 

speaker's bell and gavel from 

Jean F. Hart, sales manager 

of the contract hardware 

‘ ’ i et dept. of The Stanley Works. 

> of his ; : XS ' ‘ The presentation was made 
at a recent meeting of the 


ociated 
club. 





The 117th anniversary of John W. Masury & Son, 
Inc., 1700 Bayard St., Baltimore 30, Md., was cele- 
brated at the annual sales dinner in the Lord Balti- 
more Hotel on Jan. 4. The company was founded by 
John W. Masury in 1835. Shown here, cutting the 
firm’s birthday cake, are Frank P. Connolly, presi- 
dent, and H. Brairn Davis, chairman of the board. 


Salesmen of Orgill Bros. & Co., 10-56 W. Calhoun 
Ave., Memphis 2, Tenn., recently held a rally at the 
home office. At the session pictured here, W. B. 
Hover conducted the meeting, speaking on the line 
of floor coverings of Bird & Son, Inc., E. Walpole, 
Mass. Orgill Bros. is a distributor for Bird & Son. 


< 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
the- newer Keogh bill has the 
backing of the American Fair 
Trade Council, which is comprised 
of many leading manufacturers of 
fair traded merchandise. 

The National Retail Hardware 
Association, like numerous other 
retail organizations, is backing 
the McGuire bill. 

While many people in all levels 
of business regard it as unfortu- 
nate that there can’t be a united 
effort to get satisfactory trade 
legislation, the double Congres- 
sional hearings, running simul- 
taneously, should serve to develop 
more public sentiment in favor of 
minimum price control on stand- 
ard, nationally advertised mer- 
chandise. 

Any attempt of any kind at 
price maintenance is now an of- 
fense in Canada, where the Par- 
liament recently enacted such leg- 





islation with little forewarning to 
business. 

Evidence of one manufacturer’s 
belief in the fair trade process 
was the announcement of Landers, 
Frary & Clark that it was placing 
its new Universal JET 99 vacuum 
cleaner and other home cleaning 
equipment under fair trade at the 
retail level in all states where fair 
trade laws exist. 

The Jet 99 is being marketed 
through only one distributor in 
each area, and the company has 
recommended that distributors set 
up their retail distribution on a 
limited basis. 

The firm announced that 98 dis- 
tributors are immediately affected 
by the decision and are being 
asked to have their already estab- 
lished dealers sign fair trade 
agreements with Landers, Frary 
& Clark. As new dealers are ad- 
ded they will be asked to sign 
similar agreements. 


Purchasing Agents Expect More Price 
Declines, Less Rises in Next Months 


There are more elements point- 
ing to price declines than in- 
creases in the next few months, 
according to the monthly report 
of the business survey committee 
of the National Association of Pur- 
chasing Agents. The committee 
is headed by Robert C. Swanton, 
director of purchases, Winchester 
Repeating Arms Co. division of 
Olin Industries, Inc., New Haven, 
Conn. 

The conclusion concerning the 
possibilities of price declines is 
in view of the fact, it was stated, 
that much of the force behind in- 
flation has been spent, at least 
temporarily. The slowdown in in- 
dustry activity in January was 
not expected to be reversed in the 
immediate future. 

“Unless there is a worsening in 
the international situation, pur- 
chasing agents do not look for a 
reversal of the over-all industrial 


downtrend in the next few 
months,” the report said. 

Another sharp cut in inven- 
tories was found in the survey, 
with many companies stating they 
were in better balance. Additional 
liquidation of inventories was 
held likely in view of lower pro- 
duction schedules, shortages of 
controlled materials and allotment 
cutbacks. 


BLS Living Index 
Rose to New High 


The cost of living index of the 
Bureau of Labor Statistics rose 
three-tenths of 1 pct between mid- 
November and mid-December to 
touch a new high at 189.1 pct of 
the 1935-39 average. The index 
went up 4.2 pet during the year 
1951 and is 11.1 pct above the 
index for June, 1950, when the 
Korean War began. 


No Heavy Ordering 
Noted at Trade Shows; 
Still a Buyer's Market 


It has been evident to observers 
at the numerous’ merchandise 
shows which have been held 
throughout the country during the 
past two months that there has 
been more “looking” than buying. 

Buyers attending these shows 
have not been impressed by man- 
ufacturers with any urgency to 
build up stocks against the time 
of any serious shortages. 

Ordering by cases and cartons, 
rather than by carloads, seems to 
be the order of the day. 

Manufacturers are frankly tell- 
ing hardware buyers that the steel 
shortage situation hasn’t devel- 
oped nearly as fast as had been 
predicted six months ago. Even 
the quantities and types of steel 
which were expected to get tight 
about this time are still available 
in sufficient quantities to permit 
almost normal production rates. 

It’s still a buyer’s market at 
both the wholesale and retail 
levels in the hardware trade, and 
more so in the home appliance 
field. All major suppliers of con- 
sumer goods are at this time urg- 
ing more effective selling at the 
store level. 

Leading wholesalers as well as 
manufacturers are providing re- 
tailers with complete promotional 
packages, strongly implemented 
by advertising, as a means of 
breaking down consumer resis- 
tance. 

At the end of the year hard- 
ware wholesalers had on hand a 
four months’ supply of goods, as 
compared with a three months’ 
supply at the end of 1950, accord- 
ing to the latest data provided by 
the U. S. Dept. of Commerce. 

Wholesalers in the Middle At- 
lantic region had only 11.8 weeks’ 
supply of inventory on hand at 
the end of December but whole- 
salers in four other geographical 
divisions had upwards of 18 
weeks’ supplies in their ware- 
houses. 


Carrier Lowers Air 


Conditioner Price 


A 7 pet reduction in its sug- 
gested retail prices on its entire 
line of window sill room air con- 
ditioners was announced January 
27 by Carrier Corp., Syracuse, 
N. Y. New suggested retail prices, 
f.o.b. Syracuse, are $329 for a one- 
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rket A new one-third hp model. re- | 
cently introduced, will sell at $239. e ° y 
oo Carrier has also announced addi- | Chain A Spring Door Stop 
an te tion to the line of a 1 hp console 
alien th model, available with optional 
oe water-cooled condensing. 
1 buying. . ‘ > 
4 shows Retail $ Volume Rises ju a 
y man- « ee Pe = 
ancy te Despite Less Activity EE 
the time Retail sales in December were _— 
. estimated at $14.6 billion, a 2 pct iI 
cartons, drop from the previous year, said SS | See Get Se 
seems to the Commerce Department. The +33BZ— Bright zinc finish — Length 215" 
month’s total brought sales for : " 
kly tell- the year as a whole to about $151 | Because the Champion Chain and Spring Door Stop 
the steel billion, a 5 pet rise over the high is a protection against wind damage, every combina- 
t devel- set in 1950. tion door should be equipped with it. The correctly 
iad been “When account is taken of the | built springs absorb the shock of the wind, thus pre- 
» Even price rises within the year, how- | venting destruction of both the door and door checks. 
* a ever,” the department observed, | It also is an insurance against personal injury when a 
ct om “the physical volume of activity | door is operated during a storm period. 
permit 7 ye channels in 1951 appears | Stock this item. It sells well and produces a good 
sotes. to be down somewhat from 1950.” | profit. 
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retail middle of 1951, after a sharp drop ' > , , bh 
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pliance part of the year, with non-dur- GENEVA. OHIO 
of con- ables showing more strength than 
ne urg- durable goods. After adjustment 
at the for seasonal factors and differ- 
ences in trading days, total sales 
well as in December were 2 pct below 
mt Novae | Absolutely no change 
otional 
age Wholesalers Up Sales in vali but rice 
resis- $10 Billion Over ‘50 q ati p 
—t Wholesalers’ sales totaled $106.8 
Be gl billion during 1951 —$10 billion slashed to 
i oe above 1950—the Office of Business ae8 
oe Economics, U. 8. Department of 
onths ry 
pean Commerce announced today. After % 
led by adjustment for price increases, — 
. unit sales in 1951 were little 
“ At- changed from 1950. 
veeks’ December sales, at $9,252 mil- 
nd at lion, were 4 pct below November 
vhole- after allowance for seasonal fac- 
shical tors. Sales of durable goods were 
f 18 $2,516 million and nondurable ‘ ° sla ial . en 
a goods $6,736 million—8 and 3 pct, THERE ARE NO FINER TAPES on the market quick-winding ... have a flush-folding 
ware . : than Roe Steel Tapes. And now—with handle, press button center, roller 
respectively, below the previous the price of the 50-foot model slashed mouthpiece. 
month on a seasonally adjusted to $5.00, and other sizes priced pro- Order Roe Steel Tapes from your 
basis. portionately — Roe Tapes are far and jobber and start cashing in. There are 
Sal decli — away the biggest dollar value you can cases of metal-banded leatherette; 
ales declines from November give customers today. metal-banded or handsewn leather . . . 
were general among merchant Roe Tapes are tops in design, mate- 25, 50, 75 and 100-foot lengths . . . feet 
sug- wholesalers of durable goods. rials and workmanship. They are _ in inches and eighths or in tenths and 
ntire Sales of lumber and building ma- permanently easy to read. They are hundredths. 
con- terials and of electrical goods 
uary were off 12 and 15 pcet—with the JUSTUS ROE & SONS, Inc. 
cuse, latter decline concentrated in ap- 
ices, pliances and specialties. Automo- Makers of Fine Steel Tapes since 1876 
one- tive and hardware sales each de- PATCHOGUE, NEW YORK 
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FLEXISEAL 


CAULKING 
COMPOUND 




























You offer your customers the finest 
Caulking Compound on the market 
—ring up more sales at generous 
profit margins — build profitable 
repeat business from satisfied cus- 
tomers — when you stock and rec- 
ommend FLEXISEAL Caulking 
Compound. 


FLEXISEAL quality is UP — but 
FLEXISEAL prices stay down! 


Users prefer the distinct whiteness, 
the easy application, the long-wear- 
ing qualities of FLEXISEAL Caulk- 
ing Compound, and the attractive 
retail prices! 








Stock it in four convenient 
packages! 

©@ SPOUTED CARTRIDGES 

@ REGULAR CARTRIDGES 

@ QUARTS, GALLONS, and PAILS 

@ COLLAPSIBLE TUBES 


FLEXISEAL 


Meets and exceeds 
Federal Specification TT-C-598 






If YOU didn’t triple your Caulking 
Compound sales in 1951, then — 


Order FLEXISEAL from your 
favorite Jobber 
or write 


LANDEN PUTTY WORKS, inc. 


MALDEN, MASS. 


















clined 9 pct while jewelry and 
machinery and metals were each 
5 pet under November. 

Inventories of all wholesalers 
were stimated at $9,849 million 
at the end of December—almost 
$600 million higher than at the 
end of 1950. All of this increase 
occurred in durable-goods estab- 
lishments, and to a large extent 
represented higher replacement 
costs. On a seasonally adjusted 
basis, December stocks were prac- 
tically unchanged from November 
with no noteworthy change evi- 
dent in any of the major durable 
or nondurable goods groups. 





Shapleigh Provides 
Spring Promotion Kit 


A complete advertising package 

for dealer use as a Spring promo- 
tion has been prepared by the 
Shapleigh Hardware Co., St. Louis. 
Besides a 4-page newspaper 
type circular, printed in yellow, 
green and black, the front cover 
of which is shown, the promo- 
tional material includes window 
valances, side streamers, double- 
faced pennants, and three sizes 
of price cards. The dealer pays 
a nominal fee for the kit but news- 
paper mats are offered free. The 
price of circulars has been held 
to a minimum. 
Use of the promotion material 
is optional with dealers but Shap- 
leigh suggests it be timed with 
Hardware Week. 


DEALERS MAME. | ' 
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Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Dealer Name & 
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Crosley Insures Home 
Freezer Food Spoilage 


Crosley Division of the Avco 
Manufacturing Corp. has made 
available to purchasers of its 
home freezers an insurance policy 
covering food spoilage due to out- 
side power interruption or me- 
chanical failure of the appliance. 
The policy is optional for freezer 
owners and covers a three-year 
period. Coverage of $100 costs $5 
and coverage can be obtained in 
$100 steps to a limit of $500, which 
costs $12. 





Janney Broadside 
For Early Spring Sale 


A colorful broadside featuring 
about 90 items, including a number 
of “red hot specials” has been pre- 
pared for dealer use, beginning in 
Mid-March, by Janney, Semple, Hill 
& Co. 

The Minneapolis wholesale firm 
reports that it has been its experi- 
ence that dealers who use its March 
broadside find that their Spring 
business opens up from two weeks 
to a month earlier than it would 
normally. 

For use in the same connection 
there is a store display kit in bright 
seasonal colors, and a newspaper 
mat kit that will enable dealers to 
back their March sale with news- 
paper advertising. 

There is also an instruction sheet 
for the use of dealers. 
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Sales of 
Hardware Wholesalers 


(Revised Series) 

(add 000,000) 
Month 1951 1950 1949 1948 
Jan. $218 $120 $130 $147 


Feb. 196 124 125 149 
Mar. 215 157 159 177 
Apr. 184 147 147 182 
May 184 163 148 166 
June 174 171 143 168 
July 158 193 126 161 
Aug. 180 233 142 177 
Sept. 175 205 160 180 
Oct. 205 209 159 186 
Nov. 183 190 148 171 
Dec. 152 186 132 150 


Annual 
Total’ $2,224 $2,098 $1,719 $2,014 


*Due to rounding, monthly figures 
do not necessarily add to annual 
totals. Source: Office of Business 
Economics, U. S. Dept. of Commerce. 











Higher Prices Raise 
Manufacturers Sales 
16 Pct Over 1950 


Manufacturers’ sales’ totaled 
$265 billion in 1951, a 16 pct rise 
over 1950, reported the Commerce 
Department. Higher prices ac- 
counted for 75 pct of the rise 
while 25 pct represented a gain 
in volume. 

The 1951 sales totals for dur- 
able goods manufacturing indus- 
tries was $25 billion, an 18 pct 
increase over 1950. All of the 
major industries in the group 
showed sales rises over the pre- 
vious year. 

New orders of manufacturers 
in December continued the steady 
drop of the previous few months, 
although they topped sales. Or- 
ders amounted to $21.7 billion and 
sales totaled $21.4 billion. Sales 
were down again in the month 
dropping to $21.4 billion from 
$22.3 billion in November. 

The sales drop was larger than 
normal as the total, even after 
seasonal adjustment, was un- 
changed from the unadjusted 
total. The actual dollar decline 
would normally have been wiped 
out by seasonal factors. 

There was a $300 million rise 
in unfilled orders during Decem- 
ber, bringing the order backlog 
at the end of the year to $62.2 
billion, a 50 pet gain over the year. 

“Year end inventories held by 
manufacturers were estimated at 
$41.9 billion, on a seasonally ad- 
justed basis, indicating additions 
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a PROFITABLE approacn 


TO AN 


AGE OLD 
PROBLEM 







Way not capitalize on the age old 
problem of sore, aching knees caused 
by inadequate protection in kneeling 
work? Judsen Knee Pads are a natural 
. .. comfortable protection for ail knee 
workers ... profitable sales for you! 


Order a dozen pair, display ‘em and 
they'll sell themselves! 


MOLDED RUBBER 


KNEE PADS 











For every 
‘(Down on the 
knees” Job! 


+ Ahbhhhh hea 
Aaa 


Dealer's Cost 
$1.50 per pair 


A Aa hhh 


a 


Suggested 
Retail Price 


$2.50 per pair 


—a7. 7 


ASK YOUR JOBBER 
OR WRITE 





Made by JUDSEN RUBBER WORKS, INC., Chicago 24 
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Profit from Quality 


istehatl ass 


PARK 


1fele) i -Te> ¢3-) 





MODEL 1780 


The finest tool box made... 
BAR NONE! 


PARK offers you a complete line of top- 
quality tool boxes . . . designed and 
priced to sell fast . . . and built to give 
years of service. All the fectures your 
cusiomers want are built inio the finest 
boxes made . . . by PARK. 


WRITE: For information on complete line 
OR CALL YOUR JOBBER 


PAR MANUFACTURING CO 


GRANT PARK. ILLINOIS 














SA ARE te 


UR CUSTO 


Yo 


AND BUY 'EM 


MOORE pusnttss | 


PICTURE HANGERS 

For hanging mirrors; pictures; 

heavy wall decorations 
—SAFELY 





meal 


t= 
| MOORE pusu-pins 


For drapery and curtain tiebacks; 
lighter wall decorations . 








NATIONALLY ADVERTISED 
MOORE PUSH-PIN CO. 


Since 1900 


PHILADELPHIA 44, PA 


13-25 BERKLEY ST 





in book value of $8.6 billion for 
the year,” the department con- 
tinued. “This was the largest in- 
crease on record either in dollars 
or volume of goods. The rise in 
the book value of inventories was 
continuous over the year, but the 
fourth quarter advance was only 
about a third as large as the rate 
in the first three quarters. 
“Higher prices accounted in 
some measure for the larger in- 


ventory book values, but accumu- 
lation in the quantity of goods 
held in stock was substantial, ac- 
counting for about 90 pct of the 
total increase. 

“More than two-thirds of the 
1951 increase in inventory book 
values occurred among the dur- 
able goods industries, bringing 
their year-end book values up to 
$22.6 billion on a seasonally ad- 
justed basis.” 





New Promotions 








Diamond Jubilee program of the 
Gibson Refrigerator Co., marks 
the 75th anniversary of the com- 
pany and will be pushed by the 
largest advertising and sales pro- 

motion campaign. Promotional 

campaign will be spearheaded by 

a cooperative ad plan which sets 

up dealer advertising schedules 
in a series of seven newspaper ads 
| for each of three ad campaigns. 
There will also be a tabloid broad- 
side campaign which will enable 
dealer to run his own local prize 





Cory glass coffee 


Notes on Current Merchandising Plans 


contest at a lower cost. TV, radio 
and outdoor posters will be used. 
* * * 

P. & F. Corbin’s increased ad- 
vertising budget for 1952 provides 
for a series of product promo- 
tions aimed at the home-mainte- 
nance market, in addition to its 
year-round campaign to home- 
buyers, architects and builders. 
Magazine, trade publication and 
point-of-sale material will be 
used in both programs, according 
to Ebbe C. Anderson, advertising 





brewers and Nicro 
stainless steel brewers 

are being backed by , (\ 
the most extensive 
small dealer coopera- 
tive advertising cam- 
paign ever made by 
Cory Corp. Purpose is 
to get dealers to push 
Cory rubberless cof- 





Now ... Get CORY the ONLY 








date of purchase) — 
and the Nicro brewers, 
now guaranteed for 
life. To qualify, for co- 
operative advertising, 
dealer need only buy a 





fee brewers (now All Glass Coffee Brewer 
guaranteed  agdinst GUARANTEED 
breakage of any kind AGAINST BREAKAGE 
for six months from OF ANY KIND 





No more twisting and tugging to separate the upper 
and lower bowls! CORY ... and on/y CORY has the 
remarkable rubberiess construction and exclusive 
gilass-to-glass vacuum seal. Every CORY is made of 
extra-strong, “flame tested” glass. The result . . . 
CORY is the only all glass coffee brewer guaranteed 
for six months against breakage of any kind! 

CORY brews coffee in taste-free glass . . . there's 
nothing to change the coffee’s wonderful favor. 
CORY filters coffee only through coffee . . . gives 
you more cups per pound. So, gets CORY and make 
better coffee every time when you use it. Save money, 























and instruction sheet 


| gives details on run- 


ning of the ad (shown 
herewith). Cory agrees 
to pay half the dealer's 
cost on one insertion, 
if run exactly like mat 
and bill is submitted 
prior to June 30. 





——_| 





single packaged deal > c pail 

of Cory or Nicro mer: 2—“¢ar cons sit OUR CORY 
chandise. ’ Mats are 8—12 cup CORY........ $6.95 7 "CEMENT PARTS CENTER 
packed with the deals ger Coffee lovers! Put your old COR Y back 


in service. Enjoy ee coffee once 
again.GertheCOR replacement s 
you need in our complete CORY Re- 
placement Parts Center. Come in soon 
... we'll be happy to help you put your 
CORY back in service. 


DEALER’S NAME 
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manager of the P. & F. Corbin Di- 
vision of the American Hardware 
Corp. bales Sati 

O-CEL-O sponges will be pro- 
moted with the heaviest Spring 
advertising in the history of the 
firm. Campaign is built around a 
new trade character, a stylized 
comic duck and the “Water- 
Breathing Action” of the sponges. 
Full color ads are scheduled for 
three Sunday newspaper supple- 
ments and in a list of homemak- 
ers’ magazines. Animated TV 
spots, radio and local newspaper 
copy will be used in key markets. 

* * * 

Ekco housewares will be backed 
by 50 pct more space in magazines 
and newspapers during the first 
half of 1952 than was used in the 
same period of last year. Ekco will 
also announce shortly a new na- 
tional network TV _ program. 
Newspaper ads, both factory spon- 
sored and cooperative, will be 
used in major market areas. 

% * * 

Twelve million is to be spent 
in advertising and sales promo- 
tion of electric appliances by the 
Westinghouse Electric Appliance 
Division. This advertising and 
promotion expenditure constitutes 
a record budget and J. H. Ash- 
baugh, vice-president, and T. J. 
Newcomb, sales manager, point to 
it as an indication 1952 will call 
for that greatest selling effort. 
The budget includes $3 million for 
cooperative advertising. The ap- 
pliance division will bear a good 
part of the cost of the Westing- 
house TV and radio coveration of 
the national Republican and Dem- 
ocratic conventions; a 13-week 
“get-out-the-vote” campaign and 
election night returns. On West- 
inghouse Studio One, the network 
TV show on CBS, the appliance 
division’s share of the cost will be 
$1,650,000 for 1952 as against $1,- 
150,000 spent in 1951. Merchan- 
dising and trade paper publication 
advertising budgets will be about 
the same as in 1951. 

_ * * 

“Lil Abner” will sell GE 
Lamps during the General Elec- 
tric Co. Lamp Division’s spring 
sales campaign, March 1-April 19. 
The promotion featuring other 
widely known characters created 
by Al Capp for his Abner strip, 
is designed to capitalize the in- 
terests of the 40 million readers 
of the 700 newspapers carrying 
the cartoon. Included in the pro- 
motional package sent G-E deal- 
ers are: four-color window 
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Millions of Hardware Week customers will be out to 
get the GUARDSMAN — the sensational new rule they'll be read- 
ing about in their favorite magazines and newspapers. Don’t 
disappoint them. Cash in on the biggest advertising and pub- 
licity program Master Rule has ever launched. Stock up with the 
GUARDSMAN at the special pre-Hardware Week price. Write 
for special jobber introductory price for Hardware Week. 


Best Folding Rule 
Ever Made... 


the GUSIRDSMHAIZ 


Master’s new “Safe-Lock’’ Clamp makes the GUARDSMAN 
more than a fast-seller. It's a rule you can sell with confidence. The 
““Safe-Lock’’ Clamp is the first really stretch-proof spring-action clamp. 
Spring action means fast action — easier for the customer to use, 
easier for you to demonstrate. Stretch-proof means continued cus- 
tomer satisfaction because the GUARDSMAN is permanently accurate, 
wears longer. 


Naturally, the GUARDSMAN is made of the same top-quality 
materials that go into all Master Rules—hard, straight-grain maple; 
brilliant white baked enamel; large, jet- . 
black figures; baked lacquer finish that 
positively seals every stick, grows harder 
all the time; brass-plated clamps and 
strike plates; rust-proof stainless steel 
spring. No “raw wood” under clamps— _ & 
means entire rule is triple sealed against & 
dirt and dampness. “ 


Model #996 or #996F (Flat Reading) 
List price . $1.50 each 
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Complete CASH 
REGISTER with 
ADDING MACHINE 
Advantages 


1872 
Smith-Corona 


CASHIER 


| penta cash sales and keep your 
records straight. Smith-Corona 
Cashier will perform both functions for 
your store or business. A wide choice of 
keyboards permits you tu record and 
classify each transaction exactly. 


All the advanced features of Smith- 
Corona Adding Machines speed your 
work. Cash drawer is roomy, long wear 
ing, slides smoothly on ball bearing rol] 
ers. New Tamper-Proof lock protects detai 
tape, keeps entries confidential and safe 
Same key locks total keys and case. Ask 
your Smith-Corona dealer for a free tria! 
or mail coupon for complete information. 


*Price for all states permitting Fair Trade Laws 
Subject to change. No Federal Excise Tax. 





‘\ 


SMITH-CORONA 
ADDING MACHINE 
Easy to operate. 
Trouble-free. 
Advanced features. 


€ Low cost. 


MAIL COUPON TODAY 


L C SMITH & CORONA TYPEWRITERS INC g 
105 ALMOND STREET, SYRACUSE 1 N. Y. g 


Please send me further information about & 
your Adding Machine and Cashier and 
the location of a near-by place where I 
can see and try these machines. 








Signed____ wi ipienpeiipcaetainiteateetasili 


CLIP THIS TO YOUR BUSINESS LETTERHEAD & 
Leseeeeeeeeesesesseed 





| Kin Plainly See Wif’ 














streamers; counter and window 
display cards; price cards, and a 
supplement describing the pro- 
gram. Theme of the drive is “Yo’ 
G-E.” 
Rounding out the campaign are 


| special broadsides to G-E lamp 


agents and dealers; consumer and 
trade magazine advertisements; 
direct mail notices; newspaper 


| ° > ° ° 
mats and radio and TV tie-in com- 
mercials. 


Plugs Fair Trade for 
Universal Cleaners 


A recommendation was made by 
Landers, Frary & Clark at an 
Eastern distributor meeting in 
New York City recently that its 
111 distributors throughout the 
country ask all dealers handling 
the company’s vacuum cleaner 
line in the 45 states having “fair 
trade” laws that they sign “fair 
trade” agreements. 

The purchasing agents reported 
that there was a sidewise move- 


| ° : ° ° 
ment in January in industrial ma- 


terial prices, continuing the De- 
cember pattern. 

It was stated that falling order 
backlogs and high breakeven 
points were creating a keen com- 
petitive market for many fabri- 
cated items. The study added that 
price concessions could be ob- 
tained for immediate shipment of 
some materials in an easier supply 
position. 

A 90-day policy was again pre- 
valent in industrial purchasing 
commitments during January but 
there was said to be a noticeable 
trend into “hand-to-mouth” 30 and 
60-day buying. 


Wrapping Paper Prices 
Show Weakening Signs 


The first indication of weakness 
in prices of kraft wrapping papers 
since the outbreak of hostilities 
in Korea was reported in trade 
circles early in February. A few 
scattered lots of wrapping paper 
were reported by dealers to have 
been offered by secondary sources 
at around 1 to 2% cents a pound 
under recent high quotations. It 
was emphasized that none of the 
offers were from mill sources. It 
was said that it was offered by 
the holders in order to cut sub- 
stantial inventories. 

The paper was priced above the 
mill level. However, it was for 
immediate delivery whereas kraft 
paper from mills takes at least 


















Make an Extra Profit on 
Grainger’s Lower Prices 


SUMP PUMP 
PROFITS 


Are Biggest on 
Low-Priced Pump 


The VALE Sump Pump 
gives you fast turn-over 
and profits. No. 1P234 (il- 
lustrated) has features of 
high-priced pumps — yet 
lists for only $45.00. Your 
discounts are generous. 


Westinghouse 1/3 HP 
Motor. Ball-bearing im- 
peller shaft. Non-clogging 
bronze impeller. 2650 
GPH at 5 ft. Long-life 
switch. 38” high. Rugged 
construction. Won't fail 
when needed. 





Immediate delivery 
from your nearby 
Grainger Ware- 
house—less than 24 
hours away from 
you. Order a floor 
sample. 


pal — WHOLESALE CATALOG 


i he Request on Letterhead 


W.W.GRAINGER 


——$—$—$——_—_—_———_ INC. 
43 WAREHOUSES — COAST -TO-COAST 
GENERAL OFFICE: 740 W. ADAMS, CHICAGO 6 








COUNTER DISPLAY 


GRC's famous zinc alloy wing nuts In exclu- 
sive finger- x design. 

brightly finis' 

ment contains 48—3/16": 


LARGE PROFIT! Dealer price $2.90; bf 
gested retail price $5.88, Dealer profit— 





789 E. 132nd St., New York 54 © Phone: MO S-7400 
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WING NUT 
ASSORTMENT 


COMPACT— 
ATTRACTIVE— 
DURABLE— 


Strong, rustproof, 
clean threads. 2! Assort- 
60-4"; 24—5/16"; 
12—% 


ALSO AVAILABLE: 
all popular thread sizes, 100 to the box. 


JOBBERS: Write for details and prices 
on this profitable item. 


GRIES REPRODUCER CORP. 


















COAST 
ie Velen. 








SOUTHINGTON SQUARES 
ADD UP TO DEALER 
PROFITS 


Buy‘em! Stock‘em! Sellem! 


See for yourself how Southington high quality squares win 

customer acceptance for you. Complete line of aluminum 

and steel squares in various finishes. 

ALSO TRY SQUARES, MITRE SQUARES AND BEVELS 
Contact the Jobber Nearest You 


THE SOUTHINGTON HDWE. MFG. COMPANY 


c 


Since 1867 Southington, Conn 








MAKE MORE MONEY 


PROFIT-LEADERS! 


» 





HEAD OF THE HOUSEHOLD—Advance 
V-Series of centrifugal, Hydro-ejector type 
pumps, from @ to 10 H.P. rusping levels 
to 200 feet. Streamlined, quiet, depend- 
able. Write for catalogs. 


MEET MR. MULTISTAGE—Breaking performance 
records for extreme high pressure shallow well 
pumping, or deep well pumping to 300 feet ! One of 
a complete line of multistage models for deep or 
shallow wells. Inquire. 


ALL-AMERICAN. Ad- 
vance’s newest ; Ameri- 
ca’s finest—a 100% self- 
priming shallow well 
system, loaded with ex- 
clusive, automatic fea- 
tures. Available with 
vertical tank or as 
package unit. Thou- 


seppibutors 
Dis sands sold ! 


Dealers 


RERKELEY ALIF HAMILTON OHIO 


oneers of the world's standard Hydro-Ejector Type rel’ daal ¢) 
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Architects and ~(CHICAGO)— 
Builders Specify — SPRING HINGES 


@ Modern Factories 
@ Office Buildings 


@ County, State and 
Federal Buildings 


@ Ships of Our Navy 


Every year more and more Architects 
and Builders are specifying Chicago 
"Triplex" Spring Butt Hinges because 
they are carefully designed with 
many superior features. They are 
smart looking and streamlined to 
harmonize with modern architectural 
Type BU2001 requirements. 
**Teiplex"’ 


“Spring Hinges of Quality” 








Chica 


CHICA 


CONGRESS SHEAVES and V-BELTS 


jo Spring Hinge Co. 


eee | ORK 








@ Precision built. Soundly engi- 
neered. Widely used as original equip- 
ment by hundreds of the largest 
manufacturers of such appliances as 
washing machines, dryers, laundry 
equipment and air conditioning in- 
stallations. 
@ Congress FIIP pulleys are available 
in attractive 3-color individual boxes, 
with pulley outside diameter and 
bore size plainly marked. Simplifies 
storing—selling. 
immediate Delivery — From Stock Ask Your Jobber and 
WRITE for CATALOG 


CONGRESS °*::::°° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 




















PROVED BEST SELLER! 





BURNS 


SERRATED EDGE 


GRASS 
SHEARS 





NEVER NEED SHARPENING — Made 
with the famous Burns Serrated Edge 
that cuts quick and clean for years 
without sharpening. — ae 
FEATHERWEIGHT — Aluminum handles 
give ample strength with unbelievable 
lightness . . . only 9!/2 02.! Also avail- 
able with malleable handles. 

WON'T TIRE ARM—Scientifically de- 
signed handles fit hand perfectly, com- 
bine with lightweight and quick cutting 
for unusual ease of use. 

CUTLERY STEEL BLADES—Tempered 
and ground for long life and efficient 
cutting. 

NOW WITH LATCH — Simple,’ safe 
handle latch keeps shears closed when 
not in use, doesn't affect action. 


APRIL 1 DATING 
ON SHIPMENTS NOW 


BURNS Mfg. Co., Syracuse, N.Y. 
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January Failures 
Drop in Retail Field 


ninety days for delivery. The 
paper was offered at 10% cents a 
pound and has sold at 11%-13 
cents. At the mills the price for 
a comparable quality is 9 cents. 
However, distribution is under 
voluntary allocation. The price re- 
duction, while affecting only a 
fraction of the total supply, was 
held indicative of a change in the 
supply situation. 


January Construction 
Dips Below December 


Volume of construction put in 
place in January was 4 pct under 
the December level but showed a 
slight increase over January, 1951, 
reported the Labor and Commerce 
Departments. Total volume for the 
month was slightly more than 
$2,100 million, which was said to 
be a near record on a seasonally 
adjusted basis. Military, indus- 
trial and public utility construc- 
tion was substantially higher dur- 
ing the month than a year earlier. 
The increase kept the overall level 
high despite lower expenditures 
for private housing, commercial 
building, highways and some other 
types of building. 

Private outlays for new con- 
struction in January amounted to 
$1,460 million, a 4 pct drop from 
December and 8 pct under a 
year ago. Residential building 
amounted to $720 million in Jan- 
uary, off 20 pct from a year ago. 

The high level of industrial con- 
struction in January, the depart- 
ments said, “reflects improved dis- 
tribution of controlled materials.” 
Public expenditures for new con- 
struction amounted to $667 mil- 
lion, a 31 pct increase over the 
previous year. 


Failures among retail establish- 
ments totaled 72 in the week 
ended January 31, compared with 
79 in the previous week. This was 
the only category of business to 
show a drop from the earlier week. 
Commercial and industrial fail- 
ures as a whole amounted to 164 
in the week ended January 31, as 
against 142 in the week of Jan- 
uary 24. It compared with 159 
casualties in the corresponding 
1951 week and was the first time 
this year that the number of busi- 
ness failures topped the figure for 
the same week in the preceding 





Protecting America’s Handpower! 


ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 
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Outdoor water service the 
year around without dan- 
ger of freezing or burst- 
ing pipes. Shut-off valve 
is below frost line. All 
brass and copper. They 
will last a lifetime. ALSO 
WALL TYPES. Write for 
Bulletin 303. 


order from your jobber 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 
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Retail Price Wars 
Called Mass Suicide 


An appeal to retail appliance 
dealers to “stop committing mass 
economic suicide” by continued 
indiscriminate price cutting was 
made in.a letter to all appliance 
dealers of Hotpoint, Inc., by E. R. 
Taylor, vice president for market- 
ing. He said that price wars, like 
all wars, are destructive. Dealers 
who cut prices, he added, always 
have competitors who cut more 
deeply, and an effort to keep up 
means “going broke” for the orig- 
inal price cutter. 

He stated in his letter that the 
“shakedown period in the appli- 
ance industry may be here.” De- 
claring that many dealers and 
manufacturers may find the going 
rough in 1952, he added that “this 
may be the year when the weak 
will be separated from the strong.” 

Price cutting and special dis- 
count “deals” are not the answer 
to the current difficult merchan- 
dising situation, Mr. Taylor con- 
tinued. Better salesmanship is 
the only answer, he added. The 
automobile business, the only dur- 
able goods business larger than 
the $3 billion a year appliance 
industry did not grow to “its pres- 
ent position by cutting prices.” 

Mr. Taylor cited some favorable 
elements in the appliance outlook, 
pointing out that refrigerators 
have a 90 pct saturation but re- 
placement sales of 4,000,000 units 
annually are virtually guaranteed. 
Saturation of electric ranges is 
only 21 pct and water heaters have 
an untouched market of about 85 | 
pet, he said. 


1951 Instalment Credit 
Rises $29 Million 


Outstanding consumer instal- 
ment credit totaled $13,488 million 
at the end of 1951, a $29 million 
rise over the total at the end of 
the previous year, the Federal Re- 
serve Board reported. There was 
a $227 million increase during | 
December. The $29 million in- | 
crease for the year was smaller 
than in any other postwar year. 
It compared with rises of $2.3 and 
$2.6 billion, during 1949 and 1950, 
respectively. 

Total consumer credit at the 
year end amounted to $20,610 mil- | 
lion, a $513 million rise over the | 
previous year and a $627 million 
boost in December. 

Non-instalment 











credit totaled 


HARDWARE AGE, FEBRUARY 21, 1952 


BRADES-W.ALS. 


2 Star Performers 


© Sheffield Steel 
© Correctly tempered 
© Fine tool steel 
finish 


JOHN H. GRAHAM & CO., INC 
New York 8, N. Y 


BRADES & NASH TYZACK Industries. Ltd 


TOURBRIOGE, ENGLAND 105 Duane St 





THE JOBBER'S 
SALESMAN 


In conjunction with 
the fact that they are tops in quality, 
built by economy methods in the most modern fac- 
tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely through jobbers 
and their salesmen — the same square deal to 
everybody. Your jobber's warehouse stocks are 
in your locality . . . that means better service. 
His freight rates are lower...he can save you 
money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 


UNIVERSAL METAL PRODUCTS CO. 


SARANAC, eo 








236 





CW 
OUTDOOR 
COOKING 

SET 











Popular Fork, Hamburgrill 
and Roaster, all of stainless 


steel — a Grill set of three 
choice items in the Outdoor 
Cooking Equipment Line. 
Sturdy, colorful yellow box — 
easy to buy, easy to sell. Hand- 
some branded wood handles 
and satin smooth finish of the 
steel create strong gift appeal 


sai, ad 


and stronger appeal. 


This Set is just one item in 
the largest and most complete 
line of OUTDOOR TOOLS — 
every one a proven leader. 


THE 
WASHBURN 
COMPANY 


WORCESTER, MASS. 
ROCKFORD, ILL. 


| $7,122 million at the end of 1951, 
a $484 million gain the year and 
a $400 million rise in December. 
Charge accounts formed the larg- 
est item in this category, amount- 
to $4,587 million. This was an 
increase of $348 million over the 
previous year and a $397 million 
boost for December. 











| Business Boom Wearing 
Thin, Says Wenzlick 


| A drop in housing starts this 

year was forecast by Roy Wenz- 

lick, of St. Louis, real estate and 

construction analyst, in address- 
| ing the Northeastern Retail Lum- 
| bermen’s Association in New 
| York. He said that the number of 
| starts may total between 770,000 
and 820,000, as compared with 
1,100,000 in 1951. 

Stating that the business boom 
| is “getting tired,” he added, that 
“the consumer has about all he 
needs, and he can postpone pur- 
chases, particularly of durable, or 
semi-durable goods. 

“Inventories are greater than 
at any time in 20 years, so far 
as consumer goods are concerned, 
and practically all the wartime 
shortages hase disappeared,” he 
continued. 

He said that one sign of waning 
support for increased production 
is the increasing rate of vacancies 
in residential units in most cities 
that are not in defense production 
areas. On the average, through- 
out the country, “probably about 
8 pet of all residential units are 

vacant,” he added. 


Chain, Mail Order | 
Sales Gain in ‘51 


December chain store and mail 
order sales totaled $3.8 billion, a 
3 pet rise over the corresponding 
1950 period, estimated the Com- 
merce Department. Sales for the 
entire year 1951 amounted to $34 
billion, an 8 pct rise over 1950. 
This was a larger gain than for 
other segments of retail trade. 

Chain store sales made up more 
than 20 pct of total retail volume 
| last year. Most of these sales 
were in grocery, general merchan- 
dise, women’s apparel and shoe 
stores. 

There was a slight increase in | 
December sales over the previous | 
month, after adjustment for sea- 
sonal and other factors. Most of 
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NEW MAGIC CLEANER— [ 


Cleans Copper 
Brass and 
Stainless Steel 
Cookware— 


SPARKLING 
BRIGHT 


IN J seconp: 


WIPE ON AND 
RINSE OFF! 





Seal of Approval— 
U. S. Testing Co. 


MONEY-BACK GUARANTEE 
ON EVERY BOTTLE 


Sold through hardware, 





varlety 


RETAIL and department stores exclusively 
8 oz 
89 COPPER BRITE, INC. 
$19 pinr 1109 N. Poinsettia Place 
FAIR TRADED Los Angeles 46, Callf. 











AN ARTMOORE PRODUCT 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





Your customers want 
the Artmvvre Collamsible 
Tripod Clothes Drver. 
24 Feet of Drying Rods 
—Selected. smoothly tin- 
ished hardwoods—Snag 
proof — Metal parts 
rust-proof plated. Lift 
the Rod Holder and 
Tripod Legs open auto- 
matically. Collapses 
compactly for quick storage in small 
space. Ideal for in-between washings, 
lingerie, diapers, etc. A step saver 
alongside ironing board. Suggested retail 
only $3.75. 


See your jobber or write 


ARTMOORE CoO. 


Dept. A-22, 1913 North 3rd Street 
Milwaukee 12, Wisconsin 











the rise was centered in groceries. 
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$75 to $100 Spent on 
Kitchenware by Brides 


The average woman invests be- 
tween $75 and $100 in kitchen 
tools and utensils when furnish- 
ing her first home or apartment, 
Ekco Products Co. discovered 
after a survey of dealer sales 
records to determine just what 
women buy for their first kitchen. 

Brides and housewives estab- 
lishing a first home of their own 
will invest between one hundred 
and one hundred and fifty million 
dollars in kitchenware during 
1952, states John G. Brooks, vice 
president in charge of Ekco house- 
wares sales. 

Brooks based his estimate on 
the number of new homes sched- 
uled to be established during the 
year and the marriage rate indi- 
cated by the 1950 Census figures. 

He pointed out that government 
statistics indicate that more than 
one million new families are 
established in their own homes 
homes each year, either as newly- 
weds or by couples who have been 
living with relatives since their 
marriage. In the majority of in- 
stances the housewife buys all 
new kitchenware. 

An additional hundred million 
will be invested this year to re- 
place obsolete or lost kitchenware 
or to add recently developed items, 
Mr. Brooks estimates. . 


Credit Executives See 
Collection Slow-Down 


Credit executives can anticipate 
a slowing down in collections, ac- 
cording to a survey of major credit 
problems in the wholesale and 
manufacturing fields in 1952, an- 
nounced by the Credit Research 
Foundation of the National Asso- 
ciation of Credit Men. 

“In addition to the evident 
drain of available capital because 
of taxes, inventory, plant expan- 
sion and other factors, it is prob- 
able that many accounts working 
on defense contracts will them- 
selves find it difficult to collect 
promptly from the national mili- 
tary establishment. Others that 
have been overtrading since the 
war will continue to do so in even 
larger measure because of the un- 
abated and increasing demand for 
their products. As a result, their 
liquidity will be reduced sstill 
further and their payables will be 
one area that they may choose to 
let slide in order to use dollars 





| 
| 
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Every lock needs 


LOCK-EASE™ 


graphite, LOCK FLUID 


| BEST PROTECTION AGAINST FREEZING-STICKING-RUST 


This winter — give your customers the best in 
lock maintenance. Use Lock-Ease! Sell it for 
car, home, and factory use. Easy to apply. 
Penetrates quickly, helps seal out moisture. 
gives maximum protection against freezing. 
ed by leading locksmiths. Sold by hard- 


ware and locksmith jobbers every- 





where. Order now! 





Graph ted 


Lock FLUID 





4-oz. Can delivers drop or 
pressure stream. List Price 


SIF 


AMERICAN GREASE STICK CO., Muskegon, Mich. 





PROTECTIVE COATING 
yl” AT A PRICE 
, ANYONE CAN AFFORD! 


KEEPS METALS BRIGHT 
WITHOUT POLISHING 


‘mY 
" — —Preserves Metal 


as Lustre for Years! 







Used on sterling, silver 
plate, chromeware, auto 
chrome, brass, copper, 





i etc. Inere are 

7 thousands of other 

uses in Home, Gor 

“age, and Industry 

Easy to apply with 

attached handy 

dauber. Dries In 15 
minutes. 


ys 


FREE! 


Self-setling counter 
display holds one 
dozen bottles TECT 
Protective Coating. 
A fast moving yeor 
‘round profit maker! Sy 
Order through vour jobber 
today. Or write direct for 
further details. 


A PRODUCT OF 


TECT, INC. encLewoon, nN. J. | 

















WOOD f§ 
Rete ny 


SKOTCH 


A Steady 
Profit Puller 





% 8” x 10” carton display 
> printed in red and black 
or on cards for bin display 
Here's a wood joiner that really 
HOLDS . . . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 













Free Sales Helps ... 


le wood joints that show uses 
3 OTCH Wood Joiners plus a new 
counter folder are yours FREE. Ask 
your Jobber or write direct for gen- 
erous supply. Dept. HAI. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE., CHICAGO 18, ILL. 


f 
a 











GRIPS LIKE A VISE 
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CATALOG 











ond Center-Hole ~ Hydraulic Pullers 
TEMPLETON, KENLY & CO. 
1056 So. Central Ave., Chicago 44, Ill. 








ECONOMY GRADE 
TOOL KITS are 
in Demand— 





Their money- 
caving price, 
eoupled with 
their good 
quality makes 
sale after sale. 


Thies ECON- 
OMY Tool Kit 
holds 5 inter- 
ehange- 
able blades the same as used in the 
popular RX541 assortment. The Two 
Tone handle is of good size and made 
of Slo-Burning material. 


These roll-up type Slotted-Recessed 
Aseortment tool kits are very handy 
for mechanics and car and home tool 
users. Light to carry, kit weighs only 
% lb. Packed six to a box. Specify 
stock No. EX541 in ordering. 

Sold by Leading Jobbers 


AMALITE, INC. 
1884 Pitkin Ave., Brooklyn 12, N.Y. 
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for what they consider to be more 
pressing demands. 

“To correct this situation it will 
be necessary for credit officials to 
exercise somewhat tighter con- 
trols over not only accounts but 
also over terms of sale to be 
granted and over collections. 

“In general, inventories will 
continue to be a problem in 1952. 
Hard goods problems are apt to 
differ greatly from those of soft 
goods and within these two general 
areas there will be further varia- 
tions—the solution lies in atten- 
tion to the customer’s problems 
and to the problems of his indus- 
try and area, and in continued 
cooperation with the customer in 
planning and in thinking about 
his problem.” 


Paint Sellers Can Aim 
At $750 Million Mark 


Expenditures in the more than 
100,000 paint-selling retail stores 
this year will amount to almost 
$750 million, according to an an- 
alysis of the market potential by 
Robert O. Clark, president of 
Colorizer Associates, a group of 
13 large paint manufacturers pre- 
paring 1,322 colors for industrial 
and consumer use. Paint dealers, 
representing some 1,400 manufac- 
turers, in selling to the public, he 
said, would take the lead in the 
paint industry’s long-term drive 
toward a yearly sales total of $2 
billion. Total annual trade and 
industrial paint sales have been 
above the $1 billion mark since 
1947, 


Free Booklet Explains 
Principal Tax Laws 


A bulletin, “Basic Tax Informa- 
tion for Small Business,” has been 
issued by the Office of Small Busi- 
ness of the National Production 
Authority, Commerce Department. 
Designed to assist operators and 
prospective operators of small 
manufacturing, distributive and 
service firms, it summarizes the 
principal types of Federal State 
and local taxes and tax laws in 
planning or operating a_ small 
business. Copies of the bulletin 
are available free from the Divi- 
sion of Printing Services, U. S. 
Department of Commerce, Wash- 
ington 25, D. C., and from all of 
the Commerce Department field 
offices. 


(Resume reading on page 15) 








THE NEW Columbiana 
CAM-LOCK HYDRANT 
"Sold the Werld Over" 

Mere’s a fast-sclling sew Cam-Leck Hp- 
Grant for use on pressure lines. Sturdily- 
idrant has se springs te rust out. 
its meny sew features include: 
% ONE-P'ECE BRONZE VALVE BODY 
® - CORROSIVE VALVE ASSEM- 
os oer yh gee | ACTION 
aC LOCK HANDLE PREVEN 
DRIPPING AND WATER WASTAGE 
This ts a on que ae _ = 
Lid market. Write teday fer 
Fig. M1200 ieee gctabllohed 108. 
Columbiana PUMP CO., Columbiana. Obie, U.S.A 











A DIFFERENT ' 
Wood Joint bs > 
TIGHTENER 

CHAIR-LOC 
LIQUID." “SWELLS 
wood joints 


TIGHT.” For Fur- 
niture, Tool Han- 


CHAIR-LOK 


r <i! vor 


oe eran 00 





tractive display. 


THE CHAIR-LOC CO., Lakehurst 3, N. J. 
Write your wholesaler for a free sample. 


























METAL FLOATS 


3" to 12" diameter 
boll floats of cop- 
per or stainiess 
steel for open 
tank to i50¢ 
pressure In stock 
—specials of 
metais 


lous 
made to order. 


ARTHUR HARRIS & CO. 
212 W. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 




















WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 


100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 
Send for Catalog Tyreu 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 








-——"Selling Is Our Business” 
@ Complete coverage of the East; 
permanent show rooms. 

@ Representing leading house- 
wares and hardware manufac- 
turers. 

Inquiries solicited regarding 
additional lines. 


SAM WEISMAN ORGAN IZATION 


200 Fifth Ave., New York 10, N. Y. 














Direct Factory Representatives ——— 


° CHa IR S$ IMMEDIATE 


DELIVERY! 


All types, wood and 
steel in stock. 
Also Folding Tables 


State requirements! 


Write us when 
you have in- 
FB Se from 
churches, 
ses clubs, oft, 


= ADIRONDACK CHAIR CO. xt. Ix". 
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-For Heavy-Duty, Construction Service— 


DALTON ../ 


FULLY MECHANICAL 
SAWHORSE BRACKETS 


Convert 5 Pieces 
of Lumber into a Sawhorse 
WITHOUT NAILS, BOLTS 
OR MITERING OF LEGS 


Sizes for Ix4's and 2x4's 


Uses: Simply put lumber in 
jaws and leg sockets — 
© Platforms and tighten wingnut! The 
@ Winches members are locked firmly 
e Work in place—can’t slip or [, : if \ a 
Benches work lose. Disassemble = ge \ ae 
Tabi on the job for storing. A Twist of the Wingnut 
eta 's Made of heavy gauge steel, Lecks Lees aad Rall 
© Scaffold- fabricated for strength, Firmi se Place! 
ing, etc. have rust-resistant finish. y 

















—with the 


NEW Spee-Dee| .i2%., 
SAWHORSE BRACKET Quiche Bary 


For 2"' x 4°" Lumber Disassembling 
A Low-Priced Quality Bracket, 



















anything in low-priced 
brackets! Amazingly easy to use. 
Produces sturdy sawhorses that 
won't fall apart when lifted. No 
complicated instructions to follow. 
Made like Dalton Mechanical 
Bracket except employs nails for 
securing the assembly. Use for 
ping-pong, banquet tables; display 
stands; platforms ; barricades ; 
trailer trestles, etc. Disassemble > ln elles po 
for storing. Colorful counter pkg. ily under nail head 


If not stocked by your jobber, have him order for you 


DALTON MFG. CO., 20 S. Central Ave., Clayton 5, Mo. 


Licensed Canadian Manufacturer: Glen Purvis 
Tool & Die Co., 300 Merritt Ave., Chatham, Ont. 


Beats 





















































* Holds anything with a handle 
* No springs—lasts indefinitely 
© Supports extremely heavy weights 
The most convenient handle holder 
ever developed! No nail or hole in 
the handle required—holds any 
shape handle—practically any 
weight. Made of metal—goes up 
anywhere. Sell 4 at a time in 

individual carton. Sells 








steadily all year for steady, easy 
profits. Packed in attractive dis- 
+ play carton. 





List price, 
Box of 4 


50¢ Order today from... 
Carton of GARDEX, INC. 
7312.00" 501 N. Carroll Ave. 


Michigan City 2, Ind. 




















Price and Priority Digest 


For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRICE AND PRIORITY 
DIGEST which appears in every issue of HARDWARE 
AGE. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 
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Bt PAYS 
to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality 


interchangeable store fixtures avai 


today for huge catalog NER S2FA | 


W. C. HELLER & COMPANY 
Montpeli 











THIS Valuable Book is guar- 
anteed to open your eyes! Gives you 
practical, proven methods that will make your store home heater 
headquarters! Tells how to advertise, how to get prospects, how 
to demonstrate, how to close sales, etc. plus many other volume 
and profit building ideas. Worth hundreds of dollars to ANY 
home heater dealer! 
ee 


*\B TO: QUEEN STOVE WORKS, Inc. Dept. HA 22 
3 ALBERT LEA, MINNESOTA 










Without cost or obligation please send copy of “29 Ways To 
Volume Heater Soles.” 








Firm Name 


Address 














YOUR BEST INSURANCE FOR VOLUME OIL 
OR GAS HOME HEATER SALES IS A 


Superflame Fonchise 


POWERFUL 1952 SALES PROGRAM NOW READY. WRITE! 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solld, maximum, 50 words........ $5.00 
Each additionol word.......... 40 
Positions Wanted 
oe. at set sold, maximum, 
I oa es he nk aides $2. 
Each ‘additional word . 05 


Allow Seven Words for Seed ative 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 

5% discount allowed for 4 or more con- 

secutive insertions of Boxed Disploy Ads. 


Cuts or special borders not accepted. 
Address your corresponcence and -epiies to 


HARDWARE AGE 


Classified Opporteaities Dept. 
100 East 42nd St., New York 17, N.Y. 


., 








NOTE 5S les of mer dise, 
catalogs. etc., will not be forwarded to box 
number advertisers uniess accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close '§ doys 
prior to publication dote. 


Remittance must accompany order in form 
of check or mosey order, sot curreacy or 
stomps. 








C 


Ac 








MANt 


line of Al 
good cov 
Send full 


Address 
100 E: 








Representatives Wanted 


Representatives Wanted 


Representatives Wanted 





SALESMEN WANTED—now calling on 
paint stores, hardware stores, paint jobbers, etc., 
to add to your lines and sell on commission (with 
full commission on repeat orders) the only new 
development in paint sales and merchandising in 
50yvears. Awarded 1951 National Packaging Award, 
also 1951 Trail Blazer Award by National Home 
Furnishing League. Written up editorially in 27 
trade journals and publicity with pictures and copy 
in such magazines as Life, House and Garden, 
Pathfinder, Modern Packaging, Livinz, etc., 1m 
addition to being syndicated by leading press’ 
associations, 3000 newspapers, 2700 radio stations 
and 4 television networks. A'l of the above was 
given free just to tell the public of our product. 
ne else like it on the market nor can there 
e 

Protected territories 
available in all 
Michigan, 
bama. 

Be the first to offer your dealers the only 
color svstem where there is no obsolescence— 
yes, I'll rereat, no obsolescence—and no huge 
inventorv. Be the first to offer your dealers 
eolors developed by a nationally known color 
clinic and not by your sales manager! 

Less than $650.00 will stock a dealer with 108 
most wanted colors in high quality interior flow- 
ing flat, interior hi and lo sheen enamels, in- 
terior undercoater, calcicoater and floor and deck 
enamel, and with each color always, always and 
always the same. He gets display equipment too. 

Impossible? Not on your life! If interested 
and you want full details, write to us in con- 
fidence of yourself and your territory, mention 
present lines and sales and earnings and all the 
pertinent details. Earning possibilities with this 
line are unlimited, and you don’t have to work 
like a horse to make it. Come and grow with 
us! Address: Vocum, c/o C. Wendel Muench 
& Co., 75 E. Wacker Drive, Chicago, Illinois. 


just opening and now 
states west of and including 
Ohio, Kentucky, Tennessee and Ala- 








BRUSHES-BROOMS-MOPS-PAINT BRUSHES 


Salesman with car to call on hardware and farm supply 
stores. Established territory; New Jersey, nearby New 
York and Pennsylvania. Drawing and commissions. 
Don’t answer unless willing to show samples. Please 
reply fully. 
Address Box A-485, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 














REPRFSENTATION WANTED: THE MAN- 


UFACTURER OF A COMPETIVELY priced 
established line of automatic gas and electric 
water heaters for domestic and commercial use 
is interested in representation in several terri- 
tories, Territories now onen include Pennsylvania, 
West Virginia, New England, Virginia, North 
and South Carolina, Kentucky, Tennessee, IIli- 
nois, Indiana, Michigan and some Southern 


States. The representation we want contacts all 
plumbing and hardware outlets. When writing 
give details of non-conflicting lines carried, terri- 
tory covered and length of years representing 
lines currently represented. Address Box A-483, 





care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 

SPONGES, CHAMOIS — SALES ORGANI- 
ZATION NEEDED by Importer to handle 
Mediterranean, Cuban, Florida sponges; also 
English, Holland oil-tanned chamois. Must carry 
own accounts. Cuban Sponge Co., 810 Taylor 
St., Joliet. Illinois. 


WANTED: REPRESENTATIVE FOR_NA- 
TIONALLY ADVERTISED Wood and Metal 
cutting Circular Saw Blades. Must have ex- 

erience in selling Circular Saws to Industrial 
Supply Trade. State experience in reply. Open 
territories New England, New York metropolitan 
area, California and Southeastern states. Ad- 
dress Box A-471, care of Harpware Acez, 100 
East 42nd Street, New York 17, N. Y. 





PROMINENT NORTH CAROLINA MAN- 
UFACTURER OF quality competitive cotton 
wet mops seeks manufacturer's agents covering 
middle west, southwest, west coast for the whole- 
sale and retail hardware, paper jobbers, janitor 
supply and restaurant supply jobber trade. A‘- 
dress Box A-493, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 








QUALITY CUTLERY 
needs salesmen to cover 
Territory well established. 
Address Box A-486, care 
100 East 42nd Street, New 


WELL KNOWN 
MANUFACTURER 
New England States. 
Must have own car. 
of Haroware AGE, 
York 17, N. Y. 








SALESMEN WANTED. PLUMBING 
CIALTIFS SALESMEN, 
for established New York firm. 
and heating contractors and hardware 
Various (protected) territories open. Commission. 
Address Box A-490, care of Harnware AGeg, 100 

| East 42nd Street, New York 17, N. Y. 


| 


| SALESMEN WANTED FOR MIDWEST 
STATES. Chemical Specialty line, over twenty 
products, year round sales—direct to dealer. No 








investment, no objection to other line—commis- 
sion basis. Give details. Address Box A-489, 
East 42nd Street, 


care of Haroware Ace, 100 
| New York 17, N. Y 





SALESMAN TO REPRESENT A WELL 
AND sound established, highly competitive paint 
and specialty manufacturer in the Virginia and 
North Carolina territory. A salesman who is 
well acquainted with the hardware and paint 
stores. No objection to non-conflicting side line. 
A wonderful opportunity for the right man. Ad- 
dress Box A-494, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y 








SALESMEN WANTED to sell nationally ad- 
| vertised “‘Carya’” Smokin’ Hickory 
to grocery stores. 10% commission on original 
and repeat sales. Full protection on exclusive 
territory. “Carva’’ is the barbecue sensation you 
read about in House Beautiful, Gourmet, House 
& Garden, Good Housekeeping, etc. ‘“Carya”’ 
sells well wherever charcoal is sold. It’s a_profit- 
able side-line item. Write, wire or phone— 
Carya Hickory Industries, Briar Brae Rd., Stam- 
ford, Conn. 





SPE- | 
with active following | 
Sell to Plumbing | 
stores. | 


‘| the accounts or you can bill direct. 
| 


Wood Disks | 


WANTED: FACTORY REPRESENTATIVES 


with following in the distributor and jobber 
trades by well- known manufacturer. Full line of 
“Round-up” Bar-b-cues and “Columbia” Steel 
Kitchens. Write giving complete information, ex- 
perience, lines now selling and territory now 
erne- Supermatic Products Corp., Burbank, 
alif. 





OPPORTUNITY—NEW COMPANY BEING 
FORMED. Will represent six or seven leading 
manufacturers to wholesale hardware, lumber and 
mill supply distributors in New York, New 
Jersey and Eastern Pennsylvania. Need two or 
three topnotch salesmen who are willing to work 
on small drawing account and commission. Write 
giving details of past experience, territory covered 
and salary expected. Address Box A-497, care of 
HarpwarE AGE, 100 East 42nd Street, New York 
i7, W. F 





REPRESENTATIVES WANTED. WHOLE. 


| SALE DISTRIBUTORS WANTED to handle 
| a must for the paint dealer, Paint Pots with 
| Covers, highly finished in aluminum. Low de- 


| livered prices, protected territories. Columbia Can 
| Co., Inc., 59-27 54th Street, Maspeth 78, L. I., 
ie. 2 





Accounts Wanted 





| 
| 
| 
| 





NATIONAL DISTRIBUTORS 
Esrablished—Reliable Aggressive 
4ANCO CORPORATION Pittsburgh 22, Ps 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 


Covering all classes of jobbers. We will carry 


Write for further information and references 














MANUFACTURERS’ REPRESENTATIVE 


DESIRES AN ADDITIONAL quality line to 
be represented tou the automotive, wholesale hard- 
ware, bui'ders’ hardware, department store and 


| novelty specialty trades in the states of Colorado, 
| Wyoming, Utah, New Mexico, Montana and El 


Paso, Texas. Contacting only established, reputable 
firms. References upon request. Address Box 
A-481, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y 

100% SERVICE. ALERT, YOUNG NEW 


representative offers thor- 
new housewares 

sales record. 
intelligent 
few lines 


YORK manufacturers’ 
ough coverage for established or. 
manufacturer. Has outstanding 
Pleasant approach and _ concentrated, 
effort gets results. No large showroom, 


—just money-making ideas for buyer and manu- 
facturer alike. Address Box A-499, care of 
Harpw are AcF, 100 East 42nd Street, New York 
| Wh Y 
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MANUFACTURERS’ REPRESENTATIVE 
WANTS 


line of Aluminum Stepladders. Can guarantee 
good coverage in thirteen midwestern states. 
Send full details to: 


Address Box A-495, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














ALASKA, WASHINGTON, OREGON, 
WESTERN IDAHO AND MONTANA. Wanted: 
one additional manufacturer’s line hardware, 
sporting goods or paint supplies sold through 
jobbers, We guarantee to increase sales in tuis 
territery on any line we accept that is now sold 
through agency covering larger territory. Estab- 
lished 25 years. North Coast Sales Co., 911 
N.W. Hoyt Street, Portland 9, Oregon. 





MANUFACTURERS’ REPRESENTATIVE, 
CONTACTING THE HARDWARE & HOUSE- 
WARES jobbers throughout the New York 
Metro,olitan area for the past 18 years desires 
an additional reputable line. Best references can 
be furnished from customers and manufacturers. 

Address Box A-487, care of ——~ AGE, 100 
East 42nd Street, New Yorke 17, N. 








NEW ENGLAND 


Newly formed manufacturers agency, whose members 
were formerly connected with country’s top manufac- 
turer, seeking one additional quality line on commis- 
sion basis giving complete coverage and results for 
entire New England market through hardware, mill 
and paint wholesalers and jobbers only. Currently 
handling two lines. 
Address Box A-498, care of HARDWARE - 
100 East 42nd Street, New York 17, N. Y 














CUBAN DISTRIBUTOR WITH WARE- 
HOUSE IN HAVANA and sales force calling cn 
hardware, department store and grocery trades 
throughout the Republic seeks one or two addi- 
tional lines. Will deal only with manufacturers. 
No export agencies or wie please. Will 
furnish full particulars and U.S. references on 
request. Kindly reply to Box A-484, care of 
one Acez, 100 East 42nd Street, New York 





MANUFACTURERS’ REPRESENTATIVE 
New Orleans resident. Now traveling territors 
450 miles radius of New Orleans. Desire une 
strong line for sale to one of the following type 
jobbers. Hardware, Mill Supply, Marine Supply 
or Automotive. Constant coverage. J. Prestor 
Perilloux, jr., 529 Iberville Street, New Or 
leans 16. Ia. 








SELL AND SERVICE 


That’s our motto. We'll build your line 
through Ohio, Indiana, Kentucky and 
West Virginia, if it’s a good one. Only 
one more line wanted at this time. Write 
for fast answer to manufacturers’ agent 
and associates. 
ey Box A-480, care of HARDWARE : 
100 East 42nd Street, New York 17, N. 














MANUFACTURERS REPRESENTATIVE, 
COVERING MINNESOTA, WISCONSIN AND 
IOWA. Wholesalers, hardware and paint, janitor 
and industrial supply companies. Desire one or 
two major lines. Thorough coverage assured. 
References. Address Box A-492, care of Harp- 
ware Act, 100 East 42nd Street, New York 17, 
New York. 





DISTRIBUTOR, EXCLUSIVE IN NEW 
ENGLAND, New_York, New Jersey, Pennsyl- 
vania, Delaware, Maryland, Virginia and West 
Virginia wants additional lines. ardware, auto- 
motive, plumbing. Address Box A-496, care of 


MANUFACTURERS DIRECT REPRE 
SENTATIVNE WITH EXCEPTIONALLY ho 
anes needs men who can sci) to jovbers. Mus 
gave initiative and ambition and willing to wor 
vp straight commussivn. Several territurics in th 
11 Nertecastern States open. Alsu required tw + 
map im New York City tor the Export trade 
wees writing. you may state all pariculars » 

Address Box A-178, care uv! 
eas Acs, 100 Last 44nd Street. New Yor 
7. &. % 








ITARDWARE SALESMEN AND/OR MANU- 
FACTURERS* AGENTS, Experienced only; 
own car. Good following Industrial, W oodwork- 
ing and Furniture Manutacturing. Wonderful 
opportunity with well known New York manfac- 
turer and wholesale jobber. Protected territories. 
Write in full detail. Address Box A-401, care of 
Harpware Acg, 100 East 42nd Street, New York 
me Es 





Business Opportunities 





HARDWARE STORE WANTED. I WILL 
BUY your hardware business if it can be fully 
financed. Address Box A-491, care of Harp- 
-e AcE, 100 East 42nd Street, New York 17, 





BOOKKEEPING AND TAX SERVICE (In- 
stalled and Operated by Mail). Your business can 
enjoy a superior bookkeeping, tax, and accounting 
service by mail, at reasonable cost. Your daily 
transactions are written up on simple forms and 
mailed to me daily or weekly. You don’t have to 
know bookkeeping to do this work. You keep your 
check book and the ledger with customers. All 
other accounts will be recorded at my office, such 
as those for expenses, sales, goods purchased, ard 
records of all assets and liabilities. A profit and 
loss statement and a statement of your financial 
con‘lition (the balance sheet) wili be sent you 
monthly or quarterly. Your income tax return 
(and other returns, if you wish) can be prepared 
by me, You may try this service without paying 
or owing anything until you are satisfied. When, 
and if you are satisfied, a monthly fee is avreed 
upon. [I am a certified public accountant (New 
York State). For many years I worked at either 
public accounting, or as accounting official in 
private businesses. I once owned a retail store. 
Should you feel that I can help you with your 
bookkeeping, taxes and financial statements, please 
write me—it can all be done by mail. PAUL S. 
DAVIS, C. P. A. (N.Y.) Belvidere, N. J. 





PENNSYLVANIA - PHI! ADELPHIA SUB- 
URBAN MAIN LINE HARDWARE business 
for sale, estab'ished twenty-five years. Reasonable 
lease, attractive store 30’ x 80’, six warehouses, 
large aang | area. Builders’ hardware, house- 
hold items, DuPont paint line, garden supplies, 
etc., all for $40,000.00. Address Box A-482, care 
of Harnware AGE, 100 East 42nd Street, New 
York 17, N. Y. 





YOUR OWN BUSINESS WITH A MINI- 
MUM INVESTMENT. A national organization 
offers you this opportunity in the fast growing 
soft ice cream business with possible profits 
from $8,000 to $15,000 per season. For full par- 
ticulars write to: Dari-Delite, 1524 Fourth Ave- 
nue, Rock Island, Illinois. 





Positions Wanted 





POSITION WANTED BY EXPERIENCED 
RETAII!. hardware store 2 Reference can 
be furnished. 32 years of a married with 2 
children. College graduate. ull details can and 
will be furnished upon request. Sala impor- 
tant. William Reichenbach, ¢/o Independent 





Harpware Acg, 100 East 42nd Street, New York 
iv, Be Ee 
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Hardware, Garden City, Kansas. 


THOROUGHLY EXPERIENCED STEEL 
AND HAKUWARE SALESMAN, with twenty 
years actual eapericnce im Svuuthern, Svuth- 
castern and Southwestern States is secking suit- 
able commection with mManulacturer. Proven 
ability and excellent jobber connections. Address 
Bux A-405, care of Haxpwakxe Avs, 10U East 
4énd Street, New York 17, N. Y 





A YOUNG HARDWARE MAN, TRAINED 
THE old fashioned way in distributors ware- 
house, having worked in stock room, purchasing 
and inside and outside sales, seeks position with 
future with distributor, manufacturers’ agent or 
manufacturer in New York area. Capable and 
willing to assume responsibility. Draft exempt. 
Address Box A-488, care of Harpware AGe, 100 
East 42nd Street, New York S35 Se Ee 





YOUN MARRIED MAN SEEKS INSIDE 
office oe B®, of opportunity, future with whole- 
saler, distributor or manufacturer. Know locks, 
supp'ies, builders’ hardware, tools, etc. 14 years 
clerical, phone, pric- 


experience. Familiar desk, 

ing, orders, correspondence, purchasing, expe- 
diting, detail. Conscientious, dependable. Prefer 
metropolitan New York, New Jersey vicinity. 


Address Box A-479, 


Will relocate if attractive. d 
100 East 42nd Street, 


care of HaRpWaRE AGE 
New York 17, N. Y. 














Bewildered ?? 


. « « « Chom weed « 6 c 


WASHINGTON NEWS AND 
VIEWS on page 10 of this issue. 
Ilere are accurate, authentic, easy- 
to-understand reports on the latest 
developments in Washingten af- 
fecting hardware dealers. This 
helpful feature in each issue is 
another reason why HARDWARE 
AGE is the No. 1 choice of hard- 


ware dealers throughout the na- 


tion. 
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Geonle 2 
AUGER BITS 


Uniformly fine Solid Center type 
. +. accurately sized, perfect 
cutting edges for fast, clean 
action. Available with or 
without handy plastic rolls. 





















































Write for tree 
GREENLEE 

Hand Tool Quick 
Reference File 


TOOLS FOR CRAFTSMEN 


GREENLEE 





GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL, 








Your most profitable staple... — 


The original PLATT 
ADJUSTABLE 
FINGER GRIP 


























6 outstanding 
selling features 


[ABLE 


Millions in use for holding: 

V All type of tools—in home 
factory 

V Kitchen utensils 

V Sporting equipment 

V Laboratory test tubes 

V Brushes and brooms 

V Garden tools 

V Rubber stamps 


and 1—Adjusted in a jiffy. 
steel. 
3—Made in 3 popular sizes. 
4—Handsome, self-selling dis- 
play boxes. 
5—Made of spring steel .. . 
V and hundreds of others holds shape permanently. 
See your jobber or write 6—Nationally advertised. 


ARTHUR I. PLATT CO.., fairfield, Conn. 














Cp 


New ‘CAN-DO” Caulking Gun 


Cuts Caulking 
Time As Much 
As 30 Percent 


Used like a pair of pliers, this new gun makes all caulking 
jobs easy. @ Uses cartridges or bulk compounds. @ Avail- 
able in 3 sizes--6%2", 10” and 15”. @ Complete line of 
interchangeable nozzles. @ Simplifies caulking from scaf- 
folds and ladders. @ Feed rod doesn't interfere with arm 
movement. 

LIST PRICES . . . 62" — $4.50; 10°° — $5.50; 15°" — $7.00. 


WESTERN RESERVE MFG. CO. 3718 &. 93rd s., cleveland 5, 0. 

















COMPLETE STOCK OF GARDNER'S SPRINGS 


4-drawer cabinet No. 
type plated and burnished Springs. 


932 contains 402 precision-made industrial 
127 different sizes, in coded 
compartments . . . 
A COMPLETE 
STOCK! Boxed re- 
fills shipped at 
once from stock, 
Be ready to fill 
practically every 
call for Springs— 
order from your 
jobber or write us 
today! 





Two and one-drawer cabinets also available. 
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QUALITY TROWELS 


DEAROSA 


TROWELS & HAWKS 





Made Right 
Priced Right! 





DEAROSA MANUFACTURING CO. INC, 


ee QUALITY 
24 No. Clinton $9. 74 Murray 
Chicege 6.1. New York 7, N. 
ee GUARANTEED | 


Write us for name of Nearest 
: Sales Representative 





FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
pi Hits 





LECTRO- 
won, HOME: fE-TiLTY = 
POLISHERS TOOL KITS 
BENCH me STANDS 
GRINDERS ACCESSORIES 


Products of HOME-UTILITY Div., 
The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your HOME-UTILITY Distributor 


THE WINNERS 


in the Weldwood Glue—American Legion Contest: 


$1,000.00 FIRST PRIZE: JOHN J. ENRIGHT, LINCOLNWOOD, ILL. 
SECOND PRIZE: MATTHEW J. ZEPKA, ADAMS, MASS. 
THIRD PRIZE: MRS. MADELINE WOODSIDE, LONG ISLAND 
CITY, N. Y. 


$1,000.00 PRIZE was also awarded to North Shore Post #21, 
Lincolnwood, Ill, of which Mr. Enright was a member. 


UNITED STATES PLYWOOD CORPORATION 


55 W. 44th St., New York 18, N. Y. 

















= 


EXACT LEVELS 











¢ Most Complete Line of Aluminum & Wood Levels 
¢ Finest Construction, Precision and Eye-Appeal 
¢ Competitively Priced ¢ Fully Guaranteed 





ECONOMAT ALUMINUM LEVELS 
18", 24", 28", 30" 
Write For Catalog On EXACT & ECONOMAT Lines 








MFG. CO., 


ERSEY 


LEVEL & igelels 


7H BRIDGE, NEW 








Fam WW MARSHALLTOWN 


4(MARSHALLTOWN) 








MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 


re Trott Magie.- 


Ci 


..in a soldering ——. 
iron you can 


SELL! / 


f DRAKE 


pistol-grip 
) SOLDERING ier 


y well-b ced. easier to use 
Psa Grip Selerng or file ral ne ose ® see 
inocula! — HOTEL McALPIN 
HOTEL NEW YORKER 
every purpose Write for catalog 200 FIFTH AVENUE 
SURPLESS, DUNN & CO THE RUGER COMPANY 1107 BROADWAY 


DRAKE ELECTRIC WORKS, Inc. TOY MANUFACTURERS of U.S.A., Inc. 


3656 N. LINCOLN AVE., CHICAGO 13, ILL. 200 Fifth Avenue New York 10, N. Y. 


ring irons for 





MIDWAY Auger Bits 
toad | every purpose! 


Wudwag BS FACTORY and SALES OFFICE 
THE MIDWAY TOOL MELVIN, OHIO 
Se 


cei DOMES OF SILENCE =: 


SELL ON SIGHT when these attention-compelling con- S&S 
tainers, box or card are displayed on counters. Genuine DOMES Hg sm 

a OF SILENCE glide softly, silently, smoothly 

gga over all flooring; saves floors and furniture For 

We 14" Ta? years the favorite with houseowners and furniture 
i" % 4” 


manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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